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Volume LX XVIII 


VERY American business man recognizes that 
EK equitable taxation is a necessity. Every 
American business man must realize that it 
costs money to run a government and pay its debts. 
In this year of grace there will be less revenue from 
those direct sources of taxation which were so fruitful 
a year ago. Likewise it is true that there is national 
opposition to the continuance of excessively high 
excess profit taxes and other sur-taxes which reduce 
the working capital of the nation below the safety 
point. 

The tax collector never has been welcome since the 
days of Herod, and even before. The greatest pro- 
test of the people has been against direct taxation. 
The Boston Tea Party demonstrated that. Yet, 
here we stand on the eve of a Congressional Session 
whose first duty will be the preparation of new taxa- 
tion methods. It is obvious that some method of 
sales tax will be enacted into law. This means that 
every American business man should be keenly alert 
to the effects of such taxation on his business. 

In this issue we have digested the four methods 
of sales taxation so that the busy merchant can 
grasp the subject in its fundamental theories, but 
there will be many.an amendment suggested. In 
the exceptions and amendments is where the necessity 
for watchfulness is most needed, to bring out a work- 
able law of taxation. 

To achieve a workable law of taxation is going to 
be the great difficulty. There are 100 arguments in 
favor of each method and as many in opposition. 
This wide diversity of opinion may evolve expedience 
in legislation injurious to the independent retail 
merchant. All of the alert forces working in his 


behalf should keep their eye on Washington while 


these methods of taxation are being evolved. In- 
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What Will the “Sales-Tax’’ Do to You? 
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dustry is beginning to realize that the “power to 
tax is the power to destroy.” . 

Ill-judged methods of taxing excess profits and 
sur-charges upon large incomes have had much to do 
with the financial deflation bringing about the 
peculiar times of the past year. This economic tur- 
moil has been said to come by way of other causes, 
but fundamentally we believe that a whole lot of it 
was due to the fact of the taking by the government 
of an immense share of the rich man’s income which 
has driven such men to invest in tax exempt securi- 
ties, such as municipal bonds, thus hindering invest- 
ment in industrial or other wealth-producing in- 
vestment. 

One angle of the suggestions for sales taxes deserves 
particular attention. If a tax is placed on each 
turnover in all of the ingredients that go into a shoe, 
what will be the result? In the shoe business, for 
example, if a factory buys its own hide, tans its own 
leather, manufactures its own shoes and sells them 
through its own retail stores to the consumer, it will 
enjoy at least a 3.5 per cent advantage over the 
system of business that nationally prevails today. 

Then, how about the pyramiding of taxes and the 
intermediate profits that go into such a complex 
article as a shoe? The American shoe needs as many 
as 210 pairs of hands and about 137 operations in its 
manufacture. We have an idea that the burden of | 
taxation in all of these processes plus the methods of 
distribution will come up to 20 per cent or more, 
instead of to 3 or 4. : 

Taxation should be equitable. There should be | 
justice in where it falls. A general turnover tax 
would give a decided advantage to the manufacturer 
who sells his product direct to the consumer, and 
whose product, therefore, would be free from the 



















- taxes which competing goods would have to stand on 
' leaving the hands of the manufacturer and passing 
' through intermediary hands before reaching the 
- consumer. 

The intricate and vast machinery of business 
would be in all sorts of difficulties in any system of 
general tax of this sort. The merits or demerits of 
the sales tax plans will be uppermost in the dis- 
cussions of Congress in the next few months. Keep 
a weather eye on taxation, if you would preserve 
your integrity as an independent retail shoe merchant 
in the years to come. 


The Hardy Perennial 


NCE again the Pure Shoe Bill appears, this 

time in the New York State assembly. We 
believe that this year marks the tenth anniver- 
sary of the first introduction of the Pure Shoe Bill. 
The poor orphan is kicked from State to State. It 
first saw the light of day in Louisiana, but was 
“dead-lettered”’ because there was no penalty for 
- enforcement. : 

In the early days of the fight, legislative com- 
mittees were given a little demonstration party 
- consisting of a pail of water, various grades of leather 

and the alternate materials not of leather used in 
) footwear. Invariably the bill was thrown out im- 
mediately after the demonstration. 

Perhaps it will become necessary to get up a 
sample case containing all of the evidence in the 
case and to have it ready for immediate educational 
use before legislators. 

There is no place for “Tag Day” in the shoe 
industry by any such system as pure shoe legislation. 

We were beginning to wonder whether our old 
“scare-head friend,’ the Pure Shoe Bill, had lost its 
power for revival—but New York legislators, not 
) having sufficient to occupy their minds with real 
a legislation, pick up the forlorn “Pure Shoe Bill” for 
another sweet session in legislative diversion. If by 
) a fluke it ever did become a law in any one State— 

. oh, what a mess! 
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In Our Issue Next Week — 


In our March 26th issue we are setting in motion those forces of instruction and imagination 
If you are interested in a period of men’s style and would like to know 
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how you can make your men’s department show the same activity that the women’s side of the store ' 
does, let this serve as a reminder for you to read the March 26th issue. ' 
Do not forget that as a subscriber you are not only invited but urged to get the full benefit of 
your subscription by putting up to our editorial department for solution your particular merchandising : 
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Will “Fitting Be Licensed” 
Soon? 


HE public has been strangely slow to recognize a 
certain elementary shoe truth which ought by 
rights to come in for very early, if not primary, con- 
sideration. That is to say, the fact that no other 
article of wear, from head to foot of man, woman or 
child, becomes so nearly an auxiliary part of the 
body as does the shoe; and as a corollary, no other 
article of wear has so much power to effect injury to 
the body, if improperly made or wrongly fitted. 

Nobody gets bow-legs or knock-knees because of 
faulty cut of his trousers. Nobody gets a crooked 
spine because his coat does not fit, nor a warped head 
because his hat does not fit. 

No one ever gets crippled or distorted hands from 
wearing gloves; neither would anyone get crippled 
or distorted feet from wearing the right shoes. The 
reason why so much injury is possible from a badly- 
fitted shoe is that the shoe is made a part of the 
physical organism, to a greater extent than any other 
garment. It becomes almost'a part of the foot, from 
its being bound closely to the foot and partaking of 
every movement of the foot. 

The addition of the rightly made shoe gives the 
human animal the advantage. 

In a lot of stores the only requirement for a person 
to become a full-fledged shoe salesperson is that he 
be not cross-eyed—such a thing as a foot-intelligence 
test is unknown. 

Then the new recruit proceeds to fit, or misfit shoes. 
Proceeds as if he were selling scrap tobacco in a 
grocery store. “It looks good on the outside, and if it 
does not taste good you can buy some other kind 
next time.” 

Developments within the past few months have 
brought to light as never before the disastrous re- 
sults of footwear improperly made and improperly 
fitted. 

If the trade does not watch out, legislation will be 
enacted making it obligatory to “license shoe fitters.” 
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Turn-Over Tax 


Illustrating the application of a one 
per cent turn-over tax on a pair of 
Shoes retailing at $7.00. 





Tax at 

1 per cent 

1 Raw hide, raw material, etc. $1.56 $.0156 

2 Tanner sells leather for 2.82 0282 

3 Leather and findings are sold 3.13 0313 
4 Manufacturer sells pair of shoes to 

the jobber 3.88 . 0388 

5 Jobber sells to the retailer 4.67 . 0467 

6 Retailer sells to consumer 7.00 .0700 

Total tax $. 2306 


3.3 per cent of the retaii price to the 
consumer 














HE urgent duty of Congress is the preparation 
of some plan of taxation which will give the 
government the necessary revenue, and at the 

same time lighten the burden on active capital to the 

excess profits tax, surtaxes and luxury taxes. We 
present briefs, pro and con, on the subject of the sales 
tax. There have been suggested four methods as 
follows: 

1. The general turnover or general 

sales tax, which includes not only all 

turnovers or transfers of commodities 

from the extractive stage of industry 

through every succeeding step until the 

final sale is made, but also sales of capi- 

tal assets, real estate, services, etc. 

2. The general commodity turnover 

tax, which includes every sale of com- 

modities in the extractive, manufactur- 

ing, jobbing, wholesaling and retailing 

branches of production. 

3. The tax on sales of manufacturers 

and wholesalers only. 

4. The tax on final turnover of com- 
modities or retail sales. 


The General Turn-Over Tax 


The general turn-over tax proposes to level a tax 
upon every form of payment whether for a com- 
modity, a capital asset or a service at the rate of one 
per cent. The primary interest in this general turn- 
over tax is that very large revenues will come there- 
from, thus permitting the government to abolish all 
of its present, direct taxes. 

The outstanding objection to this is that business 
would be seriously interfered with and if modifica- 
tions are made there would be so many exemptions 
and exceptions or special rates as to render the tax 
hopelessly complicated. By this method, the larger 
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The Outstanding Merit of the Sales Tax Is Its Universality 
of Distribution 
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Final Sales Tax 


Illustrating the application of a one 
per cent final sales tax, sometimes re- 
ferred to as a “retail sales tax.” 


One pair of shoes at 
One per cent tax.......... 


ee eee ne 


Total cost to consumer .. $7.07 


Some form of sales tax will be 
enacted into a law by Congress within 
the next few months, for there is a 
national protest against excess profits 
taxes, sur-taxes and luxury taxes. 











part of the government’s revenues would come from 
indirect sources, thus upsetting the normal balance 
between direct and indirect taxation. 


General Commodity Turn-Over Tax 


The general commodity turn-over tax depends 
largely upon the proportion of the total revenues to be 
derived from this source and upon the rate. If the 
tax were to be levied at the proposed rate of one per- 
cent or higher, a not inconsiderable burden would be 
immediately thrown upon the masses who are not 
now reached by any of the Federal direct taxes. For 
example—the National Bank of Commerce of New 
York has computed that “the general commodity 
sales tax levied at a rate of one per cent, would in- 
crease the burden upon the average family of five 
having an income of $2,800 by an amount equivalent 
to 900 per cent of the present income tax burden; 
and the lower the taxable income the higher would 
be the percentage burden. If we consider this form 
of tax not as a separate measure,’ continues the 
statement of this bank, “but merely as a measure 
supplementary to a system already largely composed 
of direct taxes, and if we reduce the rate to a very 
low percentage, namely, to 3-10 per cent, we are 
faced with quite a different situation. From the best 
data available, it is believed that this tax would 
yield about $516,000,000 at the rate of 3-10 per cent 
or $860,000,000 at the rate of 5-10 per cent, providing 
no exemptions were allowed.” 


Tax Upon Manufacturers’ Sales 


The third type of sales tax is similar to that re- 
cently adopted by the Canadian government, namely, 
the tax upon the sales of manufacturers and whole- 
salers. This tax occupies a half-way position be- 
tween the general commodity turn-over tax and the 
general retail tax. The yield of this tax based upon 
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Does a Little Thing Like This Affect the Cost of Shoes? You Bet It Does. Do You Charge Such 
Episodes to Experience or to Selling Cost? Do You Figure Your Selling Cost Too High or Too Low? 

















the estimated income from 1919, making no allow- 
ance for exemption, might approximate $1,000,000,000 





Retail Sales Tax 


The fourth principal form of sales tax is the “‘gen- 
eral retail sales tax.” This is placed only upon the 
final sales. However, the problem of what con- 
stitutes a retail sale appears difficult. If the necessi- 
ties of life in the shape of foodstuffs are exempted, 
the yield would be so reduced as to render it of only 
moderate importance. 

Upon these four systems of sales taxation, the in- 
coming Congress will deliberate. Already the 
National Council of Traveling Salesmen’s Associa- 
tions has endorsed the first plan or “general turn- 
over tax.”’” Their arguments are as follows: 

“The simplicity tax will automatically do away 
with the obnoxious excess profits tax, sur-tax and 
luxury tax, making one per cent to three and one- 
quarter per cent the only tax that can be passed 
along to the consumer on the price of any article 
purchased (fwo and one-half per cent is a fair average). 

“The simplicity tax—heretofore known as the sales 
or turn-over tax—will remove the guesswork, worry 
and uncertainty from the present tax system. I// 
will also produce the needed revenue—ahout $4,000,- 
000,000 annually. 

“The plan is to levy a one per cent tax on all sales 
of services or commodities. The amount of the tax 
can be readily figured from the total sales each 
month, and a check for one per cent mailed to the 
Federal government, in case the total gross amount 
exceeds $500 per month. 






















Classes Who Will Be Exempt 


“If at the end of the year the gross amount of 
sales is less than $6,000, no tax is collected. 
“This provision exempts all small farmers and 










practically every laboring man—those least able to 
pay any sort of tax. At the same time it will prevent 
the present handicap to business caused by the with- 
drawal of large fortunes from industry and _ their 
investment in tax-exempt securities whereby such 
fortunes become entirely exempt from taxation. 

“Every business man will know each month exactly 
what is due the government and the amount will be so 
small that it will either be absorbed in his overhead 
or passed along to the consumer in the very moderate 
form of a one per cent to three and one-quarter per 
cent increase in the price the public pays. Admit- 
tedly, this is a trifling addition as compared with the 
outrageous increases in commodity prices encouraged 
by the uncertainty of the excess profits tax, the 
sur-tax and luxury tax, which in some cases advance 
prices 40 per cent.” 

The exact application of the one per cent sales tax 
on several commodities after this item has been 
levied on each separate movement of the product 
right up to the consumer’s ultimate payment is 
shown in the following table: 


The tax on a loaf of bread retailing at 10c.......... $ .0016 
On beef, assuming that the butcher sold a steer for 

the average price, on all cuts, of 40c. perlb....  . 009 
A suit of men’s clothing retailing at $60............ 1.567 
Overalls and jacket retailing at $8................. . 197 
Pair of gloves (leather) at $2.25.................2.. . 063 
One yard of taffeta silk retailing at $2.25......... . 045 
A cord tire, 30x3 4, retailing at $35.10............ 1.144 


(Including 11 separate movements at one per cent each) 


R. P. Hazzard’s Plan 


The National Boot and Shoe Manufacturers’ 
Association at its recent convention listened to R. P 
Hazzard of R. P. Hazzard Company, Gardiner, 
Maine, who advocated a commodity turn-over tax 
on specific articles. Mr. Hazzard said: 

“The report of the National Industrial Conference 
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Board shows that we do not advocate a general turn- 
over sales tax.. We advocate a sales tax on certain 
specific commodities, with three qualifications; one is 
that they are used in sufficient volume to make the 
tax worth while; second, that it is on something not 
absolutely essential to the bare necessities of existence, 
and the third qualification is that they are so re- 
stricted in some part of the transaction that they are 
easy of collection. 


Complications in Taxation 


“On a consumption sales tax for final use you have 
a complication there because it is almost impossible 
to determine what is-the final consumption. Take 


coal. Put coal in the kitchen stove, and it is final 











Mrs. Vice-President Coolidge Has Been Presented 
with Several Pairs of Shoes of Lynn Manufacture. 
This Sport Model Is Blue Calf and White Suede by 
V. K.and A. H. Jones & Thomas Co., Lynn 


















consumption. Put it into a boiler to make shoes, 
and it is the same as leather, and is not subject to 
tax in the final consumption sales tax. 

“If a man bought 10 gallons of gasoline, and put 
five gallons in a tractor, that would be for use, and 
would not be subject to the consumptive tax. If 
he put five gallons in his Ford to go down to see the 
moving pictures that would be the final consumption. 
You have a great many of these complications which 
undoubtedly could be ironed out if it was necessary. 
But the trouble is now that the Internal Revenue 
Department is breaking down on account of its in- 
ability to audit these taxes—they are only working on 
the 1917 returns, and if you put this load onto 
them, the Bureau would simply break down of 
its own weight. 

**Nigger in the Woodpile”’ 

“One other illustration, and that is with regard to 
the way the turn-over sales tax applies to self-con- 
tained industries as compared to those which are 
diversified. It is rather interesting because you 
take it in the shoe business, if you have a business in 
which you buy your hides, tan your leather, manu- 
facture your shoes and sell them through your own 


retail stores to the consumer you have a 3.5 per cent - 





BOOT AND SHOE RECORDER 37 






advantage over the man who does business in the 
ordinary way—the tanner who buys his hides and 
tans them, the merchant who buys his leather and 
sells it, the manufacturer who buys leather and manu- 
factures it into shoes and sells the shoes to the jobber, 
the jobber who in turn sells them to the retail mer- 
chant, and the retail merchant who sells the shoes to 


the consumer. The man who is doing business in 
this way had hard enough sledding anyway, but 
going up against a self-contained manufacturer, he 
will have a handicap of 3.5 per cent, and it will 
do one of two things—have a tendency to drive him 
out of business, or he must join with others and 
organize a bigger corporation. If you are to raise 
the amount of money you want to raise, you will 
have to increase the rate, and if doubled, it would 
increase the differential up to seven per cent.” 


Final Sales Tax 


Many associations have already voted in favor of 
the sales tax plan. Practically all of the associations 
have been in favor of either the “general turn-over 
tax’ or the “general commodity turn-over tax.” 
There are, however, advocates of the third type of 












TONGUE COLONIALS 


An Aluminum Gray Ooze with Kid 

Underlay in Same Color in Tongue. 18-8 

Covered Wood Heel in a Turn. Selected 
from Thomas G. Plant Co., Boston 











sales tax restricted to sales of manufacturers and 
wholesalers. The retail sales tax plan is to get the 
money at the time the shoe leaves the hands of the 
merchant. This will tax the merchandise once and 
only once. 
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It’s a Millinery Footwear Year 


Strap Effects Seem Likely to 
Prevail—Gray Kid Is the Logical 
Successor to Suede; Then Will 
Come the Whites in Combination 
with Colors—In Men’s Shoes the 
Brogue Is Far from Dead, but 
Newer Patterns Are Also Good 


By J. J. SENSENBRENNER 


(Address delivered at St. Louis Convention) 


“TE have had many a millinery season in 
women’s footwear in the past but none, in 
my opinion, ever to compare with that con- 

fronting us today and for the balance of this year. 
It is surely full of danger, especially so in view of the 
big depreciation we have all taken during the past 
year owing to a declining market, and perhaps can- 
not afford to take for a second successive year, due to 
being caught with a lot of millinery footwear on our 
hands, but it’s a millinery footwear year and if we are 
going to keep up with the procession we must play 
millinery footwear, using every possible precaution 
adaptable to our own business, and the closest of 
watching. 
Straps Selling Ten To One 


Let’s try to analyze, as best we can, ‘the situation - 


as it appears today. 

First, it’s patterns. Will it be straps or tongue 
effects? Personally, I cannot enthuse over tongue 
effects. We have played them lightly since January 
right along with straps galore, and while they are 
moving slowly, straps are selling ten to one. I may 
be in for a big surprise, but it looks to me like a big 
strap season all the way into whites and through the 


summer. 
And What of Materials? 


Second, it’s materials. . Gray, black and brown 
suedes and satins, especially gray suedes, are in heavy 
demand, and I doubt if many of you have. enough 
merchandise to fill the demand. .How long will it 
last? I think it behooves every successful merchant 
to try to get the last pair of suedes off his shelves, if 
he wants a profit on them, within a week after Easter 
Saturday. Satins may be good all through April, 
but no later. For walking shoes, ball strap patterns 
in a medium light shade of tan calf in oxfords and 


| straps now have the call, instead of the wing tip 


brogue patterns in darker shades of tan. These, too, 
in my opinion, will be good up to May first and per- 
haps repeat in early Fall. 


Gray Kid a Likely Bet 


For after-Easter business in April, watch out: for 
gray kid. It sounds dangerous, but it looks like the 
logical successor to gray suede for at least a four to 
six weeks’ run. Brown kid should also come into its 
own during the months of April and May. 

And now for the white season, beginning about 
May 15th. Naturally, it is white kid first and then 
canvas, but here again a situation is arising that will 
keep you on your toes and guessing every minute. 
In the first place, sport effects in both low and mili- 
tary heel oxfords and straps, welts and McKays, in 
white canvas trimmed with white kid or tan kid, and 
in some extremes black, green and blue, as well as 
white kid models trimmed in the same manner, look 
like a good bet, and if they go, it stands to reason they 
are going to cut a big hole in your ordinary sales of 
solid white canvas and kid in oxfords and straps of a 
similar character, so don’t load up too heavily this 
season on what we have always called staple white 
canvas patterns until you get a chance to see in which 
direction fickle Dame Fashion is turning. 


Play Sports With Caution 


For all localities near watering and Summer re- 
sorts, the sport fad seems practically an assured 
style, but it must be played with caution, especially in 
contrasting colors, here in these inland states. You 
are bound to see a great many of the sport patterns 
made up in white buck, but here again I think it 
makes entirely too heavy a pattern for our own 
peculiar trade. 

In turns with Louis and Baby Louis covered heels, 


‘naturally solid white kid and white canvas strap 
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effects now appear to be in order, and I believe will 
sell big, but there again some very enticing models 
in white canvas trimmed with tan calf and a few with 
black are putting in their appearance, and while I do 
not look for the volume in sales in these contrasts to 
be heavy, still every pair sold will take away from the 
volume of solid white canvas and must be taken into 
consideration in making your purchases. 


**“Get Them In and Out Quick”’ 


Summing it all up from the women’s standpoint, 
play a style game but don’t load up; get them in 
and out quick and if you find you have picked a 
lemon before the shoes are delivered, don’t make the 
manufacturer or jobber the “goat,” provided, of 
course, he has delivered within a reasonable length of 


medicine like a man. 

I will just touch lightly on the men’s and children’s 
game, as here we are not continually confronted with 
the idea of stocks going dead over night. In men’s I 
suppose you have all felt the unusual early demand 
for oxfords, and the continual call all.Winter: The 
brogue, especially the oxford, seems far from dead, 
but some very nifty perforated and heavily stitched 
patterns in other lasts are coming to the front that 
are bound to cut great inroads into the popularity of 
the brogue. - Lighter shades of tan calf are fast coming 
to the front. Tan calf seems to have 75 per cent of 
the call, brown kid 15 per cent and black 10 per cent. 
Sport effects in high grade lines only will bear watch- 
ing. 

New Straps for the Girls 

For the boys there are no radical changes in view. 
For the girls, some very smart new strap patterns 
have been created this season, and they are bound to 
lessen the sales of the staple ankle and instep strap 
styles, which, however, will still be sold in large 
majority. Patents will be, as usual, the headliner, 
followed later by whites, but tan calf in both straps 
and oxfords should not be overlooked. 

In conelusion, I am going to just take a flyer in 
predicting for early Fall for women. In these days 
of working only 60 days ahead it is a ticklish proposi- 
tion and your guess is as good as mine. In spite of 
the predicted revival of patents, how does this sound 
to you’—very few boots, tan calf ball-strap oxfords, 
fancy perforated tan calf military heel walking pumps, 
beaded satins in strap, tongue and’ opera styles, and 
perhaps even bronze kid beaded effects. 


To Ask for Army Shoe Bids 


Washington—The Army Quartermasters’ Depart- 
ment is to send out announcements asking for bids 
for 250,000 pairs of army service shoes, sizes 5 to 10. 
Bids will be opened on April: 14. 





BOOT AND SHOE RECORDER 


time with what your order calls for, but take your © 





39 











Milwaukee Adopts Trade Mark 


To Boost All High Grade Products Manufactured 
in That City 







Milwaukee, Wis., March 15—The plan to boost 
Milwaukee as the “home of high class products” an- 
nounced recently, has resulted in the adoption of a ~ 
trade mark design, properly. protected for the ex-~ 
clusive use of members of the Milwaukee Trade Mark 

club. The club 


now has 20 mem- | 
bers. More will — 
join at the March 
meeting. The F. 
Mayer Boot & Shoe = 
Co., Nunn, Bush & © 
Weldon Shoe Co., % 
Phoenix Knitting 7 
Works, Everwear 
Hosiery Co., and 4 
O.C. Hansen Man- © 
ufacturing Co., are | 
already on the roll 
of membership. ~ 
The club has elected Ed. Wolff, David Adler) & 7 
Sons, as president and treasurer. Walter Davidson | 
of the Harley-Davidson Co., is vice-president, and 7 
Mr. Wolff is taking care of the secretarial work. He ~ 
outlined the proposition, which is a development of — 
a plan used by the Milwaukee Shoe Sales — 
Association at the N.S. R. A. convention here, as ~ 
follows: 7 

“The advantage to the manufacturer is to tie to- | 
gether national advertisers of Milwaukee-made pro- = 
ducts, making the mark gradually become known ~ 
wherever advertisements of Milwaukee products © 
appear, and boosting Milwaukee as a market. As ~ 
only the highest class manufacturers are eligible for” 
membership in the club, and it is purely co-operative, © 
this trade mark will be identified in the public mind = 
with only the best grade Milwaukee-made goods, ~ 
manufactured by substantial, dependable concerns.” 
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New Company Being Formed 


2 









St. Louis, March 16—A new company is forming 
to take over the equipment of the factory recently” 
operated by Van Kleeck, Inc. The new concern: 
will have no connection with the old, merely taking” 
over the plant and equipment ‘and operating it fi OF 
the manufacture of women’s footwear. The factory: 
will. be transferred to the new concern when organiza= 
tion is completed, and the formalities of transfer from: 
the bank which bought it in at the Van Kleeck 
bankruptcy sale are expected to be finished up within 
a short time. 2 
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And Now They Call the Well-known Children’s Sandal by Such 
Titles as the Grecian Sandal—Cut Outs, Front Strap and Buckle. 
This Specialty by Shaft-Pierce Shoe Company, Faribault, Minn. 











Price Stabilization Has Been Achieved 


Little Variation from Present Level Expected 


in Footwear for Summer and Early Fall 


HAT stabilization in the matter of prices has 

been achieved for Summer and early Fall run, 

is the opinion of the entire trade. There is a 
startling unanimity of opinion on this subject of 
price as well as the volume of business and what 
grades of shoes it will be upon. The lower price 
ranges now effect have induced customers to 
renew their purchases of shoes. The big rub is on 
the men’s end of the business. 

Where women frequently demand something ‘‘new 
and trim,’’ men, just as frequently, and with much 
more insistence, demand something inexpensive 
and durable. Where women, even in these days of 
economy, will pay from $12 to $18 for extreme novelty 
footwear which happens to appeal to them, men are 
much more apt to say: 

“What have you got that’s good around $9?” 


in 


A Contrast in Footwear 


Where women. are not only content, but even 
proud, to be seen floundering through mud wearing 
turn sole, suede pumps with a pink feather instead 
™ of a tongue, men are almost certain to get satis- 

‘faction from the contemplation of Norwegian or 

‘Scotch grain, slip sole oxfords, with their suggestion 

_ of rugged durability and waterproofness. 

Therefore, while style and even novelty in style, 


will play a part in the rejuvenation of the business 
in men’s footwear, men’s shoes will not sell in volume 
until the men of the country are convinced that they 
are going to get their full money’s worth in wear as 
well as in appearance. The price range for which 
they are looking is from $6 to $12. 

Most of the retail merchants asserted that February 
was a record month in the number of pairs sold and 
that March promises to break another record. 
The lower prices, though, have not brought in as 
much money as last year, but many merchants state 
that their sales are ahead of last year. 


Prices to Meet Public Approval 


On the subject of prices that will appeal to the 
public, some differences of opinion are expressed. 
In arriving at this information, it was necessary to 
classify shoes according to quality. Three classi- 
fications were made, high, medium and low grades. 
Again these had to be subdivided in men’s and 
women’s shoes, since it is generally recognized that 
women’s shoes, containing more of the style element 
than is present in men’s footwear and necessitating 
more labor operations are consequently higher. 

A number of merchants handling men’s high 
grade shoes decided that prices ranging from $10 to 
$15 will not be out of line with the consumer’s pre- 
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The big idea of the present and 
the recent past seems to be 
the liquidation of stock to the 
lowest possible ebb. It is rightful that stocks 
bought on the market of a season since should 
be cashed, but the liquidation should not be 
made too manifest to the public. And in many 
cases such is the situation. 

Some shoe stores during the past six months 
remind one of the famous poem, “The Deserted 
Village.” 

Empty shelves to the right of - us; empty 
shelves to the left of us; empty shelves 
above and around us, until one has the sensa- 


ooo oe oro oro oro oor ope or oe 625 or SeSeSe Se5eSeSe" 


7 


1990 Ice =| 
IOC CCC. 





ic 


Ic 
Pe ee WOOO ooo OOOO Occ cc ce cc 


If You Sell and Don’t Buy Again 


By FRANK 
Secretary-Treasurer N.S.R.A. 
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MEYER tion of having visited a grave- 
yard. If you have liquidated to 
the cavern shelf stage, for heaven 
sake, fill in with empty cartons; don’t give 
your customers the impression you are going 
out of business. 

Better still, fill those empty shelves with 
newer styles at cheaper prices, but not too much 
cheaper—don’t degrade the business to the 
slock shop price proposition. Uphold the 
dignity of the game. The great percentage of 
our people still want good shoes. shoes that have 
fit, that have service, and above all, shoes of 
chic style. 
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conceived idea of the proper price to pay for his 
Spring footwear. Some merchants will handle shoes 


running up as high as $20 a pair, but expect the_ 


bulk of their business to settle around the $15 mark. 
The prices that women are expected to pay for top 
grade shoes were set down as follows by four different 
retail merchants: $12 to $16, $12 to $18, and $14 to 
$20. 

This does not mean that shoes above $20 will 
not be handled. As high as $35 and possibly more 
will be charged by one exclusive Fifth Avenue shop 
for bench-made ready-made shoes of exclusive pat- 
terns, but a small volume is anticipated. 

In the medium grade shoes, the prices for both 
men’s and women’s footwear is expected to center 
around the same range, $8 to $12 a pair. Diversity 
of opinion exists upon the price ranges that people 
will pay for low grade shoes. Some merchants 
expect a wide market at prices ranging from $4.50 
to $6. Four place the low grade range for styled 
lines at from $6 to $8. 


**Price-cut’’ Sales Are Off 


To the question, ‘Are advertised price cuts losing 
their effect as sales stimulants)” the reply of the 
merchants was unanimously in the affirmative. 
Several of them amplified their statements by actual 
experiences in cut price sales conducted during the 
past month. It is agreed that the public no longer 
responds to advertisements offering shoes “formerly 
$18, now $12."’ One type of sale, that announcing 
that a large surplus of a manufacturer’s stock will 
be sold at an exceptionally low price, still finds 
favor with the public according to three retail mer- 
chants who recently conducted such sales. As a 
rule stores handling shoes exclusively have avoided 








such sales, but department stores have run them 
successfully in recent weeks. 





Steady Increase Reported 


St. Louis Manufacturers Book Good Business— 


Quick Deliveries Specified 


St. Louis, March 17—St. Louis manufacturers 
report a steady increase in the volume of orders re- 
ceived for delivery after the Easter selling is out of 
the way, but say that the orders, as they come in, 
are for rather short delivery periods and do not range 
much beyond 60 days from the date of the order. 

In fact the feeling is developing that the shoe 
business, at least until the coming Fall season, will 
be on about a 60-day basis because of the retail 
merchants’ determination not to be caught with any- 
thing like a heavy quantity of goods on hand in the 
event of any change. The novelty departments of 
the general line houses and the specialty plants 
report pretty generally that they are sold up now to 
about the middle of May. 

However, the merchants are being told just what 
the situation is and that late deliveries will be the. 
result of their own failure to order earlier. An in- 
teresting example of the situation is the report of one 
novelty house that its business for January and 
February exceeds that of the same months a year 
ago by $400,000, but this amount does not by any 
means replace the slump in orders which took place 
during the Fall months. d 

However, this house which has made it a practice 
to carry something of a stock on hand, has been com- 
pelled practically to abandon this department until 
it can clear up the orders on its books and resume ~ 
making for stock. 
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Black a Gray in Contrast Give This Store a Restful Appearance. 
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Note the Angled Mirrors, Permitting 


a View Nol Only of the Footwear but the Costume as Well 


Store Arrangement Can Lose or Make Sales 


The Value of Appearance and Stock Display Well 
Illustrated in New Store of A. J. Ruby in Chicago 


Chicago, is unusual both in arrangement and 

appearance. The store front is a radical 
departure from the accepted ideas of shoe store 
architecture. 

Instead of the center entrance with a deep recess 
commonly employed, the Ruby front is flush with the 
street with an entrance on both sides. Inside the 
' front doors are vestibules which protect the interior 

~ of the store from drafts. 


[vc Alfred J. Ruby store at 60 N. State Street, 


Reversible Backgrounds an Unusual Feature 


_. The show windows are framed with metal. The 
' floors of the windows are approximately four feet 


ii ‘4 from the ground while from the floor to the top of the 
ly window they are less than this distance. 


The metal on the outside of the store front is black. 


a The backgrounds of the windows are of wood and are 


| finished in black and gray. The panels in the back- 
» grounds are reversible—being finished on one side in 


black and on the other side in gray. When black or 
dark colored shoes are shown, the gray panels are 
used, and when white shoes are shown, the black 
panels are used as a background. 


Color Scheme in Black and Gray 


Just two colors are in evidence in the interior of the 
store. Nothing is offered to the vision of the visitor 
but black and gray. To the average mind ebony 
shelving would suggest a morgue but such is not the 
case in the Ruby store, although all the shelving is 
finished in that color. 

The cartons are all of a medium gray shade and the 
blending of the black and gray produces a delightful 
softness of tone. 


Pompeian Designs on Pillars 


The pillars, of which there are a number, are all 
stenciled in a Pompeian design. The background 
being gray and the stencil work in black. On each of 
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these pilasters, about eight feet from the floor, is a 
copper disk 12 inches in diameter, portraying the coat 
of arms of a prominent American university. About 
four feet from the floor on each pilaster is a photo- 
graph of some scene on the campus of the university 


Even Black and Gray Furniture 

The seating is of a special design finished in ebony 
striped with gray. The upholstery is of black and 
gray striped velour. 

The fitting stools, which are also of special design, 
afe finished to correspond with the chairs The rugs 
also are black and gray. The centers of the rugs are 
gray, while the borders are black. 

Even the show cases carry out the black and gray 
color scheme> The little cabinet surmounted by a 
glass case in the center of the room is particularly 
worthy of special mention. This piece of furniture 
is all hand made. Even the metal holding the glass 
together at the top of the case had to be hand wrought. 
The little clock was specially made in enamel to 
carry out the black and gray color scheme. Alto- 
gether this little case which contains at the present 
time only two shoes, two buckles, and a pair of hose 
cost almost a thousand dollars. 


Mirrors Which Show Gown and Shoe 


Particular attention is called to the mirrors in the 
bottom of each of the pilasters in the walls and in the 
centers of the room. These are placed on an angle so 
that the customer gets a view not only of the shoe but 
of her costume as well. 

An unusually attractive and useful buckle case is 
one of the innovations of the Ruby store. All of the 
buckles and ornaments are stock numbered and a 
sample of each is attached to the outside of the 
drawer of the case in which the stock is kept. 
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the coat of arms of which appears on the disk above. . 


‘name of the Phil Herold Company: 


Show Windows Are Framed in Metal and the Window Fronts Are Flush with the Street 







Show Case for Buckles 


In front of the buckle cabinet is a show case in 
which the buckles and ornaments are displayed. 
Next to this cabinet is the hosiery section and in 
front of the hosiery section is a case devoted to hosiery 
shown in conjunction with pumps and other footwear. 4 

On top of the buckle cabinet and hosiery cabinet 
are display spaces for shoes and accessories. _ 

The office of the store is on the balcony in the rear 
and here also the color scheme in black and gray is ~ 
adhered to. Even the stationery used by the store 7 
carries the color scheme of black and gray. ; 




















Phil Herold Dies 


San Jose, Cal., March 8—Word was received here 
yesterday of the death in Los Angeles of Phil Herold, © 
pioneer business man of San Jose and San Francisco ~ 
and founder of the Herold shoe store and leather ~ 
business now conducted here by his sons under the 
Messages ex- | 
pressing sympathy have been received by the family ~ 
from prominent men, including,some of the big shoe | 
manufacturers of the United States. } 

Phil Herold was born in Carrollton, O., August 21, 
1836, and crossed the plains to California before the™ 
era of the transcontinental railroads. He located in” 
Grass Valley during the early mining days and first” 
went into business on Battery Street, San Francisco, 7 
where he opened a leather and shoe supplies business. | 












































Boston Style Show Committee to 
Meet 


Boston—A meeting of the Style Show Committee” 
will be held at headquarters, 166 Essex Street, Boston, 
on Wednesday, March 23, at 2.30 o'clock P.M.) 
for the purpose of further considering plans for the 
1921 show. 
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What Are You Doing to Get More Business? 


Optimistic Iowa Merchants Put All Their Cards on the Table 
in An Attempt to Solve Present-Day Problems 


Des Moines, la., March 12. 
F the spirit of optimism which prevails among 
I the better-class shoe merchants of Iowa could 
be transfused into the systems of business men 
throughout the nation, there would be no question 
about the future of industry in this country. Time 
and again during the convention it manifested itself. 
Iowa merchants came to the convention to get a 
solution of the problems facing them. Every man 
put something in, in the way of experience, methods 
and ideas of conducting business 
under present conditions and every 
man got out of the convention ses- 
sion far more than he put in. 


the 


Footwear 
House 


Thursday 


Rubber Before 


The morning session 


») (March 10) was an open forum de- 
» voted largely 


to a discussion of 
buying and merchandising rubber 
footwear. William H. Gernas of 
Aimes, lowa, led the discussion. 


») He criticised the plan used by 
/ many merchants of selling rubbers 


| without profit in order to stimulate 


' “To fear 


be licked. 


business or to beat competition. 
a competitor,” he said, 
“is to put yourself in position to 
To doubt him is to put 


the concensus of opinion that the rubber footwear 


manufacturing companies are working a hardship on 
retail merchants by issuing price lists on rubber 
footwear January 1, and on tennis as of August 1. 


**How to Write an Ad”’ 


The first speaker of the afternoon was W. S. 
Arant of Des Moines, on “‘How to Write a Shoe Ad.” 
Mr. Arant analyzed the advertising problem, show- 
ing the mentality of different groups of people and 

proving by scientific charts that 
59.7 per cent of the people have 
the mentality of a boy or girl 17 
years; and that 17.7 per cent are 
below the average of a child 12 
years old. These two groups, he 
pointed out, comprise the great 
bulk of the purchasing public. 
Consequently, advertising should be 
couched in simple language and 
short, terse sentences that will give 
a comprehensive description of the 
merchandise. Illustrations are nec- 
cessary, he said, since a picture 
tells at a glance a story. which 
otherwise would take many pages 
of text. 


The Merchant’s Three Problems 


Robert W. Sturgeon followed with 
a very comprehensive talk on mer- 


» yourself in position to be doubted 
4 by him. To work with him is to 
)) put yourself in the position to make 
) yourself a better merchant and to 
| make a better merchant out of your competitor. 


GEORGE F. BRECK 
Mr. Breck Was Elected President of the 
Iowa Association 


chandising under present conditions. 
He said that a merchant’s problems 
are three—first, financial; second, 
buying; and third, selling.. By accurate records a 
man can pretty well determine his financial need 


iL 
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Mearctics and similar creations. 


Character is the best guarantee of the products of 


both manufacturer and retail merchant.” 


Urges, Larger Profit 


Mr. Gernas recommended a longer profit on stylish 
rubber footwear than on the common, everyday 
variety. In the stylish class he put extreme heels, 
colored rubbers and footholds, as well as heather 
Rubbers, he argued, 
Shouid be sold at around 30 per cent on the selling 
price. “I am sure,” said Mr. Gernas, “1921 will 


prove a good and profitable year for the man who 


merchandises by proper methods; who does not try 
to take advantage of his customers, but sells his mer- 
handise on the basis of what it is actually worth.” 

- The open forum discussion disclosed that it was 


and his buying power. His past records, said Mr. 
Sturgeon, are the best guide to his future buying 
and are also the best guide to his method of selling. 
Mr. Sturgeon recommended that merchants keep 
records in such shape as to tell them every day just 
how their business stands. This is one of the prime 
requisites of success. 

Not to buy, he urged, is bad policy, but to over- 
buy is also bad policy. Other points which he made 
were that 4 merchant should hold back enough pur- 
chasing power to take advantage of style changes 
and price changes in the market; that manufacturers, 
wholesalers and retail merchants should be closer 
together than ever before and should have more 
confidence in each other. 
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No Comparative Prices 
In the L. Well shoe store, of which Mr. Sturgeon 

is the head, comparative prices are never used in 

advertising—not even in special sales. 

In the open forum discussion which followed, a 
member asked a question: 

“Is it advisable to use comparative prices in special 
sales?” 

Mr. Sturgeon replied: 

“In special sales, comparative prices are per- 
missible and maybe advisable if you have had the 
merchandise in stock and have actually marked it 
down to the figure set forth in your advertisement, 
but I consider it absolutely wrong from the standpoint 
of business ethics and good judgment to quote a 
marked-down price on merchandise which you have 
not had in your stock, but have bought for this 
special sale. Such advertisements tend to destroy 
confidence in your business and in the business 
integrity of every man in the class. What we need 
today is to rebuild and re-establish the confidence 
of the public.” 

F. M. Nebe, secretary of the association, said the 
officers of the association had been severely criticised 
by traveling men and by some manufacturers because 
of a bulletin which was sent out during the year 
advising the members of the association to buy 
conservatively, but to buy according to their needs. 
The bulletin had been interpreted as meaning not to 
buy at all—which idea it was not his intention to 
convey. Anyway, he pointed out, the effect must 
have been benefi- 
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Rapids, first vice-president; W. L. Nicklos, Mason 
City, second vice-president; F. M. Nebe, . Atlantic, 
secretary-treasurer. - Ira Welch of Griswold was 
appointed an assistant to Mr. Nebe. 

The traveling men’s auxiliary of the Iowa Retail 
Merchants’ Association elected the following officers: 

President, Bert Goldman, Des Moines, with Beacon 
Falls Rubber Co.; vice-president, Fred C. Crowley, 
Des Moines, with the Central Shoe Company of St. 
Louis; secretary-treasurer, A. J. Sprain, Des Moines, 
with the Brown Shoe Company, St. Louis. 

The traveling men’s auxiliary has been a big factor 
in building up the membership of the Iowa Retail 
Shoe Dealers’ Association and for several years has 
provided the evening entertainments of the con- 
vention. “ 

The resolutions adopted at the convention covered 
a wide range of subjects. It was resolved, among 
other things, that the association co-operate with 
the Better Business Bureaus and advertising clubs 
of the State; that members affiliate themselves with 
other organizations interested in .public affairs; that 
members be urged to purchase merchandise more 
frequently and not so far in advance; and that mem- 
bers be urged not to detail orders for rubber footwear 
in the future prior to March 1 and not to detail 
orders for tennis goods prior to September 1. The 
Shoe Dealers’ National Underwriters was endorsed 
and the substitution of a simple, non-inquisitorial 
tax for the present excess profits tax was recom- 
mended. The attitude of the National association 
toward manufac- 
turer-owned retail 








cial because the 
record of a num- 
ber of manufac- 
turers shows that 
the merchants of 
Towa have re- 
turned less mer- 
chandise than those 
of any other State. 
The last speaker of 
the afternoon was 
Harry C. Tolles, 
vice - president of 
the Sheldon School 
of Chicago, whose 
topic was “Build- 
ing Confidence in 
Business.” 


George Breck 
Elected President 


Officers for the 
ensuing year are 
George Breck, Des 
Moines, president; 
J. A. Bailey, Cedar 


Helped to Make Iowa Convention a Success 





FRED B. CROWLEY, Des Moines 


stores was upheld. 


NEW NOVELTY 
LINE SHOWN 


Haverhill, Mar, 
16— The J. A. 
Lynch Company 
is now showing 
new lines of nov- 
elties in a medium- 
priced McKay shoe 
and is also show- 
ing a line of wom- 
en’s comfort shoes, 
The output is now 
1,000 pairs per day. 
Orders are being 
accepted for after 
April 15 delivery 
F. Haley is super: 
vising the work oj 
the factory and 
George J. Faulkne 
isin charge of sales 


P. G. CAMPBELL 


Mr. Crowley Was Re-elected Vice-president of the Traveling Men’s Auziliary 
of the Iowa Association. Mr. Campbell is the Retiring President 


























| Memphis, Tenn., March 17. 
a EUBEN STIEFEL, president of the Tri- 
R State Shoe Retailers’ Association sounded 
the keynote—better service to the public 
through merchant betterment—in his address before 
_ the annual convention of the association which 
' opened here Monday. 
“The road back to normal,” he said, “is neces- 
’ sarily somewhat rough and rocky but a steady hand 
») at the wheel with the thought in mind that the public 
is boss and that the wishes of the public must be 
acceded to will finally lead us to smoother roads and 
easier traveling. 
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Co-operation Will Win Out 
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a“ Co-operative Effort Will Restore Normalcy 


Tri-State Merchants, in Convention at Memphis, Disregard Apparent 
Reasons for Pessimism and Buy Shoes 


Explosion—Not Deflation 


The principal speaker at the afternoon session was 
E. M: Allen, Helena, Ark. “Conditions at present,” he 
said, ‘‘are parallel with those which have followed 
every great war. The difficulty has been that we all 
seemed to believe that laws had changed and we 
would not be in for the period of inflation and the 
corresponding period of deflation that occured im- 
mediately following other wars of history. Deflation 
was expected but it came as an explosion, for which 
the business world was unprepared. There is nothing 
rosy in the immediate future in the cotton belt. 

“The price of cotton is low 
and there is no indication of a 











“Associations have done 
much to create a better feel- 
ing and a more friendly at- 
“mosphere in every line of 
endeavor. It is a fine feeling 
) to have a hearty handshake 
) and a slap on the back by 
)) your competitor. The great 
» accomplishments of the retail 
hy) shoe business of the future 
') must come through a closer 
) study of the problem and a 
)) working out of those prob- 









cotton market, 








and materials. 






THE SPIRIT OF OPTIMISM 


While the South has been hard 
hit because of the condition of the 
there was a_ sur- 
prisingly optimistic 
merchants who attended the Tri-State 
convention. .They bought shoes — 
carefully and conservatively, it is 
true— but in all the needed styles 


better price. Cotton is the 
principal money getter and 
until other commodities reach 
the price level of cotton or 
cotton reaches the price level 
of other commodities, the 
South is bound to feel a 
stagnation of business. 


spiril among 


The Plight of Europe 


“We hear a lot about over 
production. There is no 
surplus of needed commodi- 











©) Jems through co-operative ef- 
) fort.” 

President Stiefel urged the members to subscribe 
| for and read shoe trade journals. Education, he 







pointed out, is an absolute essential and trade journals 
) are a big factor in spreading the gospel of better mer- 
») chandising, better style and better service to the 
)) public. 





The Golden Rule 


Continuing, he said: 

“Merchants have been lambasted for cancelling 
‘and returning merchandise. Manufacturers have 
een cussed and discussed for late delivery. That is 
‘all past history now. It is time to forget it, wipe off 
the slate, place orders with care and keep what you 
‘Duy, insisting, however, upon getting merchandise on 
time and up to par with samples shown. Forget 
betty rules and rely upon the Golden Rule.” 

In closing he expressed his gratitude for the con- 
idence placed in him and thanked officers and mem- 
bers for the loyal support he received during the 


















ties, but the people of Europe 
who are barebacked and 
barefooted and need our commodities have no actual 
money with which to buy them. Some plan must be 
worked out internationally, by business interests in 
co-operation with government representatives, to 
provide a system of exchange that will allow the 
people of Europe to utilize what we produce. 

“The business of the country and especially of the 
South is facing a serious condition. Like brave men, 
we should look the situation square in the face: 


The Reward of Efficiency 


“Ask yourself seriously whether your business is 
legitimate, needed and efficient. The time is fast 
approaching when the banks will necessarily have to 
withdraw support from the inefficient in order to 
protect the efficient, so put yourself in the efficient 
class, adopt such accounting and record systems as are 
necessary absolutely to know where you stand every 
day. Then if you are worthy you can expect support, 
and if you are not worthy you are not entitled to it. 
Make your own business better by making your 
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town better. A merchant is the man who mer- 
chandises his services as well as his goods to the com- 
munity. It is only a peddler who hopes to get with- 
out giving.” 


Adjustment of Complaints 


Morris Ellis of Nashville, conducted an open forum 
on adjustment of complaints. In his opinion the 
average shoe merchant lacks the nerve to stand up 
and tell the customer the truth when that customer 
comes in with a complaint. Every customer is, of 
course, entitled to fair treatment but is not entitled 
to allowances on shoes made for party use and worn 
for street wear and golfing. 

“Education is the solution,” he said. ‘First, 
educate salespeople and next the public. Co-opera- 
tive effort through association should be the basis of 
giving the public the facts about shoes—their use 
and abuse.” 

While the South has been hit hard there was a 
surprisingly optimistic spirit among the’ merchants 
attending the convention. They bought shoes care- 
fully and conservatively, but bought needed: styles 
in wanted materials. 


Mirkil Urges Style Committee 

T. C. Mirkil was first speaker at Tuesday morning’s 
session. He said he is convinced that State associa- 
tions should become service stations for members in 
their territories. He also suggested a credit clearing 
bureau. Many merchants do not have opportunity 
of giving financial statements to commercial agencies, 
he pointed out, and often their ratings are questioned 
by manufacturers and unjust treatment is meted out. 
He also urged a style committee appointed by the 
president, composed of a few representative mer- 
chants, who would collect information as to present 
and future styles and report to the secretary, who 
would promulgate such information in boiled down 
form to members of association. 

The latter suggestion met hearty approval and was 
couched in the form of a resolution. 

Following his talk a discussion as to ways and 
means of increasing the membership of the Tri- 
States organization brought forth the suggestion 
that funds be raised with which to work. The result 
was a number of substantial contributions by various 
members to wage a membership campaign. The 
principal speaker of the afternoon session was John 
Bush, president of the Brown Shoe Company. Lewis 
D. Fort of Memphis talked on advertising. 

“To try to sell a progressive business man ad- 
vertising is to insult his intelligence,’ he declared, 
“because if he is progressive, he is alive to the value 
and necessity of advertising by the printed route. 
Advertising rests upon three sciences—human re- 
lation, logic and psychology. Women are the largest 
purchasers of merchandise and hence should be con- 


OT Re ee ee 






2 are 





BOOT AND SHOE RECORDER 47 4 





sidered large readers of advertising, but that is not an 
excuse for not advertising men’s wear in a manly 
way. The principal things to strive for in advertising 
is to have them seen, read, understood and believed. 
Arrange illustrations and type matter so it will be 
read. Make it plain and simple so it can be under- 
stood; and, above all, have it truthful, so that it will 
be believed. Do not exaggerate or mislead. Com- 
parative prices are seldom desirable. Do not adver- 
tise what you do not have. If you advertise service, 
have it and give it. 

The following officers were elected: 

President, Reuben Stiefel; vice-presidents, Arthur 
Stegall of Jackson, Tenn.; Morris Trusty of Grenada, 





















THE ORNAMENT FINDS FAVOR 


With Adjustable Straps and Altachable Buckles” the 

Strip Pump Permits of Several Style Changes—Thus a 

Woman May Have as Many Types of Footwear as the 
Merchant May Suggest 








Miss. and A. K. Cohen of Little Rock. Directors— 
Isadore Rochild, Helena, Ark.; Morris Ellis, Nash- 
ville, Tenn.; W. T: Gallagher, Greenville, Miss. The 
next convention will be held in Memphis. 





New Calf Leather on Market 


‘‘Lorraine”’ Is Trade Name Adopted by Rous- 
maniere, Williams & Co. 


A new line of high grade calf leathers is being 
brought out by the well-known firm of Rousmaniere, ~ 
Williams & Co., of 87 Lincoln Street, Boston, Mass., 7 
under the name of Lorraine Calf Leather. This © 
line will include a full assortment of the standard ~ 
shades in colored calf with blacks in smooth = 
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and boarded finishes. A special feature of the 
line will be a white calf leather of extraordinary 
merit. 

These leathers are the product of the new tannery 
of Weber-Laemmle Tanning Company, of Salem, 
Mass., and will be sold only by Rousmaniere, Wil- 
liams & Co. The managers and owners of the tan- 
nery are John L. Weber and George J. Laemmle. 
John L. Weber began his career as a tanner in the 
plant of his father who owned the Weber Leather 
Company of Lynn, Mass., and was associated with 
this plant until its dissolution in 1912. He then 
worked with Sir Percy Daniels, and shortly after his 
return from London became the tanner and plant 
superintendent for the firm of H. S. & M. W. Snyder, 
Inc., in which capacity he has been active during the 
last six years. George J. Laemmle began his tanning 
experience as a calfskin selector and in this capacity 
is well known in the hide and skin trade. His intro- 
duction to the tannery was in line with his early 
training as chemical engineer and leather chemist. 
He was the assistant to Frank J. Thomas during the 
latter’s administration of the Barnet Leather Com- 
pany’s tannery at Little Falls, and later became tan- 
nery manager at Little Falls when Mr. Thomas left 
to take charge of the Brown Tannery in Rochester. 
The reorganization of the Ohio Leather Company’s 
tannery brought Lumbard, Thomas and Laemmle to 
Girard, Ohio, when that company put a colored calf 
line on the market. After making a line of side 
leathers in the East, Mr. Laemmle during the last 
two years has been the tanner and plant superin- 
tendent of the Armstrong Leather Company in 
Peabody, a tannery which is owned by Salomon & 
Phillips. 

Benjamin C. Saulpaugh, for many years con- 
nected with the leather trade, will handle this line 
for Rousmaniere, Williams & Co. Mr. Saulpaugh 
started in the leather business many years ago with 
| J. Allston Newhall, subsequently being associated 


with the American Leather Company, and later with 
Laird, Prior & Co. 





St. Louis Merchants Name Officers 


St. Louis, March 16—At its monthly dinner last 
week at the Annex Hotel the Associated Shoe Re- 
tailers of St. Louis, in addition to discussing the 
recent meeting of the shoe merchants of Missouri, 
Kansas and Nebraska in St. Louis, elected a new 
set of officers as follows: 

President, Frank Ames, of the Ames Shoe Com- 
pany; first vice-president, V. C. Weber, of the Fred 
Weber Shoe Company; second vice-president, J. 
Bastian, of the J. Bastian Shoe Company; treasurer, 
J. A. Hutcheson, of the Hutcheson Shoe Company; 
secretary, R. B. Huette, of the Huette Shoe Com- 
pany; sergeant-at-arms, Will Hartmann, of the Will 
Hartmann Shoe Company; directors to fill expiring 
terms, Robert Scissors of the Fit Well Shoe Co., W. 
B. Huette of the Huette Shoe Company and F. E. 
Slade. The next meeting will be held the second 
Wednesday in April. 


Up from the Shining Stand 


A shoe repair shop in Philadelphia does a busi- 
ness of nearly $1,000 a day, a total of $250,000 
annually. That’s a bigger business in repairing shoes 
than some stores do in selling shoes. 

The proprietor expects in the future to repair 
from 1,500 to 2,000 pairs of shoes daily, and to 





do an annual business of from $500,000 to $600,000, © 


which is larger than the business of some shops 
making shoes. 

This repair shop now employs 90 persons, 75 of 
whom are shoe repairers. 

The proprietor says there are 1,400 repair shops, 
big and little, in Philadelphia, and that they do a 
business of from $8,000,000 to $10,000,000 annually. 

The proprietor, by the way, started shining shoes. 
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How the $1,000 Deal in Troy, N. Y., Peps Up 
Business Way Out in ’Frisco 


WO weeks ago an article in 
fs the Recorder showed how 
the Federal Reserve Sys- 
tem gave the country a “res- 
ervoir of credit,” just as the western New York town 
of C obtained in its new water supply a reservoir 
of water. What is a “reservoir of credit’? What 
does it do? How does it help the business man to do 
business better and more safely? And what is credit, 
anyway? 





By SHEPARD MORGAN - 


Assistani Federal Reserve Agent Federal 
Reserve Bank of New York Mr. 


goods and make more profits. 
All of this activity was felt in 
Jones’s. business. He re- 
ceived orders from contractors 

who were building additions to mills, building new 
stores and building new houses. So he bought not 
only for his immediate needs but for the future, 
kgowing that prices were going higher. He bought 
large stocks of brick, cement, building iron and other 
materials used in construc- 
tion. He went to the bank 





A general answer to these 





questions is not enough. Such 
an answer, as a matter of 
fact, was suggested in the 
preceding article, where it 
was pointed out that a res- 
ervoir of credit, like a reser- 
voir of water, gives steady 
streams of credit through in- 
numerable pipes all over the 
country, and at the same 
time keeps enough in reserve 
to meet unusual needs; just 
as C ’s new water system 
gave each householder his 
every-day supply of water 
with enough left over to put 
out fires before they grew 
into great, devastating con- 
flagrations. 


put into words. 





money. 


Before and After, Com- 
pared 


In this article I hope to 
give two examples, one show- 
ing how loans were made— 


When Jones Needed a 
Thousand 


‘‘Recorder’’ readers who studied Mr. Mor- 
gan’s first article on the Federal Reserve 
Banking System in our issue of March 5 
will find this page this week of keen interest. 
Rarely has such a clear and comprehensive 
definition of the workings and functions of 
the Federal Reserve Banking System been 


In his article in this issue, Mr. Morgan 
uses hypothetical examples to show just 
how the Federal Reserve System works, 
beginning at the time when Mr. Jones or 
Mr. Smith in Troy, New York, or any- 
where else, finds that he needs to borrow 


How this little transaction affects the 
strength of the credit structure of the 
whole United States is revealed in an in- 
teresting narrative that will keep the ex- 
planation clear in the minds of the readers. 

Mr. Morgan’s third article, dealing with 
some of the more involved and still more 
interesting operations of the Federal Re- 
serve System, will appear soon. 


and borrowed money to pay 
for these materials purchased 
at rising prices, expecting 
that he could pay the money 
back as soon as he sold them. 


And Jones Was Caught 
Long 


But trouble came in the 
Fall of that year, too soon for 
Jones to collect. There was, 
to be sure, some little warn- 
ing of it, just as there was a 
warning in the town of C 
when its great fire started. 
Jones’s bank called him in 
for a friendly talk and in- 
quired incidentally when he 
thought he would be able to 
reduce his loan. He answered 
that he would go out and ask 
a contractor who owed him 
money how soon he could 
pay it. But the contractor 
told him he would have to 








get the money from the 





and credit provided—before 
the Federal Reserve System 
was started, and the second how similar things are 
done now. 


Take Mr. Jones, for instance, who, back in 1907, 


had a good business selling building supplies in Troy, 
N. Y. Early in that year the people of the country 
were enjoying what is known as good times. There 
was a great deal of manufacturing going on. Rail- 
roads were so busy that they did not have cars 
enough to move the freight offered to them. Prices 
were rising and almost anybody who had goods in 
stock could make money simply by waiting. Mer- 
chants were led to order more and more goods, and 
manufacturers who received these orders naturally 
wanted to build larger plants to make more 





manufacturer whose plant he 
was building, and the manufacturer told the con- 
tractor he would have first to collect from the job- 
ber to whom he had sold goods—and so on down the 
line. 

Jones was not very much concerned at first, but 
when he learned that the contractor, the manu- 
facturer, the jobber and all the rest were slow in their 
payments he began to be worried and went to the 
bank, not to pay up his former loan, but to see if he 
could not get more money with which to meet his 
payrolls and the invoices on goods which had just 
been delivered to him. 

The bank refused and what Jones learned from the 
bank filled him with great alarm. It seemed that 
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there had been trouble in New York. The banks 
there were calling in some of their loans. Many who 
owed money were being pressed to pay. Some people 
were selling out goods at a great sacrifice to get ready 
money. Prices were dropping rapidly. 

Jones’s banker told him in his conservative way 
that credit was very tight. By that he meant that 
money could be borrowed only at very high rates 
and that some borrowers could get no money at all. 
Moreover, Jones’s bank in Troy had tried to get 
money which it had on deposit in one of the big 
banks in New York, and had been told that if it did 
not want currency it could withdraw the deposit, 
but that if it did want currency it could have only a 
very little. 

“How can you expect us, Mr. Jones, to lend you 
money,” said the banker, “when we cannot even get 
the money we have on deposit in New York?” 


No Recourse but Quit 


The result was that Jones had t6 go out of business. 

One of the chief troubles in the country at that 
time was that there was no reservoir of credit upon 
which the banks could draw. It had been thought 
that the great concentration of banking power in 
New York, as in some of the other large cities of 
the country, could take care of sudden needs; just 
the same as in the town of C , it had been thought 
that the deep wells would supply enough water with 
which to put out fires. But the fact was that when 
the trouble broke, the deep wells—that is, the banks 
in the great commercial centers—were already nearly 
dry and had first to take care of themselves. There 
was no great central reservoir to which the large city 
banks themselves could turn. 





- 


How It Happened in 1920 


Now, as to 1920. The conditions in 1907 were 
really as nothing to what they were in 1920. The 
world had passed through a great war, which had 
strained its business and productive resources to the 
limit. The war with its consequences was like the 
forest fires that wasted the country around the 
town of C after it put in its new water supply. 
Again came a period of high and rising prices, of 
high interest rates, of railway congestion, of active 
buying and heavy orders; of easy profits, which 





brought into being a great number of concerns with . 


little business experience; of active speculation. In 
the meantime the Federal Reserve System had been 
established, providing an adequate reservoir of 
credit. 

The facilities which it offers will be seen from the 
-experiences of Smith, who succeeded to Jones’s 
business in building supplies in Troy. Smith had an 
offer from a contractor who wanted to buy $1,000 
worth of bricks, but who could not pay cash. Smith 
wanted to make the sale, but he needed the $1,000 
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in order to meet an account then coming due. So, 
like Jones, he went to the bank, taking the con- 
tractor’s $1,000 note, due within three months, and 


asked for a loan. 


The Greeting at the Bank 


The president of the bank, who knew Smith well 
as a careful and upright business man and in normal 
times entirely acceptable as a borrower, made sure 
that the note was the outgrowth of a commercial 
transaction. He told Smith that business generally 
was slower, that prices were probably going down, 
and that it would be well for him to be careful about 
making any further commitments. But as far as the 
note for $1,000 was concerned, the bank would be 
glad to take it. Smith was much relieved and went 
away, confident that as long as he held strictly com- 
mercial obligations he could be helped and that he 
would not suffer through inability to get funds to tide 
him over the period of pressing demand. 


Speculation Discountenanced 


There were many others like Smith who went to 
their banks and their notes also were received as long 
as they represented strictly commercial transactions. 
The reason why Smith’s banker inquired whether the 
note which he discounted arose out of a commercial 
transaction was that such obligations can be taken 
to the Federal Reserve Bank and realized upon, 
whereas the Federal Reserve Bank cannot take paper 
secured by goods held for purely speculative purposes. 

Let us follow the transaction through. Smith’s 
bank was a member of the Federal Reserve System. 
Being so, it has under the law to keep its reserves— 
amounting, on the average, to 10 per cent of its 
deposits—at the Federal Reserve Bank. If by mak- 
ing a loan, or for any other reason, its deposits increase, 
it has to put, on the average, 10 per cent of that 
increase in the Federal Reserve Bank. 

If, also, it has a demand ‘upon it for currency it 
can get it from the Federal Reserve Bank, just the 
same as an individual gets it from his own bank—by 
drawing against its deposit. In order to keep up its 
reserve deposits at the Federal Reserve Bank it may 
have to borrow, and in doing so it uses Liberty Bonds 
or other Government securities, or paper such as that 
upon which Smith borrowed at his bank. In this 
way a member bank is always sure that it can secure 
funds for the necessary commercial requirements of 
its customers, 

Now suppose that so many banks borrow from 
one of the Federal Reserve Banks, that it too runs 
short of funds. The Federal Reserve System pro- 


vides for that situation, also. There are 12 Federal 

Reserve Banks, each serving a district of its own. 

It is often the case that Federal Reserve banks in 

manufacturing districts, such as Boston and Phila- 
(Continued on page 52) 
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(The following article was taken from a very remarkable 
address made by Mr. Baird before the recent convention at 
Cincinnati of the Ohio Valley Retail Shoe Dealers’ Associa- 
tion.—Ed. Note.) 


HE first thing necessary is for the big store 
boss to put his own house in order. There is 
probably no single individual whose conduct 

so thoroughly controls the actions of the salespeople 
as the boss of the establishment. If the boss is lax 
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Efficient Service in the Retail Shoe Store 


There Are a Lot of Hackneyed Phrases and 
Practices Which Might Be Done Away With 


By J. J. BAIRD, of A. E. Pitts Shoe Company, Columbus, O. 












Enthusiasm a Wonderful Asset 


Enthusiasm is a wonderful asset to any business. 
Be enthusiastic. Impart a generous share of it to 
your salesforce and you will increase not only the 
efficiency of your store, but the morale. There is — 
nothing that so successfully keeps people happy as a — 
real, live interest in their work. And it is difficult to — 
maintain sufficient interest without enthusiasm. 

To deliver truly efficient service, your employes 









in his store conduct, his sales- 
people will be too. By pre- 
cept and example the big 
boss can instill into his sales- 
force that courtesy, that self- 
confidence and that prompt- 
ness that results in .efficient 
service. 

Every customer who enters 
your store is your guest. Do 
not pamper him, but do not 
neglect to be attentive and 
alert. Do not indulge in 
overdone friendliness. Some, 
in their effort to make a 
customer feel at home, in- 
dulge in. kidding and _ per- 











“Waited On?” 


“‘A prominent retail shoe merchant 
was in a busy clothing store not long 
ago, when he was approached by a 
‘clerk’ with the question: 

** ‘Waited on?’ 

““* No, said the prospective cus- 
tomer. ‘Bring me a cheese sandwich and 
a glass of milk, but I would like some 
service.” 

“‘T am sure you gel my point.” —(From 
address by J. J. Baird before session of 
the Ohio Valley Retail Shoe Dealers’ 
Association. 


must have the right kind of 
stock to show the trade. 
There is probably no more 
common cause for the loss of 
efficiency, for a half hearted 
enthusiasm, than the spectre 
of unsold goods. It is mighty 
fine to think that the goods 
you have are as good or bet- 
ter than the other fellow’s. ° 
It is a mighty comfortable 
thought that your stock 
abounds with live styles which ~ 
can be sold at a good profit; 
but most of the trouble about 
these happy thoughts is that 
we sometimes play a live one 



























sonalities that even guests in 





too strong and too long. 








their own homes would not 














be favorably impressed with. 


Forget the Word ‘‘Something” 


This is very poor taste and will invariably result in 
loss of patronage. Your attitude to the trade is 
judged entirely by the approach and methods of your 
employes. If they use offensive tactics, tell them 
about it. 

Another very good sign of lack of training in a 
salesperson is the use of that hackneyed, long abused 
question ‘“‘Something.” Of course there is something. 
What do you suppose people come into your store 
for? That word belongs to the day of the “clerk,” 
not the modern day of the trained salesman. 

A prominent retail shoe merchant was in a busy 
clothing store not long ago, when he was approached 
by a “clerk” with the question “waited on?’’ He 
said “‘No—bring me a cheese sandwich, and a glass 
of milk, but I would like some service.” I am sure 
you get my point. 


Know When to Drop a 
Style ‘ 









We sometimes see so much beauty and so much 
real merit in a particular shoe, that we keep on buying — 
and sizing up, long after the need for the goods has 
been supplied. I suppose we all sometimes make this * 
mistake, but the dealer who is pleasing his trade and” 
making money is the fellow whose employes don’t 
have anything of this sort to worry with. Sales- 
people will naturally gravitate to the newer and bet- 
ter selling styles. If your store abounds with this” 
kind of merchandise, they keep more enthusiastic and 
will sell more goods, because they themselves are sold — 
on the proposition. Buy live ones and quit before 
they go dead. i 

Remember, that when you come in with a cheery | 
“Good Morning” you start a wave of good fellowship — 
and good feeling that will come back to you in the | 
form of. increased sales. The boss who is grouchy | 
and grumpy creates a grouch for every one who’ 
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crosses his path, and each individual in turn passes it 
a on to someone else, till in the end every one who has 
) seen the original grump or any of those with whom 

"he came in contact has developed a warped and 
- twisted viewpoint, where everything looks blue and 
“unattractive. It is just as easy to keep smiling, to be 
») cheerful, and to impart cheerfulness, as it is to be 
i) grouchy and complaining. Try it and see how well 
}) it pays. 












What Do Your Customers See? 


Probably more dollars walk out of your store 
. through the aforementioned cause than you have any 
) idea of. At:any rate, the matter is worthy of your 
HL “serious consideration and attention. Other losses due 
4 to lack of pep and enthusiasm on the part of your 
)) employes should be cured radically: by the removal 
) of the inefficient. It costs money to bring people 
|. into your store. When they once come in, a very 
i large percentage of them should be sold satisfactorily, 
‘and the merchant who does not see to it that his 
1a -employes sell and please is very much asleep. 

; What kind of a store do your customers see? Of 
) course, it looks good to you. It should; it is yours. 

) But do you ever stand off at a distance, forget that 
) you are the owner of the place, and try to get the 
Hit erpoint of the outsider? It doesn’t make a bit of 
difference how good your place looks to you, it is the 
he Fimpression on the impartial outsider that really 
‘counts. Do your salespeople look alert and cheerful? 
AD 9 they approach a customer as though they would 
be very glad to be of service? This year, of all years 
LF rentlemen, the man who does the business will have 
to go after it. Not merely by giving his customers a 
’ guare deal, but by giving them every attention, by 

‘showing them every courtesy and every refinement of 
° ervice. The new slogan is, “1921 will reward fight- 

ers” and every one who has goods to sell should be 
on Faidge and fighting constructively for increased and 

etter business. 






























Fire the Clock- Watchers 


Get rid of your clock-watchers. They are like a 
fotten apple in a barrel of sound ones; they con- 
)taminate the rest of your help with their lack of in- 
terest and inattention to your best interests. I do 
ot mean by this that we, as employers, are en- 
itled to an unlimited amount of our employes’ time. 
Ve are not entitled to more than an honest day’s 
work, but all those who are unable to deliver that 
ould be weeded out. If you were to pay your em- 
Holoyes a part of their salaries during a bad season 
they would soon tell you about it. You have a right 
1 expect a full day’s work and their very best efforts 
every case. Interested, enthusiastic sales help 
‘to work on time and work diligently till the last 
ip of the bell. The character of your store is evi- 
enced by the interest and attentiveness of your 
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help. It is up to you to see that you are not{mis- 
judged because of unseemly conduct on the part of 
those who derive their livelihood from you and your 
business. 

The ‘‘Sale After the Sale”’ 


The most efficient service of all is rendered by 
those who keep in mind the “‘sale after the sale.”” It 
is not enough to merely have your salesmen sell the 
particular kind of shoe asked for by. the customer. 
Success depends on repeat sales and an efficient sales- 
person has made the kind of an impression on the 
customer that will make him feel that he WANTS to 
come back and trade with you when he again needs 
shoes. The efficiency of the service rendered in your 
store depends entirely on your paid employes. YOU 
must train them to deliver thoroughly satisfactory 
service.in every transaction. Your sales help are 
truly your selling tools and their selling tool is the 
ability and the knowledge of the goods that you train 
them to acquire. To render thoroughly efficient 
service in the shoe store, you must keep your selling 
tools sharp. 





HOW THE $1,000 DEAL IN TROY, N. Y., PEPS 
UP BUSINESS WAY OUT IN ’FRISCO 
(Concluded from page 50) 
delphia, are lending very little when Federal Reserve 
banks in agricultural districts, such as Atlanta and 
Minneapolis, are lending very largely. Also, when 
loans are being paid off in Atlanta and Minneapolis, 
loans are being made in Boston and Philadelphia. 
So at one time Boston is able to lend to Minneapolis, 

and at another Minneapolis to lend to Boston. 


Available for Every Section 

In this way the banking resources of the whole 
country can be brought to the relief of a single dis- 
trict or of several districts, if necessary. Smith’s note, 
which is made with a bank in Troy, may be sent to 
the Federal Reserve Bank of New York as security 
for a loan to the bank in Troy, and then the Federal 
Reserve Bank of New York may borrow on it from 
the Federal Reserve Bank of San Francisco. Such 
transactions are put through instantly by telegraph. 
So in the long run it might be San Francisco money, 
transferred to New York, which made it possible for 
the bank in Troy to lend money to Smith. 

This is the credit reservoir. In the next article 
Federal Reserve currency will be described; the way 
it increases and diminishes with the demands of 
business will be described. 


John J. Schulten Dead 
Louisville, Ky—John J. Schulten, founder of 
John J. Schulten & Co., wholesale shoe merchants. 
died recently after a year’s illness. The house of 
Schulten was established in 1867. 
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“E®&M SHOE OF QUALITY” 


HITE Buck Brogue 
seme| ONE Strap welt. Car- 
=! ries a 13 inch military 
leather heel. Same 
shoe can be had in 
light Russia Calf or 
in White Fabric. It's 
a trade getter. 


~= (Gay 
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EMERY & MARSHALL COMPANY 


HAVERHILL, MASS. 




















































































CHARLES L. MARKS WARREN H. TUCKER 
Eastern City Trade and In New England 
Southern Territory with : Office at 183 Essex St., Boston 





New York J. B. LAUGHLIN LARRIE H. SASS 
1008 Marbridge Building Throughout the Middle West On the Pacific Coast 
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On the Road Now 


Our Salesmen are Out 
Showing Fall Samples 
Wonderful Creations 


Women’s Fine Shoes Exclusively 


Twenty Years of Earnest Endeavor 
to Excel in Style and Quality, have 
brought J & K Shoes to the Fore Front 
of Leadership. 


We are Specialists in Fashionable 
Footwear for Women who Require 


the very Latest in Styles. 


This Season we have originated a line 
of samples that excel all our previous 
efforts—hard to do, too. 


Merchants who have handled J & K 
Shoes the greatest length of time are 


our best witnesses—ask them 


THE JULIAN & KOKENGE®. 


CINCINNATI. 
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Coming to See You 
Bringing Opportunity 
for Live Shoe Dealers 
Profit Possibility! 


Shoes of Style and Beauty 


Our style experts have purposely de- 









layed designing and perfecting the line 





until now. 











We wanted to get the very latest 
thought into J & K Fall Shoes, and 


youll say we have accomplished it. 







We now offer J & K Shoes to You 
with the Positive Declaration that the 
Styles are Dependable. 






You are respectfully requested to Buy 





Early as we usually Sell Up early in 





the season. 


THE JULIAN & KOKENGE Co. 


CINCINNATI. 






REG. U. S. PAT. OFFICE 


SOLE LEATHER 


Provides Shoes With Better Bottoms 


The great popular demand for Better 
Shoes must be heeded. 


Shoe Buyers should consider in their 
purchases for Fall—more Quality— 
more Serviceability. 


“Rock vg supplies the Shoe 
Cak Manufacturer 
with the Best Possible Sole Leather. 
It is tanned for the manufacturer who 


stakes his reputation on his shoes. 


¥ , 
gis made from the 
Jock Cak best domestic 


packer, and South American Frigeri- 


For Merchants 


fico green salted hides. 


«, zg tanning materials 
Hock Cak and processes have 
been selected after 40 years’ experi- 
ence in the manufacture of high grade 


leather. 


Who Know 
Real Value 


IN STOCK at $3.50 per pair for at once 
delivery. 
A Real Shoe to Retail at $5.00. 
Genuine Goodyear Welt 
Misses—12-2 sizes, B, C, D widths 


Toppie (6% inch) pattern. 
Full i 


The Largest Users of ‘“‘Rock Oak’’ Leather grein mahogany calf. 
Full length vamp with cap toe. 


are Manufacturers of Fine Shoes who pride u wut bee 
High grade trimmings and linings. 


themselves upon the Quality and Service- Fast color eyelets. 
ability of their product. Heavy solid leather innersoles. 
P Grain sole leather counters. 


All solid leather heels. 
Heavy special top pieces. 


Ask your manufacturer to build you seidhaamne bon S07 a 


some shoes for Fall with ‘‘Rock Oak’’ 
Made over an up-to-date last that ap- 


oms. 
“ee peals to the best trade. Fine fitting pat- 
tern in A to D width. Stock shoes, B, C, 
and D only. 


Send for In-stock booklet 
The L. D. Stickles Shoe Co. 


(Manufacturers) 


"Red Wing - Minn. 


Write us for names of Shoe 
Manufacturers who use “Rock Oak” 





THE AMERICAN OAK LEATHER CO. 


CINCINNATI, OHIO 
Chicago, Ill. Boston, Mass. St. Louis, Mo. 


Kock Cak” 


SOLE LEATHER 
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Shoes of Value— Rightly Priced 


Vv 


“‘Price Shoes’’ of Questionable Value 





Which of These Offers Your Business 
Building Answer of Today? 





“SHOES OF VALUE, RIGHTLY “PRICE SHOES” will seriously im- 


PRICED,” will build permanent cus- pair your prospects for continued 


tomer confidence. business. 





The Milford Line is built upon the policy of 
“SHOES OF VALUE—RIGHTLY PRICED” 





OUR VALUES offer shoes of real OUR PRICES allow you to prof- 


style, real quality, constructed itably place calf and kid shoes 


from none other than leading on the feet of the shoe-wearing ° 
lines of upper and sole leather public at right prices — 
and Al materials. $6.00 to $7.00 


THE MILFORD SHOE COMPANY 


Factory — Milford Mass. 


SALESROOMS 
36 Lincoln St., Boston, Mass. - 443 Marbridge Bldg., New York City 





We use none other than the following 


high standard calf and kid leathers: ca 

CALF—GALLUN’S pov -giond 
LAWRENCE'S "J. S. Barnet’s Ace 
J.S.BARNET’S Call. 6 ton ein 


KID — Genuine VICI KID cdleceed 10 <dbe 


Made only by oak outersole, 
FOERDERER ae: ee 


SHTUIUUUUAVOUUOLUUOQONUUOEQOQOOOUTGEEOROOUGAOOOEOUGGAOOOSOUOGOOOE}UUUGOGOOOOARSOOEAEAOOROOUAGOEOAOEHOOOROUGAGOOOAGEOA AGHA 
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The Beauty of the Toe 


— Preserve it with a — 
Vutco-Unir 


Box Tor 


Sold only by 


BECKWITH MANUFACTURING CO. 


108 Lincoln Street, Boston, Muss. 


AGENTS 


G. W. KIBBY & CO. OSCAR F. WRIGHT & CO. GEO. A. SPRINGMEIER CoO. 
Chicago, Il. St. Louis, Mo. Cincinnati, Ohio 
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Reg. V.5.Pat. Office 


is especially suitable for store display. 
Its fine texture and exquisite finish not 
only stand the closest scrutiny, but 
create extra sales of “ONYX.” 






“ONYX” dealers: write and let 
us tell you how we can help with 
your hosiery display problems. 


Emery 6 Beers Company, inc. 


Depa tment P, 










Hosiery 





Sole Owners and Wholesale Distributors of “Onyx” 


BROADWAY AT 24th STREET - - - NEW YORK 
CHICAGO - - PHILADELPHIA - - BOSTON - - BUFFALO - - SAN FRANCISCO 

















F nhutitnn tie ee 











ee Bk 
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OPENED IR ARE 








——— 
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'WILO. C. D. KEPNER LEATHER CO. | 
: 137-139 South St., Boston, Mass. : 
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We Are Not Asleep! 


WITNESS— | a 


Our Bright Finished Boarded 
Full Grain Side Leather in a 
Rich Cherry Shade. 










acc usa 223 W. Lake St., Chicago, Ill. H 











































WHITE DIAMOND 


REMOVES— 


does not cover dirt. 


WATERPROOFS 


as it cleans. 


Used on Nubuck, Canvas, 
Kid, Suede and any kind of 
white shoe. 





Made in five colors | 
White 

Grey 

Brown 

Palm Beach 
Black and 
Kindred 
Shades 








Write today for samples 














| [| MILLER-WALKER LABORATORIES - DETROIT, MICH. | 
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IN - STOCK 


No. 5—Mahogany Calf ~~ ; J No. 4—Mahogany Calf 
Blucher Oxford, swag- Sen . fi — etn Oxford: all 
all Te. a. " . 4 lea overwei ight out- 

™ P Oo ag soles, leather counters, 

$ ome heels, leather 
— In stock 5-11, 


ther li 4 
fe “aba 5-11, AA ray 


OFIT 


Every shoe retailer wants real values; shoes that 
are good in quality and style at the lowest possible 


cost to retail at a popular price 
$6.00 —— 


This shoe solves that demand. 


We challenge competition, also your inspection of 
samples which we will send on request. 


In stock—size up and order now. 


W.E.DONLEY SHOE CO 


KENOSHA MANUFACTURES WISC 





Se TE) 3 SR 


za 


" Oc2 
Se serie ee ene SRT 
a ee RS Se te 


Wanufact z. 


SHEFFIELD, 


BOOT 


England 
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VERYBODY who habitually 
wears white boots or shoes 
knows and buys 


— — —— 
<5) 7\, [fey 
LANC 


The WHITE CLEANER 
Keeps White Shoes White 


Everybody’ who buys new white footwear will 
need “BLANCO,” and no one who has ever used 
it will ever be persuaded to take a substitute, for 

“BLANCO” des its work, does it well 


—and easily—no trouble, no messiness, 


“BLANCO” quality will take care of 
your reputation—“BLANCO”. profits 


are as good as #fs reputation. 


So with every consignment of White _ 
Footwear order a consignment of 
“BLANCO”—“to keep those white 


shoes white.”’ 


Order now from your Jobber 





JOSEPH PICKERING & SONS, LTD. 




















NBO DOSOS SOS SOSO BOB OOS 
MAUMEE MD I 








, 


| PROFIT anp SALES 
| PRODUCER 





No. 5911 
Mahogany Side Ball Strap Oxford 
i Single Sole Crillion Last Widths A-B-C-D 


Price $5: 



















Manufactured by 


DUBUQUE, IOWA 





SS 


sO 


<7 


RHO AE~ 

















| E.B. PIEKENBROCK & SONS 

































> 
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White Linen Oxfords ERESLANT teak 
| Juvenile Shoes 





Established 1896 


of sound quality and. au- 
thoritative style cost but a 
trifle more than the ordinary 
kinds. 


H. H. FREELAND 


Manufacturer 





Catalog on request 
A salesman in every State 





White Linen—222 Last— 
14/8 White Ivory Heel— Ivory Sole 
—Welt. 





..41% to 8 

4 to8 

ee ee eT 
SSE re aoe OTe 
Gaee8 B..2:... 3c... Beas 


White Linen Oxfords will soon 
be in demand. __Live merchants 
who cater to the best trade in 
their community will find this a 
desirable style to have. Orders 
filled immediately. 





Prices -- Net 30 Days 


C. P. FORD & CO., Inc. 


ROCHESTER, N. Y. 
NEW YORK OFFICE: 127 DUANE ST. 














E. H. TALBOT and JACK GALWAY 





~_ 





HOTEL 


G ssex 


ATLANTIC AVE end ESSEX ST. 
-400 Rooms-500 Baths “189 Aday and up 


‘ABSOLUTELY FIREPROOF 


This is a modern hotel in equipment 
and service. Here shoe and leather 
men congregate during the Boston 
market months, and at all other 
times when in this city find the 
Essex the best place to stay. Situ- 
ated as the Essex is, in the heart of 
Boston’s shoe and leather district, 
we can offer the business men time- 
saving advantages which are 
appreciated. 


THE HOTEL ESSEX CO. 
BOSTON 
McCARTHY BROS. 


PROPRIETORS 
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FISHER 


WENTY-FIVE years of manufac- 
4| turing have made the name FISHER 
significant of the best in slippers, 
house shoes and semi-dress footgear. 
Offering either Turn or McKay sewed 
shoes, in black or brown kid or cabretta 
with the wherever 
leather or rubber heels, we seek to interest 


option possible of 
not only the customer who wants an in- 
door shoe but also the ladies and gentle- 
men of the warmer countries who desire 


comfortable semi-dress shoes for the street. 


Mar. 19, 1921 
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MEN’S EVERETT SLIPPER 


This is the slipper that many men like to have fot 
comfort and relaxation at home. We make and 
finish it in a variety of patterns, so that it makes 
an excellent appearance in a window or show case 
as well as side by side with the dress shoes in a 
gentleman’s wardrobe. The Everett Slipper 
comes with leather heels only. 





























0239 
MEN’S ROMEO 


Comfort was the first consideration in 
designing the lasts for our men’s slippers. 
A Romeo style slipper embodies comfort, 
the elastic gores prevent slipping, and the 
height of the pattern protects the ankles 
when worn out of doors. 


066 
LADIES’ SEMI-DRESS POLISH 


There is a steady demand for this useful shoe, a 
demand which testifies to its twin factors of ease 
and appearance. It sacrifices neither fit nor econ- 
omy, but is no less stylish on that account. 

The quarter is seven inches high and we furnish 
this shoe with leather or rubber heels, whichever 
you choose. 












075 
LADIES’ TIP OXFORD 


This comfortable low cut is§Jdesigned primarily as 
a common-sense hygienic shoe—but we add a tip 
to the toe, which makes this model all the more 
serviceable to the wearer who, wants a shoe that 
is easy to walk in but has enough style for street 
use. 


LYNN, MASSACHUSETTS 
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When buyers once have tried them 
They pass along the news--- 

“The way to make those repeat sales 
Is sell RIALTO Shoes!” 


yr of approval and praise for Rialto’s advertising are pleasures 
we receive daily. 


More substantial than the mere compliment, we learn that merchants 
have passed to their friends the glad word of Rialto’s shoe salability. 


Day by day, those who have lately received good advice visit Rialto 
wholesalers to see the newest creation. It is a matter of a few days before 
they begin to realize Rialto salability. They boost Rialto from then on. 


Our daily duty is to prove our worthiness of such friendship toward 
Rialto Footwear. We aim to keep our product worthy of that well meant 
advertising. 


Rialto Shoes --- Good-A ll-W ays 


RIALTO SHOE GOMPANY 


FACTORY, LYNN, MASS., 26 OXFORD ST. 
BOSTON OFFICE , 215 ESSEX ST. 
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A military heeled sport oxford 
of white suede, trimmed with 


patent leather with natural sole. wy 
From the line of Hennessey, us 
Maxwell and Hennessey. Dax 




































White suede sabot-type pump, 
with broad patent two-button 
strap.  emeengaes — cap and 
f Nubuck, vamp foxing. igned b 
i rode yiomy by pearl Williams, Clark & Co. y 
button. f welt construction, 
with Neolin sole and rubber heel. 
From the line of A. M. Creighton. 


a —_ 











Sal 


enha 
rated and stitched saddle strap. 


From the line © 
Somers Company. 


the Bartlett- 











One of the most graceful strap 
effects of the season is this me- 
dium tan calf creation. The 
breadth of the ig makes it 

ec 





ack ki decidedly novel. Selected from 
ag Kid oxford with gray tae of ‘the Gregory & Read 
parte er and sock lining and Company. 
G er heel. Made by the H. K 
ardiner Company. ae 
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A dainty sport oxford of white 
suede ‘calf, trimmed with tan 
calf and carrying the increas- 
ingly popular Junior Louis heel. 
Selected from the line of the 
Bresnahan-McLaughlin Shoe 
Company. 
































White buck sport strap effect, 
with strap and trim of black 
patent, forming a most effective 

ttern. From the line of the 

ynch Shoe Company. 


A two-tone effect with nfouse- 
colored suede forepart and tan 
_ calf quarter, with a saddle strap 
of the same material—Cuban 





heel and natural sole. From the 
line of the Harney-Tracy-Cre- 
han Company. 


—— 

















Here's a well desi 
strap effect of white 1 pathy 
with graceful Cuban heel and a 
natural finish sole. Built by the 
Watson Shoe Company. ~ 


ey 


















A stylish street oxford of the 
blucher type of black calf, hap- 
pily worked out in the newest 





saddle strap pattern. V. K. & 
A. H. Jones & Thomas Co., Inc. 





A strap sandal for semi-dress 
wear, pictured with two straps 
and made also with one strap. 
a form which combines bot 


ovelty and comfort. Selected 
Gorn ne of A. Fisher & Son 
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BARTLETT. SOMERS COMPANY 
r sy 


GLOVE FITTING 





No. 2558 No. 9919 


Russia calf colonial; 14-8 baby leather 


Gray kid’ shoe with patent leather 
Louis heel; on our No. 21 last. .. $4.50 


tongue and strap; 20-8 leather Louis 
heel; on our No. 51 last. . $5.00 


ERE are shown four shoes in- 

dicative of our Spring Line. 
They are individual in pattern 
and each one is made up on the 
type of last specially suited to its 
place in the well-dressed woman’s 
wardrobe. 





No. 2561 No. 2560 
White Eve cloth sport oxford with Gray ooze calf oxford with Russia calf 
Russia calt saddle strap, foxing, eyelet saddle strap, eyelet and tip; 15-8 heel; 
vou Be and bedrs 10-8 heel; on our ack 34 OD ORE ING. FE 186 25 0502 a oes $5.75 
last. . ty 65 


BARTLETT, SOMERS COMPANY 


... Ladies’ Welt Shoes ... 
589 ESSEX ST. . | LYNN, MASS. 
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Specialists 


ONCENTRATING exclusively ont 

full breasted Louis heels, 14-8 tom 
20-8, we can justly claim the title off 
Specialists in Women's Novelty Foot 


wear. 
The customers who bought from usia 
when we started in business one year® 








and a half ago are still with us. We 





have added scarcely a new name tam 
our books, but our output has beer 
increased from 600 pairs to 1400 pairs 
in the eighteen months—proof positivey 
of the accuracy of our style sense. 





We extend to. you a cordial invitation to 
visit our new plant, equipped in every 
particular to meet your particular needs. 


7C an Machaughha Shoe Ca 


N, MASS. 


. Specialists in Women's Novelty Footwear 


The Claudia 


Boston Office, 183 Essex Street, Mr. Harland P. Leighton 


oa mM 
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Our answer to the widespread report 
that there is no shoe business for after 
Easter is: 


Lynn manufacturers are producing 
numerous sizable orders for after Easter 
delivery. 


Our answer to the current com- 
plaints of dull seasons yet to come is: 


We are getting business, and shall 


continue to get it, by employing sales 
energies commensurate with the times, 


ALLEN, GOLLER, LEIGHTON Co. BaRTLETT-SoMERS Co. 
BurpDEett SHOE Co Corter SHOE Co. 


A. Fisner & Son GrecoRY & Reap Co. 
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HIGHEST 
GRADE 






» |/ HENNESSEY 
P| MAXWELL & 
GE fs HENNESSEY: 










WHITE BUCK WELTS 
for GROWING GIRLS. 

MISSES and 
CHILDREN 






MC KAY 
FOOTWEAR 
















oe 
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P.J. 
HARNEY 
SHOE CO. 
‘She Shoes You, 






























dother of Ameri ican 
Shoemaking «es 


and by taking it for granted that people 
MUST have new shoes. 


Our answer to the proposition that 
the times are bad and offer little en- 
couragement is: 


The times are dif ficult, but tt 1s tm- 
possible for panic or any other influence 
to retard seriously or permanently the 
production of good shoes at proper prices! 


. 61g 7 P Yen 


Today’s activities in our plants fully 
justify our convictions. 


P. J. Harney SuHok Co. HEeNNeESSEY, MaxweL_L & HENNESSEY 
G. W. Herrick Sor Co. T. J. Kizty & Company 
Watson SHOE ComPpANY Wriuiams, Ciark & Co. 
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White Shoes 
Extra- Ordinary 





Watsons White Shoes—are con- 
ceded by the “knowing ones’ 
to be beyond comparison. 


Our production of white shoes 
exceptionally large. 


There must be a reason. 


Get in touch with Watson. 


~ WatsonShoe Company 
FINE WELTS EXCLUSIVELY 
~ _MASSACHUSETTS 
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V.K.&A.H. JONES & THOMAS COMPANY 





Se 











W E place before you our Streamline 


| Oxford, as smart in its design as the 





contour of a racing yacht. With 
just enough omamentation to give the 
proper distinction, this model is cor- 
rect in every particular and is repre- 
sentative of the care given to each 
unit of our line. 


KEKE JONES & THOMAS SonPany 


(INCORPORATED) 


Makers of High Grade Shoes for Women 


226 BROAD STREET 
LYNN 


MASS. 
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For Immediate 
Delivery 


















| , : 
i You will find in GARDI- 
BA P80 7S rKAP NER’S CUSHION SOLE Ga Pag ES 
i SANDAL, medium COMFORTS a class of mer- STOCK TIP 
narrow toe, pres: : ; 
vamp can nen, chandise that is worthy. poe Nabiac Bo. 
Sect fking, is Scbber hee” BEE 
int _ ru er heel. 
4, rubber heel. A, B, First of all, they fit. And then Ws ides $3.25 


C and D. 20 last , 
$2.85 they are good to look at be- 


cause Mr. Harry Gardiner be- 
fore he began the manufacture 
of shoes was for thirty-five.years 
engaged in the making of lasts. 
He knows last designing from 
every angle and understands as 
few do how style can be com- 
bined with fit without losing the 
essentials of either. 


No. 4510—KI1D 
SANDAL, medium 





i 
i 
' 
7 


No.206—KID OX 





RD, 12-8 b ; x . x toe, no box, 9-8 
foie. “Dang GARDINER’S COMFORTS fit he bee 
E. 20 last. . .$2.60 —are pleasing to the eyes of only. 145 last ee 


their wearers—are made of 
plump kid upper stock and soles 
of the finest grade. 


Consider these points—a glance 
at the prices quoted will con- 
vince you of their selling qual- 
ities. 


No. 272—KID No. 457—K 
SANDAL, opera EX. STOCK TIP 
toe, 12-8 leather UNLINED OX- 


Taye H. K. GARDINER COMPANY ron eS oie 
680 WASHINGTON STREET,LYNN, MASS. 145 inst... $2.56 


Send for complete 
catalog of sandals, 
low cuts, juliets, ro- 
meos and high shoes 





= 

No. 452—KI1D 
ORD T four Styl FORD, medium 
F , gray quar- V = , medium 
ee sock lining, wenty our ty es soe, SO rabber ber: 
1 t’s- ‘rub- 4 an . 
ber heal. A to E In-Stock 145 last... .$2.60 

20 last $3.25 
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White Nubuck Ball Strap 
Lace Oxford; White Neo- 
lin sole; spring rubber heel; 
Goodyear welt. Widths 
A-D. Price.........$5.00 














































































































































































































LYNN 
MASS 



































































































































































































































































































































IN BLACK AND WHITE 


She Was the Page Who Introduced 
Each New Model 


THE SPIRIT OF SPRING 
Modet Garbed in Dress, Hat and 
Sport Oxfords of White Buck, all 

Trimmed with Green 


Mar. 19, 1921 
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THE SEASON’S FAVORITE 
COLOR 
This Model Wore a Costume of Gray 
Suede Calf, Gray Suedé Pumps and 
Gray Suede Hat 


Lynn Has a Costume Play 


An Easter Opening of a New Sort Brings a New Appreciation of 
Art in Apparel 


tail merchants, of Lynn, introduces novel and 
artistic ideas in store publicity, and the dis- 
tribution of goods of the new fine styles. 
This costume play should not be confused with 
the style shows, for they are big affairs, staged for the 
benefit of shoe merchants, and portrayed by pro- 
fessional models. But this costume play was staged 
for the inspiration and instruction of customers of a 
' store, and the entire production was directed by store 

managers, the entire equipment was from store stock, 
» and all the parts were taken by store employes. It is, 
‘indeed, a play which any store might duplicate on its 
own floors. 


\ COSTUME play by Burrows & Sanborn, re- 


Colors to the Fore 


Colors came naturally to the fore in this costume 
show, for colors are a guiding factor in fashions of 
»today, and of course the most was made of color 
‘effects in this costume play. For instance, there was 
‘a pretty miss, garbed in a costume of white buck 
Jeather, fastened with straps of green calf, to match 
sport oxfords of white buck leather, trimmed with 
green straps and stays, green stockings, and also a 
hat of white buck leather, trimmed with green kid 
‘bands and tassels. 


And there also was the girl in gray who wore a 
costume of gray suede calf, gray stockings, gray suede 
pumps, and this costume was capped by a dainty hat, 
which also was of gray suede calf. 


The Girl in Orange 


And there was the girl in brown and orange, pre- 
senting the most striking color combination of them 
all. Pumps of brown satin, stockings and bloomers 
of orange silk, a blouse of brown, fastened with straps 
of orange, and a hat that was a marvelous combina- 
tion of brown and orange. 

The girl in black and white wore Grecian sandal 
boots of white satin, with shadow stitching of black 
silk, black stockings, and a page’s costume of black 
and white, and a fascinating hat, also of black and 
white. 

Dancing Frocks of Blue 


Also, there were girls in dancing frocks of blue, 
with gray satin slippers and stockings, and girls in 
afternoon frocks of brown with brown suede and 
Russia calf pumpsand oxfords, and children, too, all in 
white. 

Indeed, color, and the artistic use of it, such as the 
matching of the shoes to the stockings, the footwear 
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to the dress, or to the hat, or the blending of the color 
tones of the entire costume, was the main theme of 
this costume play. And likewise is it with color in the 
entire novelty trade. 


Results of the Play 


This costume play created a desire to buy among 
many of the gathering who attended it. It carried 
Easter sales high, for immediate results, and it es- 
tablished new style standards or a higher apprecia- 
tion of art in apparel. Louis Rocheleau, manager of 
the shoe department, arranged and directed the play. 

Bear in mind all the while that this costume play 
was not a spectacle, put on just to show what could 
be done, and getting something a thousand miles 
above the head of the average shopper, but a plain, 
everyday merchandising proposition, intended to 
interest and instruct the shoppers and to start them 
to buying. And it did. 





Urges High Heels and High Arches, 
Too, for Achieving Beauty in Shoes 


Charles MacLaughlin, of 
Bresnahan- MacLaughlin 
Company, is not disposed 
to let rest that matter of 
high heels, even though 
anti-high heel bills have been 
laughed out of legislatures. 
He urges more high heels, 
and high arches, for making 
beauty in shoes. Indeed, 
he asks shoe merchants of 
big cities to feature high 
heels, and high arches, too. 

“Certainly,” says Mr. 
MacLaughlin, “high heels 
and high arches have their 
good and proper place in the 
art of costume, and in the 
art of living, too. Consider 
how beautiful they make 
shoes upon the feet. Ive 
never yet seen a low heel 
shoe nor a high heel shoe 
that was artistic, or really 
stylish, either, and I’ve been 
making shoes many years. 
I don’t believe that a low 
heel shoe can be made to 
look handsome, anyway. If 
I did, I'd try it myself. 


High Arch Is Acme of Art 


“Place all the arguments 
that ever have been made 


TWO SCHOOL GIRLS 
One Wore Brown Kid Oxfords; the Other Wore Pumps 
with Patent Vamps and “:ray Suede Quarters 
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against low heels in one side of the scale. Then put in 
the other the fact that races who wear high heel 
shoes are bright, and alert, and prosperous. The 
balance will fall in favor of the people who wear high 
heels. 

“The high arch is the acme of art in footwear. It 
has been for ages. You can’t get the high arch with- 
out the high heel. We shoe men, devoted to making 
beautiful creations in footwear, should not make a 
counter attack on the low heel advocates, and extol 
the beauty of high arches and high heels. 

“T’ll leave it to any shoe merchant if his feminine 
customets do not admire high arches.” 





Shoe Industry Improves in Germany 


Washington, D. C., March 14—Germany is rapidly 
recovering from the necessity of wearing paper and 
wooden shoes and footwear made of various sub- 
stitutes for leather. While the revival of the shoe and 
leather industry is still beset by difficulties there are 
signs of notable improvement in the last few months, 
according to reports reaching the Bureau of Foreign 
and Domestic Department 
of Commerce. One of these 
reports says: 

“The sum total of busi- 
ness done by German leather 
manufacturers during 1920 
can be regarded as good. 
Only the manufacturers of 
fine leatherware — suffered 
from lack of orders, due in 
part to the raised prices of 
this class of goods and also 


trade to handle these prod- 
ucts. In the Offenbach 
district the factories re- 
ported a very unsatisfac- 
tory business. Following 
the depression which set in 
at the end of March the 
shoe factories, in order to 


ployes, adopted the ex- 
pedient of whittling down, 
so far as possible, the daily 
number of hours of labor 
and of instituting tempo- 
rary shutdowns. The shoe 


Pirmasens, 
faced a very serious situa- 
tion. The crisis was weath- 
ered, however, and by Fall 


appreciably improved. 
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Specialties For Spring 
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Straps-on-floor in Brown— | to be announced in April 


Calf—Kid—Suede Watch for this page 


OR those shoe merchants who are looking ahead into the balmy 
months of May and June, LA FRANCE Spring and Summer 
Specialties are sure to have a special appeal. 
They radiate the spirit of Summer in their beauty and airiness. 
Their quality and careful shoemaking speak assuringly to the cus- 


tomer. 


Williams Clark & Company 


Women’s Welts Exclusively 


Lynn Mass. 


BOSTON OFFICES, 183 ESSEX ST. 
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‘President 








UST one of the;snotable styles for Spring 
put out by Harney, Tracy, Crehan Com- 
Epany. With patterns as complex as they 
are today correct fitting is a prerequisite of 
satisfactory footwear, and with a lifetime of 
shoemaking behind him, Mr. P. J. Harney, 
the active head of Harney, Tracy, Crehan 
Company is a master of the science of fitting 


ITIPTINTITTTIININTIN TTL. TODODNU VOODOO OOOO TE) 


shoes. 


You will find that every pair of our shoes 
bears the unmistakable hall mark of Mr. 
Harney’s experience of a lifetime—-of his un- 


remitting interest today. 
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HARNEY, TRACY, CREHAN CO., 


CUT ia 
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Factory, Lynn, Mass. Boston Office, 10 High St. 
Telephone: Lynn 5422 Telephone: Fort Hill 725 
: [In{Stock—The Bleecker Shoe Co., 148 Duane St., New York City © : 
:l —EE OE, wort : 
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From Raw Materials to Shoes in Record Time 


Lynn Believes It Has a System That Leads the World in Saving 
Time in. Making Footwear 


Every merchant knows it. And Lynn be- 
lieves that its system of shoemaking leads the 

world in time saving which leads to sales making. 
In other words, Lynn turns raw materials into 
shoes in less time than is taken elsewhere. Not 


< her is the stuff of which sales are made. 





In Brown 
and White 


While Suede Pump with Collar, Strap and 
Gypsy Tip in Tan Calf. Selected from 
Line of the Rialto Shoe Co. 











through speed production is this done, but through 


' organization, system, co-operation, team work, or 
whatever else one may choose to call it when men 
work together for a common purpose. 

For instance, an order from New York, or Chicago, 
comes to Lynn. The Lynner telephones to a nearby 
tannery for upper leather. If the tanner hasn’t on 
hand exactly the color that is desired, he makes it, 

-and delivers it within a week. It may have taken a 

year or more for the cattle to grow the skins. But the 

_tanners can provide the desired leather within a week. 

| Meanwhile, the Lynn shoe manufacturer has 
secured his lasts and patterns, cut stock and other 

"supplies, all of which are kept constantly on hand by 
dealers besides the shoe shops of Lynn. A shoe man 
"has only to put on his hat and walk across the street 
‘to get a new last, or a set of patterns. Some leather 
is tanned 180 days. But the sole cutters keep a 
stock of soles ready for shoe manufacturers. 

' The leather and supplies for the making of shoes, 
prdered by the buyer in New York, or Chicago, 
haying been assembled at the factory by the end of 
the first week after the order is received, the making 
the shoes is started the second week. The pro- 
esses of making are completed in 14 days, if McKays, 


and a trifle longer, if welts or turns. Yet turns have 
lately been made in 14 days. 

And a firm making high grade welts has saved 
two days on its factory schedule, by improvements 
in its factory system. 

The materials having been assembled in one week, 
and the shoes made in two weeks, that gives three 
weeks for production. The shoes may be sent to 
New York over night, or to Chicago in a day and a 
half. That leaves the merchants five or six days to 
sell the shoes and send the money back to the manu- 
facturer, and complete the turn-over of the raw ma- 
terial into cash in 30 days. 

This 30-day turn-over is not the common thing, 
but it’s done, and it reveals the tendency to shorten 
the time of production and to keep close to the mar- 
kets. Of course, if stock can be turned once a month, 
it means 12 profits a year. And it is quite a contrast 
with the old way of a two season year, Spring and 





Saddle 
Straps 
' Even 
on 
Boots 


Medium Light Tan Calf Walking Boot 

with Perforations on Saddle Strap, Collar 

and Eyelet Row. From Line of the Mitchell- 
Caunt Co. 











Summer and Fall and Winter, and just two turns of 
capital in a year. 

Quick turns of stock are the secret of success of 
many stores of today, and many Lynn firms are 
striving to co-operate in this means to success by the 
quick production of new styles in shoes. 
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Notes from the Lynn Style Book 
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Novelties! Novelties! All the while. That’s 
what makes the sales large and lively. 


* * * * 


Certainly the fashion of gray was never 
prettier, and more abundant, in our footwear 


for women. 
* ok * ok 


The Mercury is a pretty shoe, indeed, being of 
white washable kid, in a one strap pattern, and 
having a quarter cut-out like unto the wings on 
the heels of Mercury. 


* * * * 


Straps seem to hold pumps firmly in fashion, 
as well as firmly to the foot. Never before have 
manufacturers made as many strap patterns as 


this season. 
K * * * 


Suedes and satins are still the vogue, par- 
ticularly in the grays and the browns. Yet 
white satin slippers, trimmed with orange blos- 
soms, will be wanted by brides of Easter tide. 


* * * * 


A new heel seen here and there among our 
Lynn shops, is a bit of camouflage, for it looks 
the height of a baby Louis, while in fact it 
measures to the height of a full Louis. It has a 
most easy tread, and can be worn quite as 
comfortably as a Cuban heel. 

* * * * 


The quality of bottom finishing has more 
than passing attention in many shops. While 
fashion favors the white oak, or natural bottom, 
yet there are designers who declare that novelty 
bottom finishing would add to the style, even as 
novelty straps and stays add to the style of the 


uppers. 
* * * * 


Samples seen in Lynn offices lately number 
786 style effects. And there were more beside. 
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Patterns are in variety almost without end. 
One of our pattern makers has 2,000 designs in 
his mind, ready for immediate use. And his 
combinations of patterns are as numberless as 
the patterns on the checkerboard. 


* * * * 


These green trimmed sport oxfords, which 
have lately appeared in our Lynn shops, cer- 
tainly bring to us a Springtime touch of color. 


* * * * 


_Consider a last with rather a flat tread, a 
slim toe, and yet rather a broad ball, for the 
Fall foot... This last has a 10-8 heel. It is for 
street or sport shoes. 


* * * * 


Observe, if you will, how smooth and true to 
pattern are the edges of the uppers of Lynn 
shoes. It’s among the secrets of Lynn styles. 


* * * * 


Shadow stripes are among the daintiest of 
trimmings, just lines of black leather stitched to 
white shoes. 

* * * * 

Among materials used for white shoes are 
white suede calf, white buck kip, white buck 
calf, white grain finish calf, white grain finish 
side leather, white buck side leather, white 
deerskins, white washable _ kidskins, white 
cabretta, and of course, white fabrics. 


* * * * 


Sport boots for Fall are among the possibilities. 
Yet several designers of Lynn are of the opinion 
that sport oxfords and strap pumps will continue 
to sell when the chill weather comes again. 


* * * * 
Gray, brown and white shoes now make up all 


the production in one Lynn shop. And several 
shops are making white shoes exclusively. 
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SHOE CO. 


The Carlisle Four Strap 
A welt shoe in white buckskin 
with 13-8 heel, cottage shank, 
white welting. This shoe will 
be a strong seller, made up in 
all leathers. 


TYLE in women’s shoes shows constant changes, 

but out of the apparent chaos of patterns wise 

merchants pick the shoes that will be correct in appeal 
to their trade. 


Look over the Lynch Line and you will find it a bal- 
-anced one, featuring the real shoes of the season with 
the mushroom, impractical styles eliminated. 


The Lynch Line of Sterling Quality Shoes is built to 
merchandise. You will find them quick sellers, profit- 
able to you and satisfactory to your customers. 




















YNCH SHOE COMPANY 


W. A. SULLIVAN, Pres. B. F. GREEN, Treas.\\-———— 
192 BROAD ST. {YNN, MASS. 
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M-C McKAYS 


Utter simplicity may be portrayed 
artistically, forcefully, and salably. 
The combination is rare, and dif- 
ficult to attain. You will find such 
an interpretation in M-C McKays. 




















MITCHELL-CAUNT CO. 


Factories - LYNN, MASS. Boston Office - 72 LINCOLN ST. 
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Sell more pairs of shoes hby~ 
adding to your inner circle of trade 


more customers from the outer 
circle which you are not selling now 


INNER CIRCLE 
OF 
CUSTOMERS 


F retail shoe merchants are to con- 

tinue to keep ahead of their profit 
records they must sell more pairs of 
shoes and turn their stock oftener. 


How are you going to sell more pairs of 
shoes? The answer is: Get more peo- 


ple into your store. 


You have a certain inner circle of cus- 
tomers that are yours. You have won 
their confidence and their custom by 
year after year of good service. 


But what about the outer circle of 
your public? What are you going 


to do to add more of them to the inner 
circle you call yours? 


It’s a sure thing that some store is going 
to sell them shoes. And that store can 
be—will be yours if every ounce of extra 
sales influence you can enlist in support- 
ing your campaign for selling is made to 
count. 


You can accomplish this much 
more quickly and with less selling 
expense by coupling your name 
with “Queen Quality” national 
reputation and the double confi- 
dence thereby inspired. 
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E| 27th, 








REG. U.S. PAT. OFF. T.G.P. CO. 


SHOES | 







Just how can Queen Quality shoes 
help you get the results you want 9 


FIRST By the National prestige of “Queen Quality” shoes, which equips you 
to go after the women of your outer circle—in terms that will discount 
competition. 


SECOND By “Queen Quality” standards of manufacture and style which we of 

maintain. We insist that “Queen Quality”’ shoes must be literally f 
Queens of women’s shoe quality. In short—we are just as anxious that “Queen 
Quality” shall ‘“‘make good’ with your customers as you can be. 







THIRD By giving you styles that are newest at the outset of their popularity. 

Some stores only get such styles afler they have run in big cities. 
“Queen Quality”’ styles will bring many customers to you who now go elsewhere 
for their shoes. 


FOURTH By helping you to impart to your advertising and your store an 
atmosphere that will make women want to buy more from you. 








FIFTH By enthusing your sales force with a line of shoes so filled with extra 
selling points, substantiality and authority that they sell with greater 
ease. Careful investigation shows that women prefer trade marked merchandise, 
and that, as such, it is easiest of all to sell. 
Here are five fundamental reasons why ‘‘Queen Quality"’ shoes will help you. We 
say “will” because we have simply cited to you just what has happened in hundreds 
of other stores that feature ‘“‘Queen Quality” shoes. 


The “Queen Quality” agency plan will help you to “get more shoes sold right. Would 
you like us to tell you more about it? 


THOMAS G. PLANT COMPANY 


FACTORY AND IN STOCK DEPARTMENTS 


BOSTON 20 MASSACHUSETTS 


NEW YORK, 125 DUANE ST. CHICAGO, 207 W. MONROE ST. 
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FOR ALL OCCASIONS 
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READY IN APRIL 
Stock No. X407—Tan Calf Gertrude, 
AA toD. Price 

IN-STOCK 
AT NEWBURYPORT 
ONLY 
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When a shoe is genuine French corded it retains its original 
lines. When straps are lined with genuine kid they hold their 
shape. 


Trrtrttttt 





This shoe is genuine French corded and the quarter and straps are 
lined with genuine kid. 


For these features The Correct Dodge footwear is noted. 
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Nathan D. Dodge Shoe Co. 
Newburyport, Mass. 


M. C. Oberdorfer Solly Schweitzer 
‘on New York Chicago San Francisco, 
179 Lincoln St. 751 Marbridge Bidg. 600 Denckla Bidg. 20 W. Jackson Blvd. Keil Buildi: 
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Raymond A. Gillette J. P. Murphy 





Joseph Shaw 
Philadelphia 





416 Albany Bidg. 1115 Great Northern Bidg. 770 Mission St. 
Harry Wheeler Shoe Co. H. W. Drake J. Rosen’ Fred Fuhrman Bert Grosskurth 
lontgomery. Ala Kansas on 6 Mo. La Cam pity Mexico City 163 Yonge St. 
223-227 First National Bank Bidg. 211-215 Sheidley Bldg. Rizal Ave., Nianila, 4. Hotel Regis Room 7, Toronto, P. O. 
Ninth and Main Sts. Canada 
" L. Tristani 
Care of Consolidated Steel Corp. 
Royal Bank of Canada Bldg. 
Havana, Cuba 
All goods sold F.O.B Shipping Point. Terms, net 30 days. 2 pairs or less, 25 cents a pair extra 
Prices and Deliveries Not Guaranteed 
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3 STANDARDIZED SHOES IN. STOCK 









STRICTLY HIGH GRADE 
DRESS SHOES 


Full Grain Russia Calf; Oak 
Bend Outsoles; Full Grain 

. Leather Insoles; Sole Leather 
Boxes and Counters; Rubber 

Heels (with solid leather base). i | 
UNBRANDED—you can _ use | 

them in large volume. A value i 

without an equal. The quick- a) 
est-turnover proposition on the | | 
a 
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market. 









ORDER A CASE. If they i 

don’t please you, send them all 
right back. <A strong offer— 
but we just KNOW you'll rec- 
ognize them as worth more than 
$4.60. 
























No. 3—English Last. In 
Stock April 1. Widths 
AA to D. Sizes 5 to 12. 
In case lots, $4.60. 























No. 1—Round Toe, No. 2m edium 


In Stock. Widths Toe. In Stock. AA 







a : 4 eh of Sim Sk 
et: i 
SAN WAU 
SHOEMAKERS 






MARION INDIANA 









The Quick-Turnover Line of STANdard Styles WORTH more Money. 
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Men’s and Women’s 
Boys’ and Girls’ 


In stock for at once 
shipment 


oman’s Maho 
rogu e* Oxfo ° 


] c 
as 
rogue Strap Sandal 


Calfskin... . . $3.60 
SS re 
Sizes 3-7, 3-8; C & D 


g. 
r 


Brown Kid Strap San- _ &in. G. G. Mahogany Polish...........$3. 
dal. Price.......$3.50 8-in. G. G. Gun Metal...............:. 
Black Kid Strap San- Sizes 244-7, 3-7 


al. Price.. ....$3. 
3-7, 3-8; C& D 





A SUGGESTION 
$500 to $1000 invested in 


an assortment of our 
**In Stock’? shoes will 


Brown Kid Oxford, al 
$3.5 bring profitable sales. 
Mahogany Veal Ox- 
RES 
Black Kid Oxford 3.25 ~ 
3-7, 3-8; C& D 














Send Orders to 


CUMMINGS SHOE CO. 


436 4th Avenue, PITTSBURGH, PA. 


LONG SHOE COMPANY 


2333 Washington St., ROXBURY, MASS. 
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Latest Style 
Welts 


In stock for-at once 
shipment 


Men’s Mahogany Bal, 
$3.25 


Men’s G. M. Bal 2.75 
Men’s G. M. no, 


ee 3 Mahogany Blu- 
0 
wt s Bl. Kid Blucher, 
R H.. $3.60 
Men’s Brown ‘Kid Blu- 
5.0 


her, E..T....2. 75 
6-9, 6-10, 6-11; D & E 
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Men’s Brogue Oxford 
50 


Men’s Brogue Bal 3.75 
Sizes 6-9, 6-10; C & D 








Woman’s Black Kid Polishe 81% in.....$3.50 

Woman’s Brown Kid Polish............ 3.75 

Woman’ s Polish, 84% in., Mahogany Veal 3.50 

Woman’s Brogue Polish, Mahogany Veal 3.75 
3-7, 3-8; C and aD 
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Boys’ G. 'M. Bal or 
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Shoe retailers can sup- 
ply their needs from our 
stock at low prices. 


—- 
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Send Orders to 


CUMMINGS SHOE CO. 


436 4th Avenue, PITTSBURGH, PA. 


LONG SHOE COMPANY 


2333 Washington St., ROXBURY, MASS. 
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The White Shoe House of America 


Three Snappy White Styles That You 
Should Order Now for March 
and April Deliveries 


ee ee 


Stock No. 926 Stock No. 6309 


White Canvas, one strap, two ae White Rainbow Cloth, turn, 
button, military cov heel, cross strap, white covered mili- 
McKay sewed, turn effect. tary heel. 

Widths AA to E 


Widths B to E Stock No. 1515 


Price, $1.85 White Canvas ankle strap, choco- Price, $3.35 
late wing tip and counter foxing, 
white ivory sole, spring heel. 
5 to 8, $1.40; 8% to 12, $1.60 


CHIPMAN-HARWOOD COMPANY 


564 ATLANTIC AVENUE, BOSTON, MASS. 
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IN STOCK Sell Russell’s 
SPECIAL OFFER IKE WALTON 
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Staunch and serviceable as a 
heavy sporting boot, flexible 


as a moccasin. 


Good Cabretta 
McKay 


Chocolate chrome-tanned waterproofed 
leather. Its unique construction np 
four layers of leather between the foot and 
ground—more jon than the 
ordinary street shoe. Its light weight 

Is to the outd man. 





vP 
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NET 


The Russell quality speaks for itself. 
So does Russell shoe- 
making 


THE SCOUT 
MOCCASIN 


Made of Chocolate elkskin, with soles of flexible, sturdy Maple 
Pac. Natural shape affords every freedom to the foot. 


A REAL SHOE AT A REAL PRICE 
The ideal of comfort and service in moccasin footwear for dry sea- 


son wear, and a sensible “pal” for the growing lad. 
vance mae e Write for dealer’s price 
Slipper Co oo 
® 
— W. C. RUSSELL 
MOCCASIN (CO. 


129 DUANE STREET :; NEW YORK BERLIN, WIS. 
AMOUITHHOMMOUO 


CASE LOTS ONLY—3-8 
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—just hatched 






Our SS 

"EASTER nae 
Foxing of Russia Calf 

CHIRP” 


All Leather of Our 


Model Own Manufacture 























MARE in both Goodyear Welt 
or McKay, this kippy sport 
oxford is full of class and individu- 


ality. 
A typical reason why the GLOBE 


Factories are running full-time to 













keep pace with orders. 


GLOBE SHOE CO. 
| 





Women’s Welt and McKay Shoes 















Factories at Chelsea, Mass. 





| BOSTON SALESROOMS, 207 ESSEX STREET 
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KNOX SHOE COMPANY 


MILFORD, MASS. 


SPECIAL PROPOSITION 


TONY RED CALF 


BALL STRAP OXFORD 


$5.65 


QUICK DELIVERY 








Remember 
the NAME 











Comfort 
Shoe With 


Quality 
YOU MERCHANTS 


who know and appreciate real values, you who want staple merchandise at rock bottom prices to 
yield an attractive profit and get customers, will appreciate this shoe. 
Inspection will convince you 
No obligation attaches to a request for samples or further information. 
Get out your size sheet, study your stock and send us your order for sizes you need NOW. 
Genuine Glazed Kid Comfort Strap Slippers 
with Leather Insoles and Rubber Heel. 
IN STOCK ALWAYS 
214-8, Price $1.85 NET 


WOBST SHOE CO; 2 
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Anticipate Your Requirements 


THESE NEW NOVELTY TURNS WILL 
ENABLE YOU TO MAKE SALES AT 
GOOD PROFITS—WRITE US TODAY 


DELIVERIES FROM STOCK MAY Ist 









No. 0126—White Polar Cloth Vincent One 
Strap, No. 90 Last, Baby Louis Heel. 
BAUER - WOMB con. ces cdes aha $4.95 





No. 0125—White Polar Cloth Vincent One 
Strap, No. 10 Last, Full Louis Heel. 
ROO. TOs fe os. eee $4.95 












‘‘Every Shoe a Business Builder’’ 





These styles will go 
big. Our stage is all 
set for large orders. 
We can promise 
prompt service on and 
after above date. No- 
body need be disap- 
pointed, but we can- 
not serve all at once. 
Anticipate your re- 
quirements and order 
now. 





Address all 
correspondence to the 
factory at Haverhill 





No. 0127—Light Brown Russia Calf Zoe 
Pump, Dark Brown Suede Saddle, No. 70 
Last, Full Louis Heel. AA to D. 

Price .... GATT AS yg gh eae SS phe oS 


HOPKINS & ELLIS 


HAVERHILL, MASS. 


BOSTON OFFICE 108 LINCOLN STREET 


No. 0128—White Levore Kid Colonial 
Pump, No. 70 Last, Full Louis Heel. 
pe Se A ER er OR ae Ie $5.50 
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A Trio of Beauties 
Ready to Ship March 26th. 


These represent styles in demand 
Now. ‘“‘Jazzy”’ models that make 
the “‘boys’’ step lively to get ’em. 
You cannot satisfy your trade to- 
day with “slow music.’ Staple. 
bread and butter styles are giving 
away to these. Don’t forget the 
story of the early bird. Get vour 
order in today. 


983— Bo ee d oe ss. Oxford, Win ng 
Tip, Harness Fit ne Pe t Yet Las 
Widths A-D.. Re Pe é 


. D. BARRY CO. 


BROCKTON, MASS. 
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The Consolidated Shoe Company was in- 
corporated for $99,000 under the laws of 
Massachusetts, December 1, 1918. 

C. H. Daniels, the president of the com- 
pany, for a number of years operated in 
Chicago where several factory in-stock 
departments were connected and making a 
consolidated stock, the title operated under 
being Consolidated In-Stock Service. Later, 
discontinuing the stock department, the title 
was changed to Consolidated Sales Service and 
was operated in this style until the above in- 
corporation. 

The present corporation’s stockholders 
are composed of manufacturers, for whom the 
company acts as selling agent, instead of each 
factory maintaining its own stock department. 
The Factory In-Stock Department of the Con- 
solidated Shoe Company handles this depart- 
ment under one head and expense, thereby 
giving their customers better service and at 
less expense to the manufacturers. The same 
condition applying to the Selling Agency 
Department. The “Foot-Print Shop’ In- 
stock idea will develop so that it will give uni- 
form production for the factories’ interests and 
keep them running full the year round. All 
large orders in case lots will be shipped direct 
from the factories. 

C. H. Daniels, president of the Con- 
solidated Shoe Company, has charge of the 
main office of the business at its headquarters 
at Boston, Mass., located in the Essex Build- 
ing, 212 Essex Street and 683 Atlantic Avenue. 
Mr. Daniels is the original organizer of this 
business and has been associated with its 
present stockholders and directors for many 
years. He is well known to the trade in the 
large cities througho«t the United States as 
“Big Dan’ and has sold shoes on the road for 
21 years, devoting the later years principally 
to the jobbing trade. 

Raymond Healy, treasurer of the Con- 
solidated Shoe Company, has charge of the 
New York office, giving his personal attention 
to its business there, looking after the jobbing 
trade and mail order houses, as well as the 
export trade. He has had wide experience in 
leather and shoe manufacturing; is a member 
of the firm of A. Healy & Sons of 90 Gold 
Street, New York City, and treasurer of the 
large leather and cut sole house of J. M. 
Delaney & Co. of Meriden, Connecticut. Mr. 
Healy was president and manager of the Healy 
Shoe Company of Brooklyn, New York, 
makers of children’s high grade extension 
edge turns and Goodyear welts. 

Fred S. Elam of the F. S. Elam Shoe Com- 
pany of Rochester, New York, is the largest 
maker of Baby’s First Flexible Turns, so 
called ‘First Steps.”” The factory has a 








KERSEY CARRIGAN 


Consolidated Shoe 
Company 


Director, 
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Sales Expense Reduced by Co-operative. Effort 





C. H. DANIELS 


President, Consolidated Shoe 
Company 





RAYMOND HEALY 


Treasurer, Consolidated Shoe 
Company 





FRED S. ELAM 


Vice-President and Director, 
Consolidated Shoe Co. 


J. H. MAIZE 
Director and Assistant Treas- 
urer, Consolidated Shoe 

Company 


capacity of 6,000 pair daily; this mammoth 
production of infants’ shoes has been built up 
in the last five years. Mr. Elam is a very 
successful manufacturer, has had 20 years’ 
experience in shoemaking, and his wide ex- 
perience and wonderful ability will make his 
association as director and vice-president a 
very valued one for the Consolidated Shoe 
Company. 

Kersey Carrigan, a director of the Con- 
solidated Shoe Company, is also the treasurcr 
of the Quarryville Shoe Company, located at 
Quarryville, Pennsylvania; manufacturing in- 
fants’, children’s and misses’ turns; a!so 
women’s boudoir slippers. This factory hes a 
capacity of about 2,000 pairs per day, and at 
present are very busy and are planning to 
increase the boudor production to 1,500 
pairs per day. Mr. Carrigan took this factory 
a few years ago, when they were practically, 
ready to quit. the game, and through his un 
tiring efforts has built it to its present growth 
and wonderful condition. He left the bank as 
cashier, going in the shoe business. The bank 
from which Mr. Carrigan resigned also has 
the same president as the Quarryville Shoe 
Company, Mr. I. Haines Dickinson. 

J. H. Maize, director and assistant treasurer 
of the Consolidated Shoe Company, has had 
long and wide experience in shoe merchandis- 
ing; was first connected with the advertising 
department of Hamilton-Brown Shoe Com- 
pany of St. Louis, Missouri, and for 10 years 
was buyer for the Shoe Mart Company with 
stores at St. Louis and Minneapolis. Mr. 
Maize was born and reared in Missouri, and 
is a typical westerner. He has been with this 
company for two years. 

H. L. Barlass, sales manager, is a Nebraskan 
by birth; has been connected with the retail 
shoe business for many years, having been 
shoe buyer for Younker Bros. of Des Moines, 
Iowa, also the Dayton Company of Minneapo- 
lis, Minnesota, and later having had charge of 
the three shoe departments of the T. S. Mar- 
tin Company of Sioux City, Iowa. 

C. W. Dunn, a director of the Consolidated 
Shoe Company, is also director and general 


manager of the Fredericksburg Shoe Com- ~ 


peer of Fredericksburg, Virginia, makers of 
and children’s McKay sewed shoes of won- 
derful quality and good wearing, up-to-the- 
minute merchandise. Mr. 
superintendent of the Healy Shoe Company 


of Brooklyn, New York} and his connection ~ 


with the Consolidated Shoe Company will be 
of great value to them. : 
. C. Chesley, treasurer of the Fredericks- 


burg Shoe Company, is also a stockholder in — 


the Consolidated Shoe Company. 


igh grade young ladies’, growing girls’, misses’ - 


Dunn was also — 


































































Cc. W. DUNN 
Director, Consolidated Shoe 
Company 







—FIELD SHOES—LASTS—OFFICERS’ 
BOOTS—ETC. 


By Sealed Bids 





CLOSING DATE APRIL 5TH 





SEALED PROPOSALS, for all or such minimum quantities as are specified in connection with the 
description of each lot, will be received at the Offices of the DEPOT QUARTERMASTERS listed in 
this advertisement until | P.M. (Eastern Time) April 5, 1921, at which time and place all bids will be 
opened in the presence of attending bidders. 

All goods are offered for sale “‘as is” f.o.b. point of storage. The Government reserves the right to 
reject any or all bids or any part thereof. Awards will be made on receipt of the necessary authorization. 


At least ten (10) per cent of the entire amount of the bid in the form of certified check or legal tender 
must accompany each bid as a guarantee of fulfillment. Purchasers must make payment in full before 
merchandise is delivered and must remove same within 30 days. Failure to take delivery or to supply 
shipping instructions within the period will warrant the Government in placing such undelivered 
goods in a public warehouse at the risk and expense of the purchaser. 

Under no circumstances will a refund or an adjustment be made on account of supplies not coming 
up to standard or expectation. No alterations or modifications of the terms of purchase will be per- 
mitted. Inspection of supplies is invited and may be made at point of storage: No bids which are 
made “subject to inspection” will be considered. 


IMPORTANT NOTICE—Purchasers must agree before a resale is made by them to remove from the 
articles composing the uniforms all distinguishing features, such as buttons, insignia or other marks 
of identification. Bids will be made with this understanding. 


ADDITIONAL INFORMATION if wanted may be had upon application to any of the DEPOT 
QUARTERMASTERS whose addresses are listed herein. Complete details of sale, together with 


comprehensive description of all lots offered, may be had on request. 





SURPLUS PROPERTY BRANCH 


Office of the Quartermaster General 
Munitions Building Washington, D. C. 





SEE NEXT PAGE 








You will make NO Mistake i in : eying any ey 


these 


goods--Here is a chance to buy at 
YOUR’ price--Send your bids in preety 


Buy large or small lots. 
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BIDS CLOSE APRIL 5th 








Bids on the following items should 
be sent to 
DEPOT QUARTERMASTER 


San Francisco, Cal. 





No. 10 
1,500 CANVAS FOLDING 
BASINS, NEW 
Stored Fort Mason, Cal. Packed 
3 boxes of 400 each, one box of 300. 


Minimum bid considered, one box. 


No. 12 
76,291 pr. CANVAS FOOT LEG- 
GINS, NEW 
Packed in boxes and bales. Stored 
Fort Mason, Cal. Minimum bid 
considered, 250 pr. 





Bids on the following items should 
be sent to 
DEPOT QUARTERMASTER 
1819 W. 39th St., Chicago, IIl. 


S.P.D. No. 1505 
5,000 pr. RUBBER HIP BOOTS, 
NEW 


Stored, Chicago. Minimum bid 
considered, 24 pr. 
LOT “‘C” 
2,309 pr. RUBBER HIP BOOTS, 
NEW 





Stored Jeffersonville, Ind. Mini- 
mum bid considered, 24 pr. 


S.P.D. No. 17268 
42,988 pr. SHOE LASTS, NEW 
Iron bottom. Stored St. Louis. 
Minimum bid considered, |,000 pr. 


LOT ‘‘D” 
15,394 pr. CANVAS FOOT LEG- 
GINS, NEW 
Stored St. Louis. 


200 pr. 
S.P.D. No. C-135 
4,740 pr. CANVAS FOOT LEG- 
GINS, NEW 
Size No. |, packed 230 pr. to bale. 
Stored Camp Grant, Ill. Minimum 
bid considered, 230 pr. 


S.P.D. No. C-136 
24,599 pr. CANVAS FOOT LEG- 
GINS, NEW 
Size No. 2, packed 230 pr. to bale. 
Stored Camp Grant, Ill. Minimum 
bid considered, 230 pr. 


Minimum bid, 


S.P.D. No. C-137 
15,944 pr. CANVAS FOOT LEG- 
GINS, NEW 
Size 3, packed 230 pr. to bale. 
Stored Camp Grant, II]. Minimum 
bid considered, 230 pr. 


S.P.D. No. C-138 
14,626 pr. CANVAS FOOT LEG- 
GINS, NEW 
Size 4, packed 230 pr. to bale. 
Stored Camp Grant, II]. Minimum 
bid considered, 230 pr. 
S.P.D. No. C-139 
1,888 pr. CANVAS FOOT LEG- 
GINS, NEW 
Size 5, packed 230 pr. 
Stored Camp Grant, IIl. 
bid considered, 230 pr. 
S.P.D. No. 14150 
50,636 pr. CANVAS FOOT LEG- 
GINS, NEW 
Assorted sizes, packed 230 pr. to 
bale. Stored Chicago. Minimum 
bid considered, 230 pr. 
S.P.D. No. 20957 
9,604 pr. LEGGINS, NEW 
Packed in boxes. Stored Jefferson- 


ville, Ind. Minimum bid considered, 


288 pr. 

S.P.D. No. C-455 
32,610 pr. TOP LIFTS, NEW 
(For Field Shoes) 
2, 3, 4, packed in boxes. 
Minimum bid 


to bale. 
Minimum 


Sizes |, 

Stored St. Louis. 

considered, 1,000 pr. 
S.P.D. No. C-454 

213,545 pr. TOP LIFTS, NEW 
(For Field Shoes) 

Sizes 1, 2, 3, 4. Stored Chicago. 
Minimum bid considered, 1,000 pr. 
S.P.D. No. C-641-A 
162,232 pr. TOP LIFTS, NEW 
(For Field Shoes) 

Sizes 1, 2, 3, 4. Stored Jefferson- 
ville, Ind. Minimum bid consid- 

ered, 1,000 pr. 

S.P.D. No. C-418 
1,588 pr. FIELD SHOES, NEW 
Metallic fastened. Stored Colum- 
bus, Ohio. Minimum bid consid- 
ered, 100 pr. 

S.P.D. No. 20958 
54,994 pr. HEAVY WOOL SOCKS, 

NEW 

Stored Jeffersonville, Ind. Mini- 
mum bid considered, 300 pr. 


Bids for the following items should 
be sent to 
DEPOT QUARTERMASTER 
Brooklyn, N. Y. 
59th St. and Ist Ave. 


S.P.D. No. 20914 
3,180 pr. ARCTICS, ALL RUB- 
BER, NEW 
Sizes as follows: | pr. 6, 152 pr. 7, 
361 pr. 8, 613 pr. 9, 636 pr. 10, 
864 pr. 11, 1,153 pr. 12, 20 pr. 13. 
Stored Schenectady. Minimum bid, 
100 pr. 
S.P.D. No. 20920 
620 pr. ARCTICS, ALL RUBBER, 
NEW 


600 pr. 9, 20 pr. 13. Packed 20 pr. 
to case. Stored Schenectady. Mini- 
num bid, 100 pr. 

S.P.D. No. 20916 
2,719 pr. ores HIP BOOTS, 


WwW 
1,308 pr. size 8, 15 pr. 9, 1,395 pr. 
11. Stored Schenectady. Minimum 
bid considered, 50 pr. 
S.P.D. No. E-1318 
44 pr. OFFICERS’ BOOTS, NEW 
Foreign. Trench, color black. Boots 
have plain tip, 12-in. top, 15 eyelets 
and iron horseshoe heel plates. Sizes 
range from 5 to 8. Stored Governors 
Island. Minimum bid. considered, 
20 pr. 
S.P.D. No. E-1319 
95 pr. OFFICERS’ BOOTS, NEW 
Same description as E-1318. Stored 
Governors Island: Minimum bid, 
20 pr. 
S.P.D. No. 21032 
1,620 pr. HIP RUBBER BOOTS, 
NEW 
Made by U. S. Rubber Co. and 
Hood Rubber Co. Packed 12 pr. 
to case. Sizes 7 to 14. Stored Army 
Base, Brooklyn. _ Minimum bid, 


50 pr. ine 

S.P.D. No. 3875 © 

25,799 POUCHES, NEW 

Made of canvas. For adhesive and 
foot powder. Size 5x8 in. Fitted 
with heavy web strap 2 in. wide, 
which extends 4 in. above pouch 
and is hooked to attach to waist belt. 
Made by National Belting Co. 
Packed 400 to case. Stored Pitts- 
burg, Pa. Minimum bid consid- 


ered, 400 pr. 








SURPLUS PROPERTY BRANCH 


Office of the Quartermaster General 
Munitions Building 


Washington, D. C. 









































































































Some Dainty Strap Styles 
For Early Spring Trade 


These Popular Models Are Selling Strong for 
Delivery After April 15 


Peggy Two-Strap 
Baby Louis Heel 


Kid Two-Strap, Broadway Last 


No. 616—-Black Kid Two-Strap. Single 
Sole, Covered Full Baby Louis Heel $5.50 
No. 617—Brown Kid Two-Stra Single 
Sole. Covered Full Baby Louis Heel $5.75 


La Mode One-Strap 


Made with Full Covered Louis Heel, 
Single Sole, 5th Avenue Last 


No. 633—Black Kid with Black Suede 
T irimanins 56 
No. 634—Brown Kid with Brown es 


Widths Ato D 








SEND YOUR 
ORDER NOW 
and it will re- 
ceive careful 
and prompt 


attention 


Our catalog will 
be sent to your 
‘address for 

the asking 


Nouvelle One-Strap 


One-Strap. Made with Single Sole to 
Imitate a Turn, and with a Coy- 
ered 16-8 Full LXV Heel, 5th 
Avenue Last 


~% 636—Patent Vamp, Black Satin Quar- 


Widths A to D 


Perforated Two-Strap, Broadway Last, 
Goodyear Weit, rap, Br Cuban Heel 


No. 765—Black Kid with Dull uit 
Straps $4.75 

No. 766—Cocoa Calf with Cocoa Calf 
SERRE PL Pp ee me RRR $4.50 


Widths AA to D 








Thomson-Crooker Shoe Co. 


18 Station Street :: 





Boston 20, Mass. 
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RETAIL TRADE IMPROVES 


Renewed Activity Dates From Re- 
cent Style Week 


The rapid approach of Easter, which 
comes much earlier than usual this 
year, is serving to quicken retail shoe 
trade. The period of renewed activity 
may be dated from the beginning of the 
annual Style Week observance on 
March 7, when interest in Spring .and 
Summer apparel of all kinds, for women, 
children and men was aroused to a 
remarkable extent. The early part of 
the week was cold and blustery, with 
the worst rainstorm of the year on the 
first day. Then weather conditions 
made another turn-about and with 
four days of the finest sunshine and 
temperatures that could be wished for, 
the popularity of Style Week was 
demonstrated as never before. 

Actual buying in volume did not set 
in until the last two days of Style Week. 
Last Saturday was an active day, par- 
ticularly. It was reminiscent of some 
of the best days of the late Winter of 
1920. The bulk of purchasing was by 
misses and young ladies, whose taste 
ran largely into ankle and strap ties, 
with oxfords a close second. The result 
of this buying movement has since 
become apparent in the sudden appear- 
ance of pumps of the latest modes on 
the streets of Milwaukee, in relatively 
large numbers. One of. the results, 
from the standpoint of manufacturer 
and dealer, is that some re-orders have 
been placed for quick shipment, because 
it is now believed that business has 
come back to stay and it looks as if 
advance buying by dealers was con- 
siderably below the quantity actual 
requirements between now and Easter 
will absorb. 


Movies Played a Part 


The observance of Style Week in a 
special manner by two of the principal 
downtown motion picture theaters in 
Milwaukee served to put a number 
of boot shops into the limelight with a 
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Milwaukee 


vengeance. At the Alhambra theater, 
the Walk-Over Boot Shop furnished 
all footwear for misses and ladies, and 
the Kress Boot Shop at 553 Twelfth 
Street, all of the children’s shoes. 
Brouwer’s, at 322-324 Grand Avenue, 
furnished the shoes for the Strand 
theater’s fashion revue. The co- 
operation lent by other boot shops to 
the dealers in women’s apparel who 
created and executed the Style Week 
idea, was in the form of special window 
displays of outstanding beauty and 
attractiveness. Even some of the 
smallest shops in the remote uptown 
sections caught the spirit of the occasion 
and arranged special ‘‘stunts’’ for Style 
Week. 

Save for a revival of new business 
from dealers in the novelty lines for 
women, there is nothing of any feature 
to trade as noted by manufacturers 
in Milwaukee and vicinity. Factories 
are keeping fairly busy on old orders 
and small dabs coming in from day to 
day, but those depending entirely 
upon staples are not being farticularly 
pressed with orders. Nevertheless, 
developments are of a steadily encour- 
aging nature and the producing trade 
here is tooking for a fairly active Spring 
and Summer season. 


Ebner Shoe Company Incorporated 


The establishment of another indus- 
try in the Milwaukee ‘‘Quality Market” 
is forecasted by the filing of articles of 
incorporation in behalf of the Ebner 
Shoe Company, capitalized at $75,000. 
The names of E. Buntrock, J. Ebner 
and W. A. Ebner appear as incorpora- 
tors. They are all interested in the 
Ebner, James-Buntrock Shoe Mfg. 
Company ot Milwaukee, which makes 
children’s shoes. While no official 
statement has been made, it is under- 
stood that the new corporation will 
specialize in growing girls’ and misses’ 
shoes. This will be carried on in a new 
factory distinct from the original one. 
Those back of the enterprise expect ‘to 
announce further details shortly. 
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Hanson Made Director of 
Commerce Association 


PF. -M, 


Fred M. Hanson, president of the 
Everwear Hosiery Company, is one ot 
two new directors added to the board of 
the Milwaukee Association of Com- 
which recently increased its 
annual dues from $25 to $50 and the 
number of directors from 15 to 19. 
The board is? considering a recommen- 
dation of the publicity committee to 
create a’ bureau of publicity ‘with a 
budget of $50,000 to advertise the city 
of Miiwaukee and its industries, and 
co-ordinating the publicity work which 
various industries have been doing on 
their own account, notably in the boot 
and shoe trade. 


Shoe Merchant Has New Position 


Harry H. Lucas, head of Guenzel & 
Lucas, 731 Third Street, and a leader in 
Milwaukee retail shoe association cir- 
cles, has been re-elected a director of 
the Upper Third Street Advancement 
Association. This organization is now 
four years old and has more than 100 
members among retail merchants lo- 
cated along Third Street in the vicinity 
of North Avenue, which is one of the: 
oldest_and most active of the numerous 
neighborhood business communities com- 
prising the city of Milwaukee. 


Convicted of Freight Car Thefts 


A series of freight cars thefts involv- 
ing a considerable quantity of shoes in 


transit appears to be solved by the § 


arrest and conviction of Jacob Fried- 
land, proprietor of the Imperial Fur- 
niture Company, Milwaukee. He was 
sentenced to serve three years on 
charges of receiving stolen property. 
The principal charge was the purchase 
of 25 cases of shoes, valued at $2,500, 


stolen from a Milwaukee road freight ~ 
Members — 
of an organized gang of freight car — 
thieves were given terms in -prison.~— 
They revealed Friedland’s part in the © 


car while enroute westward. 


work during the trial. 
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Women’s Shoes 
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COLLINS & STAPLES 
Makers of 
Hand Turned Low Cuts 
in poney straps and novel- 
suedes, sat- 
ins oad all leathers. 
Factory 


118 Phoenix Row 
Haverhill , Mass. 
110Lincoln St., Boston 








GENUINE 


MONMOUTH MOCCASINS 
Nature’s Footwear. No Breaking 
In. For Every Out Door Need. 
America’s Best and Oldest Line. 


28 STYLES IN STOCK. Write for Catalog 
JOHN D. LUNN SHOE,CO. 


Monmouth, Maine 











ALGIER SHOE MFG. CO. 


hoe 


PAs NSF: WENVORA 


Highest Grade Women’s Shees, Turns and Welts 
138 Broadway, Brooklyn, N. Y. 








BOUDOIRS 


Black Kid, $1.20 Red, Tan, $1.35 
Pink, Blue, $1.45 


Most wonderful beudoirs on market at strictly 
jobbers’ prices 

THE a, WHOLESALE SHOE HOUSE 
a \ 
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BOUDOIRS WN. STOCK 
BLACK CABARETTA 
Fall Satin Lined 


Price $1. 
No. 1200. fae. me 80 
No. 1201 pes-- 1.80 
No. . 1.80 


No. i208" Pink... 1.80 
The Westcott Whitmore Co.. Syracuse, N.Y. 











» Home Case 


Fae ga og ee 








Boudoirs in Stock 


sock lining. "Sizes 2% 
to 8. 


SALEM SHOE CO. 
Hampshire 


Salem, New 
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Store Opens at New Location 


Kuehl Bros. Boot Shop at Neenah, 
Wis., is now located in its new store, 
two doors east of the original place of 
business on East Wisconsin Avenue. 
The shop occugies a building that has 
been entirely remodeled and re-equip- 
ped and is one of the handsomest stores 
in the Fox River Valley. The formal 
opening was held March 12. 


Mar. 19, 1921 


F. L. Weyenberg in West 


Frank L. Weyenberg, president of 
the Weyenberg Shoe Mfg. Company, 
Milwaukee, departed during the week 
for Pasadena, Calif., to join his wife 
and children, who have been wintering 
on the Pacific Coast. Mr. Weyenberg 
will spend about two weeks in Cali- 
fornia before returning home with his 
family. 


Columbus 


CUT PRICE SALES PAST 


Spring Footwear Displays Mark 
- End of Forced Liquidation 


Retail shoe business for the past week 
has been exceptionally good according 
to local merchants, who point out that 
on bright sunshiny days the trade is 


MILTON ADLER 


Vice-president and Manager of Fi- 

nances for the Lape ¢ Adler Company 

of Columbus. Mr. Adler Has Had 

the Same Position with the Julian 

¢ Kokenge Organization of Cincin- 
nati. 


very brisk. All that is needed now, 
they say, is continued warm weather. 
Cut price sales have about reached 
the end, according to merchants. They 
state that the buying public are getting 
tired of such sales and that the people 
are anxious for the new Spring footwear 
now being shown by all the local stores. 
Trade in downtown stores has been on 
the increase while the merchants in 
outlying districts report that their sales 
are about the same as the last several 
months. This is due to the fact that 


these stores carry mostly the staple 

styles. 

Advises Buying for Future Needs 
Now 


One merchant says that in his opin- 
ion, buying is the backbone of pros- 
perity, and advises merchants to get 
together and buy now for future busi- 


‘ ness. He advocated careful, yet steady 


purchasing, with the future always 
being kept in mind. ‘‘The business out- 
look,”’ he says, ‘“‘would be very much 
better if they would buy sensibly. An 
optimistic outlook is bound to bring 
stabilization of industry.” 

and Browns Are Popular 

Colors 


Grays 


Gray suede strap pumps with full 
Louis heels are selling well according to 
the majority of shoe merchants. Brown 
of the same style is also showing up 
well. Black velvet slippers have fallen 
off considerably in sales, while the 
brown calf and brown kid lace oxfords 
with military and Cuban heels are still 
going strong for street wear. Two tone 
effects of gray suede with black trim- 
ming, with full Louis heel, are being 
shown in all the downtown stores, but 
so far the business on this style has not 
been anything out of the ordinary. 
Baby Louis heels are also meeting with 
quite a success in both the gray and 
black suede strap pumps. 


Boston Man Now in Columbus 


L. J. Grosky, formerly with the A. M. 
Collins Company of Boston, Mass., has 
accepted the managership of the shoe 
departments of the Union Company. 
Mr. Grosky, while new in the local 
field, is an old hand in the retail game, 
having spent about 15 years in this 
end of the shoe industry. Mr. Grosky 
reports that trade has been very brisk 
on both the Louis heel and Baby Louis 
heel in all styles of dress footwear, 
especially so in the gray and brown 
suede. He predicts that this Summer 
will be a “white” season and that the 
strap effects will be good in the white 
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line and looks for a good season for 
“sports” footwear. 





Thomas J. Seibert Resigns 


Thomas J. Seibert, who for 15 years 
was at the head of the shoe departments 
for The F. & R. Lazarus Company, has 
resigned his position to take effect 
April Ist. Mr. Seibert was presented 
with a very valuable token by The 
F. & R. Lazarus Company in apprecia- 
tion of his services. Mr. Seibert has 
not yet announced his future occupa- 
tion. He has been very active in both 
local and state shoe associations. 
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Where to Buy 
Women’s Shoes 











FERN & POOR CO., Inc. 


coe oe 
Newienspent 8 


Women’s pate: 
Comforts 
Boots & Slippers 
for the wholesale trade 


















































Funeral of A. E. Pitts Held 


The funeral of Almon E. Pitts, 
president of the A. E. Pitts Shoe Com- 
pany, who died suddenly while touring 
in California, was held on Monday, 
March 7th, at the chapel of Schoedinger 
& Co. Many letters and telegrams of 
sympathy were received from all over 
the country. 





SPRING TRADE ACTIVE 


Live Business Expected from Now 
Until Easter 


Business is opening up nicely in retail 
channels. Many opening events are 
staged and notably good values offered 
at all of the stores. Some anniversary 
celebrations, remodeling sales, trade 
day specials are attractive. The cold 
days of February have passed and 
Spring seems to be safely here. Good 
live trade is anticipated from now until 
Easter. Wholesale business is not quite 
so active, but is improving. Those 
businesses, too, have staged specials in 
rubber shoes and felts, slippers and 
other footwear. 













CONVENTION COMMITTEES 
NAMED 


Plans Being Formulated for Big 


Retail Gathering in June 


Arrangements are being made by the 
Retail Shoe Dealers’ Association of 
California to welcome J. P. Orr, presi- 
dent of the National Shoe Retailers’ 
Association, who is expected to reach 
San Francisco about April 1. Al. Kat- 
chinski, president of the California 
Association, stated that the arrange- 
ments already perfected include a 






THOMAS J. SEIBERT 


Who Has Resigned as Head of the 
Shoe Departments of the F. g R. 
Lazarus Company, Columbus 


Memphis 


Store Celebrates Anniversary 


B. Lowenstein Bros., Inc., a depart- 
ment store of much prominence in the 
South, is this week celebrating its 66th 
anniversary. Since 1855 it has main- 
tained commercial eminence. Arthur 
Springer of. the shoe department is 
prominent in the Memphis Shoe Re- 
tailers’ Association. 


Store Reopens 


The Sample Boot Shop, 91 So. Main 
Street, M. Fedder, proprietor, is re- 
opening its. store with a new line of 
ladies’ shoes following a fire that did 
some little damage to the upper floors 
in that block several days ago. 


San Francisco 


banquet at the Palace Hotel and a 
reception where the guest of honor will 
meet local members of the Association 
and as many visiting members as can 
be present. 

Seven committees are at work, plan- 
ning the details and procedure to be 
followed during the three days that 
the annual convention of the California 
Association will be in session. San 
Francisco is the place, and the time, 
June 14, 15 and 16. The committees 
which are working under the general 
direction of Max Sommer, chairman, 





Lower Priced 

than the Best, 
Better Quality 
than the Rest! 


MAID-RITE FELT SLIPPER CO., Inc. 
163-169 Livingston St., Brooklyn, N. Y 








WOMEN’S TURN SPECIALTIES 
COMFORT SHOES IN STOCK 
with U.S. Rubber Heels Attached 


TURN NOVELTIES 


On All Lasts 
Inquiries Promptly Answered 


Felstiner-O’ Connell ShoeCo.,I ne. 
41 Washington Street - - - Haverhill, Mass. 











Phillips-Cram Corp. 


Mukers of 

Women’s Turn 
Slippers 

276 River St., Haverhill, Mase, 


Bu aton Oflice 
207 Essex Street 

































‘Fernco Quolity” Comfort Shoes 
Ladies’ Hand Turned 
soeTe, Bary 


SANDALS 
Cohen Sock Lining 
Widths, D, E, EE 


THE 
PERN SHOE CO. 
41 Water St 

Particulars Newburyp’t, 



















WOMEN’S McKAY 
Slippers and Boots 
of Character 


HARRISON-LOCKWOOD CO. 


Factory. Haverhill, Mass 
Boston, 108 Lincoln Street 








E. A. & M. C. Witherell Co. 
Manufacturers 
Women’s Turn 
Boots and Slippers 
Facto 


Haverhill, 
Bos: 





ton Office 
207 Essex St. Room211 
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Where to Buy 


Shoes 


Women’s 











: “SHO tuitiislue 
~ 309-329 JOHNS*% ST. 
BROOKLYN, NY 





A HIGH-STYLE LINE 


OF 
Women’s Fine Turns 


and Novelties 


TESSIER & BOWDOIN 
50 Phoenix Row Haverhill, Mass. - 








BEADED ORNAMENTS 
PORN O SHOE BUCKLES 


ma 
310 PULTON ST. BROOKLYN.NY.) 


WE HAVE IT / 





IF ITS A BUCKLE OR AN 
ORNAMENT, 


ESTABLISHED SINCE 1905 








TURKISH SLIPPERS } 
IN STOCK AGAIN! 


No. 101 Sofa Turkish Slippers 
Imported from ‘antinople. 
! Sizes and Colors for tamediete Delivery. 
ore. Ne Ti sPORT? 
STONE | o- 


 ® 7; East 2 aegen “New we: 











Where to Buy | 


Ballet Slippers 











“Flexo” 
GYMNASIUM 
SHOES a 


Women's Dull Goat Oxford, $1. -20 
Carried in Stock 


BROOKS SHOE MFG. CO., Philadelphia 








A REAL HIGH CLASS 
BALLET 
Finest Workmanship 
Tecee’ « Blac k vici, Sizes 24 - 8 
Child's * 
Second Grade Vici Kid, $1.40, $1.45, $1. 50 


Wrile for Samples. At-once shipments 
PURITAN SHOE CO., Inc. 74 Reade St., N.Y. C. 














W* SUMNER SMITH 





and H. Wm. Nelle, secretary of the 
San Francisco Ad Club, are as follows: 

Display Booth Committee—H. A. 
Ballentine, chairman; Geo. Allen, B. 
Katschinski, Harry Gibson, J. J. Chick, 
LeRoy Austin. 

Hotel Committee—H. M. Heim, 
chairman; Henry Peters, Dan Marx, 
Russell Werner. 

Press andjPublicity—Max H. Som- 
mer, Jr., chairman; Frank  <Ahern, 
Edgar Goldsmith, H. Kullman, E. Eis- 
enberg. 

Banquet and 
Kaufmann, chairman; A. 
Schaefer, Henry Garcia. 

Speakers and Program Committee— 
Il. L. Tosenthal, chairman; Melville 


Luncheon— Melville 
Block, Ed. 


ALFRED KATCHINSKI 


President of the California Retail 
Shoe Deaiers’ Association 


Kaufmann, ‘A. Katchinski, Dewitt 
Davis, Lloyd Houston. 

Entertainment Committee — Carrol 
Wills, chairman; Mr. Edwards, T. E.; 
Adolph Kaufmann, Arthur Cohnreich, 
Harold Katschinski, Mr. W. C. Thoits, 
Palo Alto; Henry Garcia. 

Registration, Badge and Credentials 
Committee—Wm. J. Ahern, chairman; 
Max Bloom, Mr. M. S. Levy, I. K. 
Lewis, Arthur Holl, Jack Rosenbloom, 
I. W. Glaser, Mr. Exum, T. M. 


Several States Included 


Max Sommer, Jr., chairman of the 
Publicity Committee, speaking of the 
plans for the convention said: ““The 
States of Oregon, Washington, Idaho, 
Utah, Arizona and Nevada are all 
associated with California in this 
copvention as their retailers, affiliated 
with the, National Association, are 
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connected through the California asso- 
ciation. 

“It has been decided that the coming 
convention is to make ‘Business’ the 
main thing. Banqueting, etc., will be 
entirely secondary considerations, 
though there will be a certain amount 
of luncheons and banquets, naturally. 
One of the big features, already attract- 
ing much attention, will be a joint 
exhibit by 100 manufacturers. This, 
in itself, is sufficient to insure a large 
attendance. Speakers have not yet 
been decided upon, but there will be an 
open forum and the following topics 
will form the subjects for discussion 
and for addresses: ‘Styles, and the 
Future of Colors’; ‘Merchandising’; 
‘Turnover’; ‘Advertising and Display’; 
‘Store Methods’; ‘Salesmanship,’ in- 
cluding bonuses and profit sharing.”’ 

Mr. Sommer stated that it is pro- 
posed to form the seven chairmen into 
a kind of high committee. The National 
Credit Men’s Association will be hold- 
ing its annual convention in San Fran- 
cisco whilst the shoe men are in session, 
and it is planned to have a joint com- 
mittee, or joint session, for the dis- 
cussion of topics of kindred interest. 


Gray Shoes Most Popular 


The City of Paris Shoe Department, 
of which Roy Whalander is manager, 
has won a prize, offered by the house, 
for one of the best decorated depart- 
ments of the big store. Gray shoes 
were displayed, almost entirely, in 
conjunction with white. The decora- 
tions were pussy willows. Mr. Whalan- 
der stated that the demand for white 
sport oxfords has been unusually heavy. 
The call for straps is very large with 
no tendency toward tongue pumps. 
“People here have just gone strap 
crazy,” he said. “The demand for 
baby Louis heels is stronger every day.”’ 

“The Hanan store’s windows speak 
for themselves,” declared H. A. Ballen- 
tine, the manager, as he indicated the 
showing of smart gray shoes. “Gray 
suede and buckskins are going very 
strong, with military heels, French 
heels and baby Louis heels. A ‘new 
model just in is meeting the popular 
taste.” The model which Mr. Ballen- 
tine showed was a smart piece of foot- 
wear of gray buckskin with an oxford 
military heel, and tip and heel foxing 
of patent leather. 


Remarkable Sales, Says Werner 

W. Russell Werner of the Frank 
Werner Company said that the styles 
appealing to San Franciscans at present 
run to grays with strap effects. The 
Werner Company has concluded two 
months of remarkable sales. “I figure 
out that lower prices have loosened the 
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people’s purse strings,’ said Mr. Wer- 
ner. “A reduction from $18 to $12, 
that is a $6 cut, for instance, seems to 
mark the line between not buying and 
purchasing freely. The Spring business 
has opened up big.” 





Walk - Over 
Rumored 


Two New Stores 

It is understood that two new Walk- 
Over shoe stores will be opened in 
San Francisco in the near future. 
George H. Young, local agent for the 
Walk-Over, is out of the city, at 
present, but at his office it was said 
that one Walk-Over store will be at 
Market and Mason Streets, where the 
Bank of Italy has been. The other 
store will be in the 200 block on Post 
Street. 


Ground Gripper Store Opens 


A new store for Ground Gripper 
shoes has been opened at 687 Market 
Street. S. M. Summerlin, one of the 
partners, is manager. The firm con- 
sists of C. G. Knight, S. M. Summerlin 
and W. B. Noble. Mr. Knight and his 
associates now have the exclusive 
agency for Ground Gripper shoes in the 
Bay Cities. They already have stores at 
1506 Broadway, Oakland, 2103 Shat- 
tuck Avenue, Berkeley, and 404 Geary 
Street, San Francisco. Mr. Knight 
was formerly a Ground-Gripper dealer 
in Portland, Ore., and in Tacoma, 
Wash. He came to Oakland a year 
ago and bought out Houston Bros. 
Mr. Summerlin came to the coast last 
August, to be associated with Mr. 
Knight. He was for ten years one of 
the buyers for the Guarantee Shoe 
Company of San Antonio, Texas, and 
for two years with the Saul Wolfson 
Dry Goods Company of San Antonio, 
a position he resigned to associate him- 
self with Mr. Knight. 


Says Catalog Pays 


Sommer & Kaufman are getting out 
their semi-annual catalog of 48 pages, 
illustrated with 175 cuts. Max Som- 
mer, Jr., stated, regarding this publica- 
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tion: ‘‘During the period of rising prices, 
we often considered abandoning our 
catalog, along with many other retailers, 
throughout the country, but always 
said we would try it once more—and it 
always paid. Even though prices were 
high, people living in rural and sub- 
urban districts ‘were willing to buy 
through the mails, for the coming 
season. Now that prices are lower, 
we anticipate a record-breaking busi- 
ness through the mails.” 


Men’s. Business Good 


The Price-Pechner Shoe Company, 
which made considerable alterations 
recently on its store near Third Street 
on Market, reports that business is 
booming in the Packard Shoe for Men 
and the firm’s other lines which include 
French, Shriner & Urner shoes. The 
Spring styles are in and are giving great 
satisfaction. 


San Francisco News Notes 


G. O. Allen of the Bootery in San 
Francisco has gone to Los Angeles on 
important business for the firm. H. A. 
Thiman, who has been assistant to 
Mr. Allen, has resigned and intends to 
go to Southern California. He was 
formerly with the Bootery in Los 
Angeles. 


A. 1. Block of the Block-Levy Com- 
pany is in the East on a buying trip. 


N. Lowenstein has been added to the 
staff of the City of Paris shoe depart- 
ment; so also has H. Walker, formerly 
with Baker and other well-known firms. 


Miss Irene West, formerly assistant 
to Mr. Lewis of the credit department 
of the Frank Werner Company, has 
been promoted to succeed Mr. Lewis, 
who has gone to Texas, intending to 
engage in business there. 


The store of the Florsheim-Schaefer 
Shoe Company, Inc., opened some 
months ago at 120 Powell Street is 
finding business very satisfactory. Low 
shoes, for men, are the popular styles 
at all the Florsheim stores. 


Cleveland 


STYLE WEEK A SUCCESS 
Novelties Made Up Greater Part of 
Display 


Style show week last week, although 
it closed on Saturday with a drizzle that 
lasted all day and kept thousands of 
consumers confined to their residences, 
greatly helped pre-Easter — business. 
Men in the retail shoe business entered 


into the spirit of style show week, 
decorated their windows, put out their 
most attractive displays of footwear, 
placed some dashing colors of silk 
hosiery where it would attract the most 
attention, brushed and cleaned up 
their stores generally, and the volume of 
business justified the expense and time 
consumed in making ready for the 
event. 








Where to Buy 


Men’s Shoes 
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Where to Buy 


I Men’s Shoes 











Stock Dept. 5 <% 
Is at Your Service Cy 


THE STETSON SHOE CO. (Inc.) 
South Weymouth, Mass. 








BETTER SHOES 
BETTER SERVICE 
Rocker Bottom Wooden 
Sole Footwear 
SHOES, 6to l4Inches 
BOOTS, 14 to 20 Inches 
Send for Catalog and 
Prices 


REECE SHOE COMPANY 
Columbus, Nebraska, U S. A. 








Welt 


and 
Nailed 
Send for 








WATERPROOF 
Wood Sole Boots and Shoes, 
Oi} Grain, Full Bellows 
¥ Tongue and Back Strap. 
Send for booklet ative he 
you can sell these shoes 


A. H. Riemer 
ag) bh ne + a 
Established 1 
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Where to Buy 


Boys’ Shoes 




















A Shoe forBoys 
} That Wears 


Gi 


Marston & Tapley Co 
DANVERS, MASS. 








INFORMATION siccsens 


"= “Where to Ruy” constitutes a 
*= source of knowledge so that he who 
runs through these pages muy read 
—and learn. 
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Novelties made up the greater part 
of the display, although here and there 
could be found among their more daz- 
zling brothers a few of the staples. 
One strap slippers made an attractive 
feature of all displays in the windows, 
and it promises to be one of the big 
sellers in this city throughout the Spring 
and Summer. Gray is still the pre- 
dominating color, although -brown and 
black are bidding strong for popular 
favor. 


Easter Business Up to Expectations 


The Easter business is measuring 
quite up to the expectations of mer- 
chants, and is above the mark set for 
normal volume in the days before the 
war. Merchants who are measuring 
business by what was done in the days 
before the war are not disappointed in 
the showing this year, despite business 
conditions are not as they will be later 
on when the world settles down after its 
long spree of inflation. 


Style Show Psychology 


H. L. Jetter, manager of the Superior 
Street store of the Chisholm string of 
boot shops, is a firm believer in co- 
operative drives by merchants for 
business. The organization in the store 
managed by Mr. Jetter entered into the 
arrangements for style show week with 
a zest, and they were repaid with a 
greater volume of business than might 
have been obtained had they gone 
along in their regular way. 

“Our efforts. were appreciated by the 
public,” said Mr. Jetter. “People 
generally are appreciative. When a 
consumer sees an attractive shoe in the 
window, or when she sees a window dis- 
play that is particularly engaging, she 
shows her appreciation by stopping and 
looking. Then if the display has suf- 
ficient appeal she will enter the store 
to inquire about the price and the make 
of the shoe. That is her first intention 
after looking at an attractive window. 
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A Business Getter 


“The style show is a great business 
getter. When all merchants get to- 
gether and by co-operative effort dress 
all show windows in bright and splendid 
attire, in fact, put their best foot for- 
ward, a great impression is made on 
the consumer. It seems to me that the 
style show week would have great 
pulling power in the smaller cities, 
where a drive hits harder because the 
mark—the consuming -public—is not 
so scattered. You will know that a 
convention held in a. small city gets 
more newspaper space and attracts 
more interest in a small city than in a 
large one. 

“The style show's greatest business 
getting quality is its constant reminder 
to the consumer that new things are 
to be had. She sees the many new 
articles of wear in the windows; com- 
pares the Winter garments she is wear- 
ing with the apparel on display and 
finds that she is in imperative need of 
something new. Purchases follow.” 


Tapestry Used in Windows 


Tapestry is being used for the first 
time in some years by merchants in this 
city in window decorations. The 
smartest decorators of the city used 
tapestry in all its brilliant and glittering 
colors to enhance the beauty of the 
background on which the display of 
shoes and hosiery is built. Tapestry is 
placed on the back wall of the window, 
and on the ceiling as well. It is so put 
on to form panels. Then hosiery is 
selected, care being taken to make the 
color conform and harmonize with the 
color of the tapestry that has heen 
used. A few Spring flowers placed in 
choice positions and then a line of 
novelty shoes complete what has 
proven the most attractive window seen 
in this city for some time. The use of 
looking glasses gives an appearence 
of windows that is quite novel. 


Los Angeles 


GOOD BUSINESS PREDICTED 


All Light Colors Selling Well— 
Brogue Effects Still Popular 


If present conditions in Los Angeles 
are any indication, this promises to be 
a wonderfully good season for shoe 
men. Probably never have there been 
so many distinctive styles shown, or so 
much interest shown in them. The 
call for grays is still very strong and 
the fortunate merchant who has them 
is reaping the harvest. All light colors 


are selling well, as also the different 
shades of tan. Brown oxfords take 
precedence over black, and the brogue 
effects are still good. 


Simpler Patterns Going Best 


It seems that the more complicated 
type of strap is not so popular as it 
was and the demand is for the simpler, 
more conservative styles. Beads are 
still used lavishly on a great mary- 
pumps. A black satin pump seen re- 
cently had five narrow beaded straps 
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“R proved materials and Bullock’s are phasizes the growth of The Bootery, 

a showing some adorned with ostrich of which C. H. Wolfelt is president. ‘ 

d tips. These ostrich tips strike a new The Broadway establishment will con- Children’s Shoes 

eS note and are capable of some very tinue to care for those patrons who — —_ 4 

= artistic color combinations. find it most convenient and many new . 

ne accommodations are planned. Mr. a 

t Wolfelt is recognized as one of the Soft Soles and Moccasins 
Bootery to Have New Store ae a a f s fi He 

: g designers of women's footwear Ask your Jobber for our x 

> The Bootery is to have a new store in the country and the business is not Goods. We DO NOT sell | 

' on West 7th Street. They are planning merely local, but reaches out into all the retail trade. et 

, the most beautiful store designed for parts of the country. Newcomb-Anderson Shoe Co. : — 

ROCHESTER, N. Y. 


over the instep. Among dancing slip- 
pers metal cloth and fabrics are ap- 










the sale of women’s footwear in the 
country. This announcement em- 


Lynn 


AFTER EASTER BUSINESS 


White Shoes, Golf Shoes and New 
Strap and New Tongue Styles 


Lynn manufacturers have sent the 
last of their Easter novelties by express, 
and pow are campaigning for after 
Easter business. Novelty styles con- 
tinue to appear in rapid succession. 

Color effects are a new source of in- 
spiration to designers. The “white and 
gray” shop, and the “gray and brown” 
shop, and the “all white shop”’ are now 
running in Lynn. Black shoes are 
getting fewer and fewer. Further 
variations on strap patterns are appear- 
ing... Also, new tongue effects; such 
as panel tongue, dot tongues and sun- 
burst tongues. Lynn firms pick the 
most striking patterns from Parisian 
styles, and adapt them to the American 
trade. 

The volume of novelty business is 
good. Some firms are sold ahead to 
May 1, and that’s as far ahead as they 
care to sell their production. 


Suede Calf Style Predicted 


‘‘We are making white suede calf,” 
says Phil Carr, of the Ideal Leather 
Company. “Some buyers are in- 
terested in white buck calf leather. 
But we recommend the suede leather, 
which is finished on the flesh side, over 
and above the buck leather, which is 
finished on the grain side. You know 
how army shoes were made of leather 
with the flesh side out, so they would 
wear longer. -Well, it’s the same with 
suede calf leather. It will wear longer, 
when made up on the flesh side. There’s 
no grain to crack on suede. We be- 
lieve that suede calf shoes will be 
fashionable the coming Fall. We will 
go up to the white leathers during the 
Summer and return to gray and to new 
shades of brown when Fall comes.” 


Showing Boots for Fall 





Mitchell-Caunt Company, makers 
of McKay shoes, are showing new 


samples of boots for Fall. Among them 
are a nine-inch boot of gray suede 
leather, with needle perforations on 
the toe and along the quarter; a. nine 
inch boot of gray suede, with a lace 
insert of blue kid, and blue laces; a 
sandal boot, of gray suede, with five 
straps, each strap having a diamond cut 
out, a small ornament is on the throat; 
a gray suede boot with a gray suede 
ball strap. It has fine perforations; a 
Russia calf boot with a gray suede 
inset, to make the lace stays, and gray 
laces. The stay is extended half way 
around the top of the boot; a blue kid 
boot with a white kid inset, to make the 
lace stays and white laces; and a sandal 
boot of blue kid, and another of bronze 
kid. 


Even Big Shoes Can Be Made 
Stylish 


““Yes,”’ says Tom Welch of the Welch 
Shoe Company, “style and size can be 
combined. You’d be surprised to see 
what style can be put into a No. 9 EEE 
shoe. Many a shoe merchant is apt to 
think that such big shoes are. made 
only in comfort lines. It would sur- 
prise you if you knew the demand that 
is for shoes that combine style and size, 
even up in the No. 9 EEE lines.” 


Stitching Experts in Demand 


One of the interesting consequences 
of the popularity of dressmaking styles 
is an extraordinary demand for stitch- 
ing room experts, or men who can get 
results in stitching rooms of factories. 


Golf Shoes in Demand 


Taking it altogether, this is a great 
year for golf shoes. The game was 
played on local links all the Winter, as 
well as in the South. Consequently, a 
brisk demand for golf shoes. Besides, 
many of the street shoes, made in Lynn 
for the coming season, will be of the 
golf style. Sports certainly have their 
influence on footwear fashions. 
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‘Bonita Shoe * Baby 


TURNS and SOFT SOLES 


In Stock 


Send. @r Catalog 


AAH.Martin®. _ 
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“ELAM 99 
Flexible Turn Shoes 


For the Jobbing Trade Exclusively 


F. S. ELAM SHOE COu 5 
Rochester, N. Y. 
Boston Office, 212 Essex Street 





eeonvornnneNe : : 




















H. C. BROWN COMPANY 


(Incorporated) 


150 Lines Children’s Shoes 4 


Growing Girls to Flexibles 
Standard Merchandise 
Single Pairs or Cases 


Gen’! Offices, 155 Lincoln St., Boston, Mass. 
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WIC. CGoodg¢ 


Manufacturer of 
Children’s Dlexible Gurn 
Jor Jobbers. i 4 
89 Allen St... Rochester, M.HY 

















HAVE YOU SEEN OUR LINES? ]f 
FACTORY 1 FACTORY 23 3 
Soft Soles — 


ber Sli; 
Rubber Boot s | Hand Made Moc 
Foot Comfort Slippers Infants’ Toros 
(Double Eiderdown) (1-8) 
In Stock Now—Nature Lasts a 
THE B. & P. imitate: * Cco., INC. 
Dept. 5 Oswego, N. ¥ ‘ 
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Wanted Style 


An extra editorial service 
‘*Recorder” readers, free for the as! 
ing, with authentic information ¢ 
current problems. 
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Standard Shoe Materials 














The One 
Waterproof 
Leather That 
Takesand Re- 
tains a Polish 


Creese & Cook Co. $5 Sent" Sjr-3* 


Tanneries at Danversport 








Meyer Threads 


and spool silks can be had in 
any size or color that is wanted. 


Also Diamond I silks and 
Lockstitch thread. Be sure and 
order the Meyer thread and take 


noother. Manufactured by the 
Lowell, Mass. 





4. C MEYER THREAD CO., 











GUARANTEED 
TWO YEARS 


Hub Gore means Quality and 
Service, because t Best of 
Materials and Highest Skilled 

- Labor are Used. 
BOSTON OFFICE NEW YORK OFFICE 
52 Chauncy St. 395 Broadway 








M. B. MARTINE, Inc. 
78 Reade St. 
NEW YORK, N. Y. 
Everything in Shoe Or- 
namentation. Beading 

a Specialty. 











Colored 
Chrome 
Sides 


Beggs & Cobb, Inc., Boston, Mass. 














COATED GEM DUCK 
ADHESIVE BACKING CLOTH 


Rubber and Leather 
Dry Foot Welting 


* Sheet Rubber Soliag 
©) 97 8. F. CHAMBERLIN 


184 commoner St. 
Formerly Walpole Shoe Supply Co. 





T. W. GODSUE, Pres. 
W. G. DONALD, Vice-Pres. 
F. E. JONES, Treas. 


F. E. JONES COMPANY 
torors MAT KID 


95 South Street, Boston 








O YOU KNOW? 

<-~ that you can buy it—or 
sell it—through the 
“Where to Buy” columns 
This feature in its quick 
service is a time saver in 
meeting immediate needs. 
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Blending Full Louis and Baby Louis 


A new Louis heel, used on Lynn 
shoes, looks 14-8 high. But it really 
measures 16-8 high. It seems that the 
designers have blended the baby and 
the full Louis heel. Incidentally, this 
new heel treads as easily as does a 
Cuban, or military heel. So a woman 
can wear street shoes with military 
heels in the afternoon, and dress shoes 
with these new Louis heels in the 
evening, and will not feel any effects 
from the change in the height of the 
heels. 





New Heel Base Developed 


J. B. Renton Company, Lynn, 
manufacturers of heels, have developed 
a heel base 5-8 thick, which is equiva- 
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lent in height to a heel made of five 
lifts of leather. It is of leatherboard 
waterproof. It is intended chiefly as a 
base for rubber heels. 


New Brown Casabination on 
Market ; 


Briggs & Hutchinson brought out 
last week a new oxford of brown suede 
calf, trimmed with brown smooth finish 
calf. Incidentally, they are seeking 
additional factory space, so they can 
increase their output. 


**Cork Heels’’ the Latest 


Timson Shoe Company are making 
comfort shoes with ‘“‘cork heels,” or 
heels which are two-thirds cork. 


Rochester 


BUSINESS WELL ON ROAD TO 
RECOVERY 


“There is convincing evidence that 
business is on the road to recovery” 
declared William P. Barrows, chairmen 
of the Retail Merchants’ Council, in a 
public statement this week. ‘‘While it 
would seem too much to say. just when 
prosperity will return in full force, it 
may be said that there are many signs 
to indicate decided improvement. 

“The change for betterment is due in 
great measure to the general liquidation 
of retail prices that has been enforced 
by retailers during the past three 
months. During that time retailers 
have taken immense losses on their 
stocks in getting prices down to some- 
thing like normal levels. This is es- 
pecially true of the apparel lines. Spring 
goods. on the shelves of apparel mer- 
chants today were purchased on a basis 
of replacement costs. In many cases 
the fabrics were purchased from job- 
bers at liquidation prices. 


Public Ready to Buy 


‘‘Another factor in the situation is 
the fact that the buying public has 
become wise to the truth that they 
must buy what they need or there will 
be no demand for their labor. When 
demand for goods starts, demand for 
labor starts. The public is beginning to 
understand this fundamental fact. 

“There is no doubt that the per- 
sistent preachments about thrift have 
done harm as well as good. Whether it 
was intentional or not, the thrift 
propaganda has spread the conception 
that thrift is the mere function of saving 
money, whereas if the leaders of the 
thrift movement had taken the broader 
view that correct spending is essential 


to business restoration as is correct 
saving I am quite sure that return to 
prosperity would have been hastened. 


Buying Power Demonstrated 


“That the public is able to buy was 
demonstrated in the recent Dollar Day 
sales. Abstention from buying during 
the past few months, coupled with low 
prices for commodities, has no doubt 
increased the public’s buying power to 
a great extent. What is needed now is 
for the public to use its buying power in 
the purchase of the things it needs, 
using it conservatively but steadily. 
This is real thrift, and if the principle 
is carried out, merchants will begin to 
turn their stocks more quickly at 
smaller profits and buy more. Manu- 
facturing will start, labor will be em- 
ployed at full time, and prosperity will 
be upon us.” 


Wilson to Make Children’s Shoes 
Only 


George A. Wilson, Inc., manufactur- 
ers of soft soles, will hereafter make 
children’s shoes only, abandoning the 
making of soft soles. Lee B. Carpenter 
and Harry Carpenter will continue the 
manufacture of soft soles at the Wilson 
plant, No. 5 Pitkin Street. The former 
has been associated with the Wilson 
company for several years. 


Apparel Merchants Have Style Show 


Rochester’s women’s apparel mer- 
chants staged a co-operative Spring 
opening day on Tuesday, March 8th, 
that was attended with great success. 
In past years each merchant has held 
his own opening, but this year, through 
the co-operation of the Retail Merchants, 
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Council of the Chamber of Commerce, 
a day was named for a common open- 
ing. Many advantages accrued to this 
plan. Pages of display advertising in 
the local dailies brought home with 
great force that date of the opening and 
that every store would -be filled to 
capacity with the Jatest in Spring ap- 
parel. To back up the newspaper ad- 
vertising, extremely attractive window 
sets were used. As a result, March 8th 
was a day of feverish activity for the 
merchants, including the shoe mer- 
chants, who declared themselves in 
favor of the plan for next year. 


Mild Weather Encourages Buying 


Mild weather here has done much to 
encourage the buying of Spring mer- 
chandise in the shoe stores. Men’s 
footwear, principally low cuts, is having 
a remarkable sale, although the de- 

for women’s strap effects in 
calfskin and satin in gray, brown 


mand 
ooze, 





BOOT AND SHOE RECORDER 


and black is constantly increasing. 
Last week was the best week since the 
before Christmas rush, and merchants 
are confident that from now until 
Easter each day will show a noticeable 
improvement. Industrial conditions 
here are brighter than they have been 
in some time. 


Prices Not Yet Stable 


Instability of price still is a matter of 
concern for shoe merchants here. A 
trip down the principal thoroughfares 
will readily convince that the range of 
prices is exceedingly wide. Shoes, of 
course, are of varying quality, and some 
variety of prices is to be expected, but 
it is believed that the difference in 
prices at various stores is too pro- 
nounced. It seems that some con- 
certed effort ought to be made by the 
shoe merchants to produce a stability 
of prices that would undoubtedly 
stimulate business. 





Detroit 


RETAIL BUSINESS BETTER 


Approach of Easter Stimulates 
Trade—Grays Still Lead 


With Easter only a short time away 
the shoe trade in Detroit shows signs 
of greater life. Merchants generally 
look forward to a fairly satisfactory 
Easter trade. The few fine days of 
the early part of the month prove 
that women are not backward in buy- 
ing but that men hold back some- 
what. 

The call just now is for gray and 
the majority of the stores cannot 
give what is wanted because of the 
inability of the manufacturers to fill 
orders placed at the last moment. 
Some merchants. blame the manu- 
facturer for slow deliveries, while others, 
probably more honest with themselves, 
blame themselves for not ordering 
earlier. A manager of one of the 
large downtown women’s departments 
who did not buy early said: 


Retail Merchant Blames Himself 


“It was a mistake. Even though I 
had a full stock I ought to have known 
that there would be Spring business to 
be done on Spring lines—and I can tell 
you, you can’t do it on stocks that are 
not on your shelves.” 

Another said: 

“I’ve received some of my _ lines, 
others are slowly coming in, but right 
now at the beginning of the season is 
the time when the best selling can be 


done.” 


Grays Until May 15? 


Another predicted that grays would 
be good until about the 15th of May, 
at which time they would fall out of 
the public eye over night and a demand 
for white take its place. L. L. Shan- 
non, manager, the shoe department, 
The Parisian Company, is one of those 
confident that the coming season will 
be marked by a cail for white, white 
and black and white and brown in 
combination, in both strap effect and 
oxfords. 


No Boots Displayed 


In the Spring windows the absence 
of the high boot is very apparent. 
Strap effects lead in the showing, with 
oxfords taking second place. Gray 
and brown are the leading colors, in 
the order named, with a good showing 
of blacks supplementing these. One 
downtown store window was _ very 
noticeable for its display because there 
were more oxfords shown and more 
high cuts on display than in all the 
other stores put together. Was this 
due to a lack of the newer strap effects 
and of grays? 

Young men are calling for oxfords 
and in one store the sale of spats was 
reported to have jumped into promi- 
nence. The young men are looking for 
novelties as well as the young women. 


Officers Elected by Detroit Asso- 
ciation 


The following officers were elected 
for 1921 at the annual meeting of the 
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Engraving and Printing 
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18 Esoon St. ——- 
7| Bertie St. Brocktor, 

















ATLANTIC PRINTING CO. 
Shoe Printers 


Tear out this ad and mail for details of 
our Special Printing Service for 
the Boot and Shoe Trade 


201 South Street, Boston, Mass. 
Telephone 4960-4961 
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COLOR PRINTING DESIGNING 


CATALOGUES 


Telephone Main 3408 
HOOPER PRINTING COMPANY 
74 INDIA STREET, BOSTON 








UNIVERSITY 
Elgcrrorre FOUNDRY 
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Window Trim Material 














Window Displays 
BACKGROUND PAPERS, 7 
ARTIFICIAL FLOWERS, etc. 

Send for Catalogue 
DOTY & SCRIMGEOUR SALES CO., Inc. 








30 Reade Street, New York 
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Shoe Polishes 





















Best In Thorwr Spee 


Canaan xo 


For white buck, etc. For white kid, ete. 


NATIONAL SHOE POLISH MFG. CO., Inc. 
PHILADELPHIA, PA. 
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Miscellaneous 

















A BEADED OR PLAIN 


STRAP or BUCKLE 


made by the VANITY 
will sell your pumps 


VANITY NOVELTY WORKS 


913 Gates Ave., Brooklyn, N. Y. 











Perfection Pneumatic 
Arch Cushion 


~~ to Prevent 
‘allen Arches 
ELASTIC TIP COMPANY ) 


Boston, Mass., U.S. A. 








SHOE BUCKLES. 


OF EVERY DESCRIPTION 


E 
[ BEADED AND METAL 


BUCKLES 


OUR SPECIALTY 


FASHION ORNAMENT CO. | 


BROOKLYN N.Y | 


ISMYRTLE AWE 












KELLY KARDS 


Have been the standard retailers’ 
poppet ag hee 
ASK US 


KELLYKARDS 
F. B. KELLY CO., INC. 





“Tes Sen of Life” 
506-512 St. Paul Rochester, N. Y 





Better Multigraphing 
LETTERS, CIRCULARS, 
OFFI RMS 
HOUSE ORGANS 
Send for Samples and Prices 


F.S. ROOT CO., 6 Beacon St. 


Boston, Mass. 








“SILVERITE” 
Lamb Wool Soles—Bound and Cord Ed 
Write for our new No. 65 Lamb Wool lee — 
“A Service bie Shoe Fini Send for our com-— 
Em. 


plete ey 








D. W. COULTAS CO. 
Manufacturers 
RHINESTONE BUCKLES 


Big Demand 
WRITE FOR SAMPLES 


PROVIDENCE - - - R. I. 








orrerk FREE USE 


Of Shoe Cuts, Covers, Borders, Etc., for 
your Booklet, Catalog or Folder, if you place 
3 the printing with us; or we will sell shoe elec- 
“= tros at $1.25 each. 
SEND FOR FULL PARTICULARS 
N. H. GROVER CO., R 63, 161 Summer St., Boston 
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Detroit Retail Shoe Dealers’ Asso- 
ciation: 

President, Clyde K. Taylor, vice- 
president and ‘general manager, the 


Lindke Shoe Company; vice-president, 
James Ertell, Ertell & Butler; secre- 
tary, S. J. Rackham, Thos. T. Jackson, 
Inc.; assistant secretary, W. S. Dowler, 
manager men’s department, Lindke 
Shoe Company; treasurer, Otto Brey, 
Jr.; directors, J. E. Wilson, Walk-Over 
Stores; Thos. Jefferies, Crowley Milner 
Company; Ed. Stocker, Steven J. Jay, 
R. H. Fyfe & Co. 

A dinner and smoker in connection 
with the meeting was held at the 
Board of Commerce. Nicholas J. 
Schorn, of the Carl E. Schmidt Com- 
pany, gave a very interesting and in- 
structive talk on raw materials and 
tanning which was thoroughly enjoyed 
by all present. Before the close of the 
meeting Clyde K. Taylor promised that 
he would use every effort at his com- 
mand to make the meetings during the 
coming year enjoyable. His first 
effort, however, would be to extend the 
membership and influence of the organi- 
zation. The Detroit Association has 
invited the Michigan State Association 
to hold the annual convention in 
Detroit, but the matter has not yet 
been decided. 





C. K. Taylor on Better Business 
Bureau 


Clyde K. Taylor, vice-president and 
general manager, The Lindke Shoe 
Company, was appointed to fill the 
vacancy on the Better Business Bureau, 
representing the shoe merchants of 
Detroit, made vacant by the resigna- 
tion of A. O. Day, general manager 
R. H. Fyfe & Co., who having served 
two years, felt that he had given as 
much of his time as he could spare to 
that activity. Thomas Jefferies, Crow- 
ley Milner Company, was reappointed 
as a director. 


Men’s Department Improved 


S. L. Bird & Son’s men’s shoe depart- 


ment has been renovated and the 
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fixtures rearranged and new show cases 
added. The new arrangement permits 
daylight to penetrate to every part of 
the department, where formerly artifi- 
cial light had to be used at many of 
the fitting stations. Three wall cases 
have been placed at the elevator en- 
trances and others along the front wall, 
giving the department a greater area 
of display as well as beautifying it 
considerably. The columns have been 
squared with handsome mirrors. The 
general effect of the department has 
been greatly improved, a more open 
effect being secured. 

MeNeil to Have Men’s 
Department 


Thayer 


Thayer McNeil Company will im- 
mediately enlarge their selling space 
and install a men’s department, for 
which Frank J. Casey, manager of the 
Detroit store, expects big things. The 
new department will be opened as soon 
as the alterations can be completed, the 
merchandise having already been pur- 
chased. 


Chisholm Store to Be 
Opened 
Another Chisholm’s Bilt-Well store 
will be opened in Detroit during the 
coming Summer. The new store will be 
located in the heart of the business 
district on Woodward Avenue. 


Another 


New Men’s Store Opens 


“Brothers is Detroit’s newest store 
for men.” Such is the opening an- 
nouncement of a store selling shoes and 
clothing at 2035 Woodward Avenue, 
“ust above the Park.’’ The new store 
handles lines at $6, $7 and $8. The 
“Recorder” says “Good Luck.” 


Bowling League Holds Banquet 


The R. H. Fyfe & Co. bowling league 
held their third annual banquet at 
which the winning captains and high- 
score men received medals. S. J. Jay 
was toastmaster. Revel ran high with 
confetti and paper caps adding to the 
colorful occasion. 


Salt Lake City 


SPRING SHOES LATE 


Time to Sell Has Arrived, but Foot- 
wear Has Not 


Business in Salt Lake City is good, 
according to most of the dealers. The 
only difficulty seems to be that while 
Spring has come to this section a month 
earlier than usual Spring merchandise 
is a month late. Conditions existing 


last Fall prevented so many from 
ordering their Spring shoes, but all 
would have been well had the weather 
conditions of February and_ early 
March been seasonable and not such 
as to persuade people that it was time 
to think of Spring. There is a slump 
in work shoes, owing to the conditions 
which prevail in the industrial field. 
Many plants are practically closed. On 
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the whole business is as good if not 


better than it was a year ago. 


Low Cuts Sell Best. 


Oxfords and pumps with straps are 
still in great demand among women 
buyers. There is hardly any demand 
for high top shoes. Men’s oxfords are 
gaining in popularity. Mr. Thorup of 
the Z.C. M. I. said his company is 
selling oxfords to 25 per cent of the 
men buyers in their retail department. 


Prices Generally Stable 


Prices remain firm, except in those 


styles of women’s shoes that are de-. 


creasing in popularity. Collections are 
good, customers being able and willing 
to pay for anything that suits their 
taste. There is not the tendency to 
hold out for lower prices that was so 
noticeable a month or six weeks ago. 
No one is buying heavy now, according 
to leading dealers, but a_ traveling 


New 


SALES AHEAD OF LAST YEAR 


Business Is Best in Medium Grade 
Lines 


Brighter weather and the approach 
of Easter is giving the local retail shoe 
business a decided impetus. More 
retail merchants are reporting that 
present sales are running ahead of last 
year in money value, which, based on 
the lower. price schedule, means that 
a much larger volume of shoes is being 
bought by the public this year than 
Jast year. 

Apparently business is best in the 
medium lines. In the process of 
readjustment the working classes and 
the so-called wealthy, whose income is 
derived largely from stocks, bonds and 
business ventures, have had their pur- 
chasing power curtailed to some extent. 
This is reflected in all retail business 
and particularly in shoes, according to 
local merchants. On the other hand 
the middle classes, largely dependent 
upon salaries which did not advance 
in proportion to wages or business 
profits during the boom period, are in 
a’ much better position so far as avail- 
able money for current spending is 
concerned, and it is mostly this class 
that is keeping the volume of trade 
moving at present. 


Old Customers Return 


A common story that is heard in 
many of the medium and upper grade 
stores in the shopping district is the 
return of customers who had not been 
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man declares that things are beginning 
to literally “‘hum.”’ Buyers in this 
city are more cautious than they have 
been for a long time and show no dis- 
position to “plunge.” 


**Sale Idea’’ Losing Favor 


The sale idea is losing favor again. 
Instead of covering his windows and 
the local newspapers with announce- 
ments of “startling reductions,” the 
Salt Lake City shoe dealer, in most 
cases, is marking down his prices as 
low as he can allow them to go and 


“leaving prospective buyers to judge 


as to the values.which are being 
offered. This is a good sign, as much 
money is believed to have been wasted 
by so much advertising. In the 
opinion of many retailers here it had 
got to a point where the buying public 
no longer heeded the announcements, 
but went to the store that did not 
happen to have a sale as readily as to 
the one that did. 


York 


in shopping establishments for .the 
past year. The manager of the men’s 
shoe department in one of the best 
known specialty shops on Fifth Avenue 
said that in one day he personally 
greeted four old-time customers who 
had not bought a pair of shoes in a 
year or more. This return of the old 
customer is taken as a good sign that 
normality is returning with greater 
speed than many thought possible. 
Another good thing about this feature 
of the present situation is that the old 
customers who are once more in the 
market are volume buyers, having worn 
out their old stock of shoes and requir- 
ing new outfitting completely. This 
is especially true in the men’s shoe 
business and sales of two, three or 
more pairs to one customer are becom- 
ing more frequent than they have 
been for the past eight months. 

This tendency is less marked among 
the women, where style is a more 
essential element in merchandising and 
instilling in the customer the desire to 
buy. According to most retailers here 
the women’s shoe business is strictly a 
style proposition and is expected to 
continue so for some time to come. 
Staples are not wanted and few retailers 
are planning to carry more than a 
mere skeleton stock of these during 
the rest of the year at least. While 
Fall is a long way off in the calculation 
of most merchants, they are beginning 
to shape their general policies for that 
season and in those policies fancy foot- 
wear will play the major part. 
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Children’s Shoes 














IN-STOCK 


Children’s Flexible 
Turns, sizes 1 to 8 


and 
Popular Priced Stitch- 
downs, sizes 5 to 2 


SAMPLES Sent Prepaid 


Goo - Milew Shee Ceo., Inc. 
ROCHESTER, N. Y. 














IN STOCK 
Infants’, Children’s, 
Wensn'sBhese. 


CONSOLIDATED 
SHOE CO. 


212 Essex Street 
Boston, Mass. 
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Miscellaneous 




















BEADING WORKS CO. 


PARISIAN 





4@& WALNUT STS., PHILADELPHIA 


a 








Where to Buy | 


Shoes at Auction 

















HENRY LILLY CO. 


88-90 Reade St. “New York 
AUCTION TRADE SALES 


SHOES AND RUBBERS 


Every Wednesday and Friday 








SYSTEMS IN SHOE 
STORES 


Equipment, Accessories, Specialties; 
what to use and where to 
is a part of “Recorder” service to 


get it, 





merchants. 
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Lawrence Leathers SOsT py Are Reliable Leathers 
anaes: A . 





BROGUE PATENT 


A Novelty—Distinctly Different—A Sales Creator 
ROGUE. PATENT, just originated and placed on the 


market by us—is a novelty of more than passing interest. 


BROGUE PATENT is tanned and finished by the same 
rocess as our famous BLACK DIAMOND, but in a new 


cotch Grain effect. 


It’s the latest—it’s unique—it’s very stylish, and happily 
combines the dressiness of patent leather with the vogue of 
the brogue. 


You should know this novelty. Sample it today! 


A. C. Lawrence Leather Company 
161 South Street, Boston, Mass. 


NEW YORK CHICAGO ST. LOUIS CINCINNATI ROCHESTER PHILADELPHIA 
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Men Like Heavy Low Shoes 


Style is a large feature in men’s 
shoes as well. In the opinion of several 
leading merchants who cater to style, 
heavy low shoes have come to stay as 
an all-year-round proposition. One 
retailer of men’s shoes is ordering double 
soled brogues and oxfords for May 
and June delivery and expects them to 
be good all Summer. He argues that 
many men who purchased such shoes 
late this Winter will wear them well 
into the Summer and will influence 
others to this style. At any rate heavy 
shoes are still selling more freely than 
light weights here. 

Some difference of opinion has arisen 
over the brogue vogue. The strictly 
high class merchants assert that they 
note a trend toward more conservatism 
in men’s footwear, while those catering 
to the medium priced trade say that 
brogues, ball straps, saddle vamps, all 
with punching and pinking, are stronger 
than ever. 


Straps Still Dominant 


In women’s shoes straps are still 
dominant and the efforts to push 
tongued pumps have not been remark- 
ably successful. Straight pumps appear 
to be moving more readily than tongues. 
The trend toward the two-strap mili- 
tary, Cuban or walking heel pump is 
growing stronger. Practically every 
store in town is featuring them. Gimbel 
Brothers displayed a large window of 
such shoes last week, marked from 
$7.75 to $11.75. About the highest 
price on such shoes that has -been 
advertised or featured in window dis- 
plays here is $14, although some of 
the exclusive merchants are getting as 
high as $17.50 for them in bench made 
models. 


Caulfield Bill Again Defeated 


The Caulfield Bili, the object of 
which is to force the marking of shoes 
with the items contained therein other 
than leather, came up again in the 
State Legislature at Albany last week 
and was_ successfully combated as 
usual. Several New York City mer- 
chants, wholesalers and manufacturers 
appeared before the General Laws 
Committee in opposition to the bill. 
According to Percy, Hart, president of 
the Shoe Retailers’ Association of New 
York, Assemblyman Caulfield of Brook- 
lyn, sponsor of the bill which was 
originally introduced some years ago, 
did not intend to introduce it at this 
session, but was forced to do so by 
technicalities. Among the New Yorkers 
who made the trip to Albany were 
Percy Hart, John Slater, Arthur Joseph 
and Harry Rosenthal, merchants; Mr. 
Thayer of the Claflin-Thayer Company 
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and L. Taylor of the Wholesale Shoe 
League, representing the wholesalers, 
and J. L. Posner, manufacturer. The 
Dunn-McCarthy Company of. Auburn 
was represented by Mr. Meadows and 
ex-Lieutenant-Governor Schoeneck rep- 
resented the Nettleton Shoe Company. 
A few merchants from other cities were 
in attendance at the hearing, which 
resulted in the bill being killed in 
committee. 





Nearly 5,000 Pairs Sold in One 
Day 


Wanamaker’s last week cleared 
out close to 5,000 pairs of women’s 
shoes, including oxfords, pumps 
and high shoes, “every line not 
to be-re-ordered this season,” in 
almost a single day’s selling. 
About 125 salespeople were 
massed for the sale, but shortly 
after the opening were unable 
to wait.on the customers, many 
of whom went to the shelves to 
search for their size and the 
desired _ style. As _ originally 
planned, customers were to select 
their styles from shoes on dis- 
play on tables on the shoe floor, 
but the size of the crowd dis- 
arranged.this plan. Later on the 
shoes were taken from the boxes, 
sewed together in pairs and 
heaped on the tables. The sale 
was one of the largest ever staged 
at the Wanamaker store in point 
of the number of customers 
responding. 











- 


New Store for Fifth Avenue 


A new shoe store will be opened on 
Fifth Avenue near 55th Street, about 
April 15, by the Shoecraft Company. 
The new store will be located in the 
quarters now occupied by Burby. 
which will be vacated on March 15. 
The second floor in addition to the 
street floor possibly will be occupied 
by Shoecraft if negotiations are carried 
through. The present store at 17 
West 38th Street will be maintained. 
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The store carries a complete line of 
high grade shoes for women and 
children. 
New Madison Avenue Store 

James Clark, for 17 years with J. & J. 
Slater, and Harry Brown, formerly with 
Slater’s and more recently with Bonwit- 
Teller & Company, have opened a new 
store at the corner of Madison Avenue 
and 57th Street, under the firm name 
of Clark & Brown. The store is de- 
voted exclusively to women’s footwear. 





‘In a Capricious Moment” 


In an effective advertisement last 
week, Franklin, Simon & Company 
featured women’s gray strap pumps 
in a large two column space. “In a 
capricious moment,” réad the ad, 
‘Paris stepped forth shod in gray, and 
though by the lightness of her step 
she seemed to ‘walk on air,’ her caprice 
founded the mode for gray shoes and 
stockings.”’ The store offered exclusive 
strap models in the smart gray shades 
at $11.00. 

Cordovans at $9 

Saks & Company ran a special on 
300 pairs of men’s genuine shell cordo- 
van plain oxfords, “originally $12.50 a 
pair,” at $9.00. 

a 
Returns from Palm Beach 


Joseph H. Emery, president of 
Emery & Beers Company, owners and 
distributors of ‘‘Onyx’’ hosiery, has 
returned to New York after two 
months at Palm Beach. 


Spring Line Ready 
Lax & Abowitz, manufacturers of 
women’s exclusive bench turn footwear, 
17 Smith Street, Brooklyn, have their 
Spring line all ready with many new 
attractive patterns. Mr. Abowitz’s 
reputation as a designer and pattern 
maker is established in the trade. Mr. 
Lax is known as a fitter in a class by 
himself. This growing concern has 
increased its capacity to 300 pairs per 
day and is now making everything from 
street wear to evening wear slippers of 

the latest novelty and design. 


- Providence 


BETTER BUSINESS REPORTED 


Textile Plants Steadily Increasing 
in Operation 

Better business conditions all over 
this section are reported, with textile 
plants and other major lines steadily 
increasing in operations. - However, 
price cuts during the last half of 1920 
were so drastic that local manufactur- 


ers and merchants have been left dazed 
and caution still prevails. Nevertheless- 
these same merchants are optimistic 
and believe that a year of big business is 
ahead of them. 


Gray and Light Tan Popular Colors © 


A glance at the various well-ar- ~ 


ranged windows shows that the local — 


' 
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This is the Line You Have Heard About 








‘“‘Lo-Price”’ 








Women’s Shoes Exclusively 


Low Heeled Welts 
High Heeled Flexible McKays 


The LAPE & ADLER CO. 


Herbert N. Lape Milton Adler 
The New Company Columbus, O. 


Young in Name 
Old in Experience 
20 Years Making Shoes 


Herbert N. Lape | Milton Adler 


Over 20 years with the Julian & Over 20 years with the Julian & 
Kokenge Company as sales mana- Kokenge Company as vice-presi- 
ger and style originator. Mr. dent. An executive and shoe 
Lape will be responsible for Style man of National Reputation. 

in L. & A. Shoes. 








I We know howto make women’s fine shoes 
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The Most Modern 
Shoe Factory Ever 


Constructed... . 


Recently Completed 





Now Operating 

Full Size 65 x 182 1-2 feet 
6 Stories and Basement 
Daily Capacity 400 Pairs 











Every facility for the 
production of fine shoes 
at reasonable prices. 


means the latest Thought in Fashion and 
Beauty. Means shoes so full of “pep’’ and 
“looks”’ that the girls and women will be 
“crazy about ’em.”’ ° 


“Hi-Style”’ 








This is the Age of Style Even in Medium Priced Footwear 


99 means not “cheap” shoes in the ordinary 
sense, but fairly priced, full of style and 
money’s worth in every pair sold. . 


‘“‘Lo-Price 








Shoe Buyers Are Now Looking and Buying 
You Need a Line Like This—Better Act Quickly 





WRITE OR WIRE 


THE LAPE & ADLER CO. 


COLUMBUS, O. 
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A tworbutton,one-strap Droque 
Ramp that has proved a.great hit 
from the time of its ftrst show 
ing at Milwasakee. Rurticalaely 

pala in Russia Calf’ Grey-or 
hh be Nisbuck.. Can be made 


on order within JO days~ 





MOORE- AIAFER 
°WHIOE ° MFG °CO° 
BROCKPORT. N.Y. U.4A. 


NEW YORK OFFICE: GOB MARBRIDGE BLOG., BROADWAY AT 34%> ST. 
JACK E. JESTER, MGR 
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merchants are more than ready to meet 
the demands of the season. Some 
merchants lay particular stress upon 
the popularity of gray as the leading 
color of women’s footwear for Spring, 
while others believe the new light tan 
color now being shown will be a big 
winner. Patent leather is also being 
shown in some stores to good ad- 
vantage. 


Children’s Shoe Week Held 


Children’s new Spring styles in com- 
fortable, dressy and very serviceable 
shoes and pumps of the highest grade 
quality were being offered here during 
“Children’s Week,’’ March 7 to 12, at 
prices much lower than the same 
grades cost last year. The styles shown 
were Russia calf and gun metal oxfords, 
patent colt ankle strap pumps, button 
and lace shoes in plain and two tone 
colors. Sales were heavy during the 
‘week. 

Outlet Employes Hold Annual 
Meeting 

The annual meeting of the Outlet 
Employes’ Beneficial Association was 
held Wednesday evening, March 2, at 
the recreation rooms of the store. Mrs. 
Mabelle A.C. Frazee, who is the educa- 
tional director at this largest Providence 
store,was elected president, with Charles 
Marx as vice-president; J. H. Ham- 
burger, treasurer; Mary Lennon, sec- 
retary. The board of directors includes 
Colonel Joseph Samuels, Leon Samuels, 
Samuel Steiner, Jarvis D. Adams, Mary 
Tully, William P. Steiner and Sol 
‘Cohen. 


Army Shoes at $3.49 


A special sale of men’s black and tan 
regulation army and navy shoes is being 
offered at the Modern shoe store while 
they last at $3.49. Every pair is of 
genuine U. S. army government stand- 
ard with single or double Goodyear welt 
soles, in either Munson or Cadet last. 


Monroe Back on the Job 


William W. Monroe, secretary of the 
Rhode Island Shoe Dealers’ Association, 
who was absent from the recent con- 
vention of the association held here 
March lst, is back on the job, after 
spending two weeks with O. Fisher, 
manager of the Regal, Syracuse, N.Y., 
store. 


Shoe Store Style Show 


A snappy style show, with runway 
and six living models, featuring Easter 
shoe styles, opened Tuesday afternoon 
at 2:30 at the retail store of Thomas F. 
Pierce & Son, and continued for two 
days. The store was artistically ar- 
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ranged. Long before the opening hour 
the crowd began to arrive. The style 
show had been well advertised in the 
daily papers. This was one of the big- 
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gest events which has been held in 
Providence shoedom for many a day, 
and resulted in promoting early Spring 
buying. 


Brockton 


BROCKTON SALESMEN 
SHOW NEW SAMPLES 


The continued popularity of dark 
calf, kid and side leathers has prompted 
shoe manufacturers to get out some 
new styles in these leathers. Salesmen 
are reporting orders in the new lines 
which are altogether encouraging. Not- 
withstanding that the greater bulk of 
business being placed is for immediate 
shipment there is noticeable tendency 
on the part of dealers to look ahead 
and plan to cover themselves on Fall 
shoe requirements. Large numbers of 
the Brockton salesmen left for their 
territories this week on the regular 
Spring trip. Others will go a little later, 
but the big bulk of the Brockton men 
are already on their way. 


Motor Trucks’‘Aid Deliveries 


Brockton shoe firms are finding the 
motor trucks a great time and money 
saver in getting the factory products to 
market. Delays in shipping are being 
thereby overcome and the expectant 
shoe merchant finds he has the goods 
on his floor days earlier than would 
otherwise be possible. Factory man- 
agers are putting themselves out to give 
service these days and motor trucks 
have been found the “‘big lift’? needed 
to comply with the customer’s “rush 
shipment” request. 


Annual Conference of Churchill and 
Alden Sales Force 


The selling staff of the Churchill and 
Alden Company, makers of the “Ral- 
ston” heaJth shoe, got together re- 
cently with managers of various de- 
partments and many matters of im- 
portance. were carefully thrashed out. 
A full attendance was reported and the 
days taken for the meeting were profit- 
ably spent. 


Brockton Rand Company’s Sample 
Card 


The Brockton Rand Company re- 
cently issued an attractive sample card 
of ‘Barbour’? products carrying six 
samples of welting, including Barbour 
grooved endless welting for men’s shoes, 
a lighter sample of grooved welting for 
women’s shoes, Barbour reverse welting 
for men’s reverse welt shoes, Barbour 
cord welting for cord welt shoes, Bar- 
bour McKay welting for McKays, 


and Barbour stitchdown welting for 
sandals or stitchdowns. With the in- 
creasing desire upon the part of the 
trade to know the component parts of 
the shoes offered customers, welting is 
coming in for .its deserved share of 
attention. 


Brockton’s New Shoe Store 


Joseph E. Feely, long identified with 
the retail shoe trade of this city, has 
opened “‘second floor’ shoe parlors for 
the sale of shoes ‘‘Made in Brockton” 
and thereabouts. He will specialize in 
women’s shoes and his sources of sup- 
ply will be numerous as_ Brockton 
shoe men have been getting into the 
“‘women’s game’”’ and turning out some 
most creditable specimens of footwear. 
It was reported recently that “the door 
of opportunity is flung wide open to 
Brockton for a Jarge future, because of 
the rapidly developing business on 
women’s shoes. This district is now 
making the very latest effects in strap 
styles and high heel effects. The for- 
ward march that is being maintained 
is revealed in an unmistakable way in 
the shoe pattern plants. 


Straws Show How the Wind Blows 


A year ago the month of February 
records for shoe shipments from Brock- 
ton showed 30,292 cases sent out. This 
year February, the records show 48,930 
cases. The record is suggestive to all 
whose weather eye is accustomed to 
gauge conditions by significant signs. 


**Korrect Shape’’ News 


Volume one, edition two of this 
latest journalistic product ‘“‘Made in 
Brockton” is now going out from the 
factory of Field and Flint whose ad- 
vertising manager, Troland Cleare, is 
responsible for the unique idea of a 
regular news sheet to get across to 
the trade information relating to the 
activities of this large organization. 


Contrary to what might be expected, — 


all space is not utilized in telling the 
good points of ““Korrect Shape” shoes. 
There is much that is informative re- 
lating to trade in general, items on 
finance, funny sayings, and a liberal 
sized cartoons, by F. Fox, entitled “the 
office boy’s revenge.” The editor calls 


it “a give and take paper” and invites ~ 


contributions which readers feel will 
interest “‘the other fellow.” 
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QUALITY WITHOUT QUALIFICATION 























No. 125114—Highest Grade, Full Grain, Russia Calf Ox- 
ford, Spring Step Rubber Heel, Sole Leather Heel Base, 
Sole Leather Counters, Oak Inner and Outer Soles. Top 
grade material used in every part. A, B, C, D, 5 to p. at 


No. os toc Oxford. Same construction as above- 
A, B, C, D, $4.10 





No. 243213 a AE pn Brogue Bal, Series Seep 
Rubber Heel with Sole Leather Base, Heavy Sol 

Counter, Slip Soe, Ps Grade Oak Outer and Inner 
Soles. A, B, C, D $6.30 
No. 233213 es gge het Russia Brogue Bal. Construc- 
tion same as above. A, B, C, D, 5 to ll $5.00 


No. 246213 RD—Norwegian Brogue Oxford, Slip Sole, 
Spring Step Rubber Heel with Sole Leather Base, Sole 
Leather Counters. A, B,C, D,5toll............ "$5.85 


No. 236213 RD—Boarded Russia Brogue Oxford. Con- 
struction same as above. A, B,C, D,5toll....... $4.70 


Spring 
Heel 


Showing correct breasting angle 


Solid Leather Shoes for Solid Service ar 


Nine times out of ten it’s THE WEAR service that your cus- Ghvidng poor tein vf betdet 
tomer receives which brings him back to your store for his 


next pair of shoes. SPRING STEP STYLE 


In Pennington-Crowell you can offer him footwear sure to 
The receding breast of the SPRING STEP 
make good because made so good. Heel—shown in the first illustration—is a rea 
innovation in eel making. 
They are “all leather” shoes of maximum quality in ma- Shoes carrying these heels have that stylish, 


] 
terial and workmanship. The finest shoe in the world upon Popul — bronat trim, oe 


which to build a permanent, satisfied, profitable trade. breasted in this way, but require the unat- 
tractive vertical or “plug” trim. 


MADE TO ORDER IN THREE WEEKS Have YOUR shoes SPRING STEP heeled. 


PENNINGTON-CROWELL SHOE COMPANY 


Quality Manufacturers of Men’s Fine Welts MANCHESTER, N. H. 
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Charles Ellis Stone Dies 


Charles Ellis Stone, aged 78, a re- 
tired manufacturer of shoe stays and a 
member of the Brockton common 
council 1883 to 1884, died March 10th, 
at the home of his daughter. He was a 
veteran of the Civil War and a member 
of the Stoughton Post, G. A: R., from 
which town he enlisted for service. 


An Error in Advertising 


In the Old Colony Shoe Com- 
pany’s ad in the issue of March 5 
of the ‘‘Boot and Shoe Recorder’’ 
it was stated that the shoes pic- 
tured on this page are made of the 
**finest Cordovan calf,’’ whereas it 
should have read “‘the shoes pic- 
tured on this page are made of the 
finest grain Scotch calf.”’ 


Now With Conrad Shoe Co. 


Frank Quigley, formerly of the sales 
force of Thompson Bros. Shoe Co. of 
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Brockton, Mass., has now severed his 
relations with that concern and is 
associated with the Conrad Shoe Com- 
pany, having been recently elected 
president of that corporation, and in 
addition to this he will sell the Conrad 
shoes in his old territory. Mr. Quigley 
has established quite a reputation while 
with Thompson Bros. and is very 
popular among his trade and antici- 
pates making a trip, during the course 
of the next few days. 

J. P. Smith is now the vice-president 
of the Conrad Shoe Company and he 
will be remembered as being the 
Southern salesman of the Hurley Shoe 
Company of Rockland, Mass. Further- 
more, he intends to carry the Hurley 
line in addition to the Conrad Shoe 
Company line. 

Gould Tucker of Avon, Mass., who 
for several years has been a well-known 
executive in the shoe trade, is the 
treasurer and it is he who will handle 
all the general details of the factory. 


Lynchburg 


SALESMEN TO MEET 


Road Men to Discuss Policies of 
Factory 


Craddock-Terry salesmen, between 
75 and 100 strong, will assemble in 
Lynchburg the week of March 21 to 26 
to get acquainted with the lines for the 
Fall and Winter of 1921-22. They will 
leave for the road at the end of the 
week. John W. Craddock, president 
of the Craddock-Terry factories, and 
President McElroy, of the McElroy- 
Sloan factories, will meet with the men 
to discuss the sales policies for the 
coming season. One feature of the 
week will be a luncheon to be given the 
salesmen at the Virginian Hotel. 


Spring Trade Begins 


New Spring styles for the women 
have come in with a rush, the retail 


shoe men report. Almost every shoe 
store in the city has decorated its 
windows with Spring shoes _ before 
backgrounds of Spring colors and they 
are reporting that these displays are 
drawing business. 


Brogue Demand Strong 


“We can’t supply the demand for 
brogue oxfords for women,” said 
Charles B. Easley, of the George De- 
Witt Company, which has a wholesale 
trade all over the south. According to 
Mr. Easley, orders for shoes of this 
type have been piling up and the sale 
of them promises to continue on 
through the Summer. High grade slip- 
pers, especially turns, continue to be in 
great demand, Mr. Easley said. But 
he reports that the business in high top 
shoes for women has dropped off to 
almost nothing. 


Cincinnati 


TRADE GENERALLY GOOD 


Novelties Sell Well—Staples Being 
Carried Over 


Spring-like weather during the pre- 
Easter season has stimulated business 
at the local shoe stores to such a degree 
that. the ‘records for the first part of 
March show aggregate sales exceeding 
those for the corresponding period of 
last year. This general - condition 


among the retail merchants here has a 
special significance in view of the fact 
that prices are lower, and consequently 
more pairs must be sold. Business on 
the whole has been very steady at those 
stores and.departments selling women’s 


. footwear, while in the case of men’s 


shoes, sales have been seen to pick only 
during the past week. The bulk of the 
business in women’s shoes has been in 
pumps and oxfords.. Ankle straps and 



















































their various modifications were strong — 
the first few weeks of the year, while a 
galaxy of instep strap effects have been 
predominant during the past few weeks. 
The uniformly mild Winter that Cin- 
cinnati has had made practically im- 
possible the sale of high shoes, and while 
the medium and low grades were vir- 
tually cleaned out during the clearance 
sale period, local merchents still have 
on their shelves appreciable stocks of 
staples which they deem worthy of 
carrying over. 


Factory Conditions Steadily 
Improving 


The urgency in the demand for a 
variety of styles and rapidity of de- 
livery has never been so pronounced 
as at the present at the local shoe fac- 
tories. Orders booked for delivery 
prior to Easter were practically all of 
such a nature as to retard production. 
Considerable improvement, however, 
is being noticed. The evolution in 
styles and patterns is not so drastic. 
Fewer orders, calling for such finishing 
touches as French braiding (which is 
done by hand on the better grades of 
shoes), are being’ booked. The new 
samples are being built with production 
taken into consideration in order that 
the fine quality of workmanship which 
is characteristic of this market may be 
maintained. The local factories are 
gradually getting back to their normal 
output capacity. Another good sign 
is the receipt of an increasing number of 
orders for shoes of a more staple nature, 
such as two-strap low heel welts. The — 
local manufacturers are gratified over 
the steadily improving conditions in 
the shoe industry at large. 


Early Demand for Sport Shoes 4 
Expected 


George R. Vollman, sales manager of Z 
the Helming-McKenzie Shoe Company, ~ 
states that they are receiving requests — 
daily for earlier deliveries on shoes ¥ 
originally booked for May and June. ¥ 
He adds that the early Spring season is 
going to bring about a very large de- * 
mand for sport footwear for Summer. § 
This company is showing a two-tone ¥ 
panel oxford with a Louis heel which, 7 
according to Mr. Vollman, is taking 
well. ‘ 


Staple Novelties Are the Latest ¥ 


The Homan-Hughes Company is ~ 
putting out a brown calf strap pump, | 
cut-out strap with a 14-8 heel, Though 
of a staple design, this shoe,at the same™ 
time satisfies the demand for straps § 
and, according to James Hughes of th . 
company, has been a most popular ¥ 
seller. 5 
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Sachs Shoe Manufacturing Com- 
pany Sold Up to May 15 


The Sachs Shoe Manufacturing Com- 
pany reports a splendid season in sport 


shoes. This company is sold up to 
May 15. 
Novelty Spats Predicted for Fall 


The Vogue Novelty Company of this 
city is now showing a new line of spats 
for Fall called French spats. The 
demand for these new spats has made it 
necessary for this company to enlarge 
its capacity 50 per cent. Pete Levy, 
an old shoe man, having studied the 
shoe game from the spat angle, pre- 
dicts an unusual demand for spats for 
early Fall. He looks with special favor 
upon novelty spats for the coming 
season. E. M. Valentine, the other 
partner in this company, recently re- 
turned from the East. He _ finds 
prospects for Spring and Fall most 
promising. 





A St. Patrick Window 


The Bostonian Shoe Store on 
Vine Street carried a very timely 
window trim last week in honor 
of Saint Patrick’s Day. A hand- 
some harp was placed in the cen- 
ter of the window. Irish green 
plush was draped over the shoe 
stands, and only a few pairs of 
the latest styles in men’s shoes 
were displayed. The color scheme 
of gold and green was pleasing. 











Leather Company Moves 


The George W. Newman Leather 
Company of this city has moved from 
621 Main Street to 803 Sycamore. The 
new location affords more than twice 
as much space. Mr. Newman was in 
St. Louis all of last week. He finds 
that market in a very good condition. 





H. N. Lape Returns from East 


H. N. Lape of the Julian & Kokenge 
Company has spent the past week in 
the East making a study of general 
conditions. 


Henry A. Meyer Visits Cincinnati 


Henry A. Meyer of Chicago was a 
visitor in the city last week. 


W. S. Muehlenkamp Iil 


W.S. Muehlenkamp, secretary of the 
Sachs Shoe Manufacturing Company, 
has been absent from his desk during 
the past two weeks due to illness. 
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Insurance Policies ‘‘Going Big”’ 


Henry Hagemann, secretary of the 
Shoe Dealers’ National Underwriters, 
reports that he has received on an 
average of one policy a day since the 
llth annual convention of the Ohio 
Valley Retail Shoe Dealers’ Association. 
Last year the Shoe Dealers’ National 
Underwriters declared a dividend equal 
to 25 per cent of the annual premium, 
the same being returned to the policy 
holders. 
and Leather Club to 

Buffet 

There was an unprecedented attend- 
ance at the last regular meeting of the 
Shoe and Leather Club-of Cincinnati— 
the first under the newly elected ad- 
ministration. Definite steps were taken 
toward the establishment of a buffet 
kitchen and it was characteristic of 
President Dickerson that, no sooner 
was the idea broached, than he had 
put across a plan for individual sub- 
scriptions to finance the scheme. Fif- 
hundred dollars was_ pledged 
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faster than the secretary could record 

the subscriptions and committees were 

appointed to canvass for the remainder. 

The total needed is $3,000. 

Orders Placed with Helming-Mc- 
Kenzie 


Dave Solomon, who has recently 
opened two shoe departments, one at 
3141 Logan Boulevard and the other at 
1236 Milwaukee Avenue in Chicago, 
paid a visit last week to his friend, 
George R. Vollman, secretary of the 
Helming-McKenzie Shoe Company, 
Cincinnati, with whom he placed quite 
a substantial order. William T. Morris, 
shoe buyer for, The Fair Company, 
Chicago, IIl., also visited Cincinnati 
and placed quite an order with the 
Heiming - McKenzie Shoe Company. 
These shoes are made according to 
Mr. Morris’s own specifications and he 
states that his firm is doing a phe- 
nomenal business on this line. He 
further says that they are selling more 
of these shoes than ever, finding them 
profitable. 


Charleston 


NEW STORE PLANNED 


Globe Shoe Company to Open 


Within a Month 


Another new shoe store will soon be 
given the people of this city. One of 
the large store buildings on lower King 
Street, near the famous and popular 
“Bend,” is being remodeled for occu- 
pancy by the Globe Shoe Company. 
This new concern has just been char- 
tered under the laws of this State, with 
an initial capital of $20,000. The 
officers of the company are Morris 
Ellison, president; Charles Ellison, vice- 
president, and Moe Ellison, secretary 
and treasurer. Attorney Isidor A. 


Monash is solicitor for the firm. The 
Ellisons have been engaged in the 
shoe business for several years. They 
now operate two stores on upper King 
Street. The new downtown store will 
be the equal of any in the city from 
the standpoint of equipment. It is 
expected that it will be opened for 
business within the next 30 days. 


Edmonds’ Line Added 
Jas: F. Condon & Sons have recently 
added a new line of shoes to their 
already varied stock. The latest addi- 
tion is the ‘“‘Foot-Fitter” shoe, manu- 
factured by the Edmonds Shoe Com- 
pany. 


Boston 


SPRING BUYING IS ON 


Survey of Shoe Stores Shows Much 
Style Footwear Sold 


With Easter only one week away, the 
weather warm, and the shoe store 
windows fairly. scintillating with the 
advance Spring models it is not strange 
that the public almost with one accord 
became intensely interested about a 
week ago in the new, beautiful footwear 
creations presented. Last Saturday 
marked the first big rush—retail shoe 
merchants and their salespeople did a 
big business—Mondays and Tuesdays 


were big days, and so it has continued— 
with a prospect of a bigger business next 
week for those who always wait until 
the last minute before buying their 
Easter footwear. Price, with the 
women especially, seems to be -no 
object, if the merchandise wanted can 
be obtained. Novelty patterns are 
arriving in small numbers—sometimes 
only a few dozens at a time—and often 
these few dozens are all that can be 
obtained in a certain pattern. As one 
retail shoe merchant remarked the 
other day, “In women’s fine millinery 
there are not over 10 on any one 
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THE WHITE SHOE 
FABRIC EXCEPTIONAL | 


Shoes made of BRIGHTEX or 
BEECHTEX satisfy because of their 
beauty and softness, their lasting 
shapeliness and unusual long life 
even under the stress of constant | 
cleaning. 


THE PRESENT DEMAND IS 
AN ASSURANCE OF THEIR 
CONTINUED POPULARITY 


We caution against cleaners containing 
oxalic acid, as nothing will prevent such 


cleaners from affecting strength of fabric. 


J. EINSTEIN, Ine. 


9 Spruce Street - New York City 


BOSTON ST. LOUIS MONTREAL, CAN. BUENOS AIRES, ARG. 
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(STAPLES ARE ALWAYS GOOD SELLERS | 


IN STOCK FOR IMMEDIATE DELIVERY 


VICI KID BALLET 
Child’s, 844-11. 
Misses’, 1114-2. 
Growing Girls’ 





White Canvas in all 
up-to-date styles 

















-$1.4) 
1. 1.45 
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Cabretta Comfort Blu. 

Oxford, 7-8 Rubber 

Heel, Cushion Sock. 
$2.50 


HAVERHILL (Dept. 10) 





MARY JANE 
al. $1.75 ONE-STRAP Terms 2% 10 days; net 30 
Whit Caan as. 2:38 @ 7-8 Heel. $1.75 1% extracheck withorder 
Also Two-Strap. SF ed 1.80 
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The Latest Styles 


REQUIRE 





various adaptations are found in 
the best accepted vogue, both in 
France and America. 


We supply widths for all styles. 


EVERLASTIK, Inc. 


52 Chauncy St., Boston 
395 Broadway, New York 


ee TTT eT elniniiiiitel eM eT TT eniinniiiirenii ty 























FULL BROGUE CORDOVAN 
BAL WITH RUBBER DOUB- 
LER, ON THE HAGUE LAST. 


POOLE & JOHNSTON 


MANUFACTURERS 


BROCKTON , MASS 
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Misses’, 1134-2. . 
Growing Girls’ 
24-6 










BAY STATE SLIPPER CO. 
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pattern, so why should we have over 
60 on any one pattern in women’s 
novelty footwear?” 


Straps for Women 


Straps in women’s shoes, both in 
welts and turns, are the biggest sellers— 
there are one straps in the various 
types of heels and two straps; also, 
theré are the shoes with the waist and 
instep straps, as well as the ankle strap, 
and the cross straps. There is the 
suede shoe in a welt, with the new 
14-8 Junior heel, and all the earmarks 
of a turn shoe. There is the No. 4 tan 
shade in a Russia calf, or Norwegian 
grain with ball straps, well perforated, 
a Cuban heel and carrying the ever 
popular strap with buttons or buckles, 
the former being in the lead. In suede 
colors, there is the gray in two or 
three shades, one of the most popular 
being what is known as “almond gray.” 
There, are two or three shades of 
brown, and the soft, velvety black. 
Shoes contain many combination effects 
such as perhaps a light gray, piped with 
black patent leather or brown leather, 
two tones of brown, a black suede with 
black calf trimmings in medallion 
effect on strap and around the top of 
shoe. Some blue and gold brocaded 
evening shoes were featured in one 
window. It is needless to say that 
they also carried straps. 


Popular Findings 


The demand for strap shoes makes 
a good sale for straps, only. Findings 
departments of retail shoe stores report 
that they are doing a big business on 
this item. These are carried by almost 
all the shoe stores in a wide assortment 
of leathers and fabrics—some were 
noted recently made entirely of beads 
and in beaded effects. Thus for $2.50, 
a few dollars extra, a woman economi- 
cally inclined may take her last year’s 
plain pumps and decorate them in an 
“up-to-the-minute” style in latest mode. 


Men’s Shoes Snappy 


Men’s models are likewise showing 
“speed.”” There has not been so 
much real style put into masculine 
creations since before the World War. 
Several shades‘of browns are shown in 
calf and some in kid. There are per- 
forations galore, apron effects and saddle 
straps. Blind eyelets are widely shown. 
Many sport shoes appear in white, 
with aprons of medium shade tan, 
mahogany and black. 


Children’s Styles 


_ The children are by no means for- 
gotten in the Easter style showings. 


Mothers’ and fathers’ shoes are dupli- ‘ 


cated in fashion’s delineations to as 


U 
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great an extent as the growing feet of 
the little folks will permit. Among 
the leathers shown, the new medium 
shade of tan is a favorite. 


RETAIL SALESMEN MEET 


At Hotel Seville—Frank Speare 
Gives. Inspirational Message 


The Boston Retail Shoe Salesmen 
met on Monday night last at Hotel 
Seville and after a very fine dinner 
and musical numbers by Frank Eck- 
lund, a former Lew Dockstader minstrel, 
listened to one of the most inspirational 
messages that has ever been given to 
the association. A review of the 
speakers of this wideawake group of 
retail shoe salesmen contains the names 
of the very best educators in the coun- 
try, and the talk of Frank Palmer 
Speare, president of the Northeastern 
College of the Y. M. C. A., will go 
down into the records as second to 
none. Mr. Speare made several refer- 
ences to the sentiment contained on the 
22x 28 card which President Thayer 
had placed in a conspicuous position on 
the table. This card, printed in black 
and red, said: ‘‘Salesmen’s Association— 
Watchword—Service Campaign to ‘Get 
More Shoes Sold Right’—Shod with 
Efficiency—Our Creed: Loyalty, Truth, 
Honesty, Efficiency, Reliability, Punc- 
tuality, Honor and Integrity.” 

Mr. Speare stated that the greatest 
profession in the world is the profession 
of business, and proved by the citing 
of many instances of real help extended 
by him through the Northeastern Col- 
lege, that he is really an apostle of the 
employed man. The Northeastern 
College was started by Mr. Speare as a 
University for employed men some 25 
years ago; he began with “no money, 
no traditions and no encouragement, 
two boxes of chalk and four erasers.” 
There are today many thousands of 
students in the Northeastern College on 
Boylston Street and in seven other 
New England cities. 

Among the guests present was 
Clarence Brown of Rutland, Vt., mem- 
ber of the Vermont Shoe Retailers’ 
Association. 





FREEMAN WASHBURN DEAD 


Well-Known Leather Man, Presi- 
dent of Washburn-Skilton Co. 


Freeman Rice Washburn passed 
away at his home, 1086 Commonwealth 
Avenue, on Friday, March 11, after a 
brief illness of pneumonia. He was 
born in Boston on March 2, 1849. 
When he was about 20 years of age he 


‘became connected with N. W. Rice, 


hide dealers, who at that time had their 
own fleet of steamers running between 
Boston and Buenos Aires bringing up 
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hides. In this business Mr. Washburn 
became thoroughly familiar with dry 
hides from all parts of the world, and 
was considered an expert in this line. 
He spent a few years in St. Louis in the 
domestic hide business, which gave 
him a general experience in the green 
salted hide market. He later became 
associated with C. J. Southwick & Co., 
and continued with this firm until after 
the death of Mr. Southwick, at which 
time he went into business for himself. 

The firm of Washburn & Puffer was 
succeeded by the present firm, Wash- 
burn-Skilton Company, in 1914, at 
which time Mr. Washburn became 
president. 


Member of Many Clubs 


He was a member of the Boston 
Boot and Shoe Club, the Shoe Trades’ 
Club, the Boston City Club and the 
Field and Forest Club; he was also a 
32d degree Mason, being a member of 
the Columbian Lodge of Boston. St. 
Paul’s Chapter, Boston, the Boston 
Commandery and the Aleppo Temple. 

His funeral services were held at 
Waterman’s Chapel at Brookline on 
Monday, March 14, at which a great 
many of his friends in the hide and 
leather business attended. The burial 
was at Forest Hills Cemetery. 

He is survived by his widow, Mrs. 
Annie T. Washburn, formerly of Ma- 
chias, Maine. 


FROM BOSTON TO PORTLAND 


S. J. Gaffney Takes Charge of Big 
Shoe Department 


S. J. Gaffney, formerly assistant to 
F. Small, manager of the shoe depart- 
ment of the Gilchrist Company. and a 
member of the Round Tabie Group of 
the Boston Retail Shoe Salesmen’s 
Institute, has recently assumed full 
charge of the shoe department of the 
biggest dry goods store in Portland, 
Maine, that of Porteous, Mitchell & 
Braun Company. 

Mr. Gaffney states that he feels that 
the lessons in retail scientific salesman- 
ship which he learned at the Round 
Table have been largely responsible for 
his being able to fill the position of shoe 
department manager. 

Mr. Gaffney is the.first man who has 
graduated from the Round Table 
Group as manager of a shoe depart- 
ment in an out-of-town location, al- 
though James H. Creed, the winner of 
the first prize for the best thesis on 
“The Ideal Practical Salesman,’ has 
been promoted from salesman. to 
manager of the second floor of the 
Thayer McNeil Company and Henry 
Dahl of the Round Table Group has 
been promoted from salesman to mana- 


ger of the children’s department of the — : 
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ALIFETIME OF 
SHOEMAKING 
EXPERIENCE 


HARNEY, TRACY, CREHAN CO. 


FACTORY * 589 ESSEX ST., LYNN, MASS. 
BOSTON OFFICE: 10 HIGH STREET. 











A REAL INDIAN MOCCASIN 


No stitching touches the foot. 
Flexible sole. Plenty of room. 
Wonderful house and play shoe 
for Infants and Growing Chil- 
dren. Made in Smoked, 
Tan and Dark Brown. 


PRICE VERY ATTRACTIVE. 


Inquiries prompily answered. 


COLLYER MOCCASIN CO. 


245 Burrill Street - - Swampscott, Mass. 















LEACH 


SHOES 
JOBBERS ONLY—— 


Misses’, Children’s and Infants’ 
medium priced turn shoes in all 
leathers and combinations. For 
Domestic and Export trade. 









Write or wire to factory. 


E. F. LEACH 
184 Market St., Lynn, Mass. 











BURKLEY 


VENTILATED FOOT 
DEVELOPER 


Eminent Physicians claim it the 
healthiest shoe ever marketed. 
A house and play 
VENTILATIONS shoe. Practicable, 
economical and 
stylish. 
BURKLEY 
SHOE CO. 


1156 No. Main Street 
Brockton, Mass. 








Retails, $2, $3.50 





Kistler, Lesh & Co. 


SOLE LEATHER 
AND 


BELTING BUTTS 
TANNAGES 


St. Marys Mt. Jewett Burke 
332 Summer St., 


Muskegon 


Boston, Mass. 














No. 32216 Basket filled 
with flowers, as tulips, 
hyacinths, maybells, 
etc., each $1.50, per 
dozen $15.00. 


My illustrated catalogue 
in colors, No. 32, mailed 
free for the asking. 


FRANK NETSCHERT 
61 Barclay St. 
NEW YORK 




















WHAT IS YOUR ADVERTISING 
DOLLAR BUYING? 
High prices of materials and increased a nergage have made 


necessary a stricter economy along mercantile 
Advertising should be considered as well as the commodities 
in which merchants deal. 
satel, choosing only those publications whose circulation is ac- 
measured, you not only practice economy in your adver- 
taing, but ie assured that your money is buying a definite quan- 
shy circulation. 
The Boot and Shoe Recorder’s circulation is measured by the 
Audit Bureau of Circulations. Advertising placed in its columns 
is an economical investment. 











FOREIGN BUSINESS 


Your overseas customer prefers to do business his wa 
If he does not read English, he should be written to fn 
his own language. Make it easy for him to understand 
your message. 


Our business is to translate English into French, and 
vice versa. Not only letters, but catalogs, brochures, 
pamphlets, etc. 


Write the Editor, The Export Recorder, 207 South St., 
Boston, for his opinion df our work. 


D’AVESNE TRANSLATION BUREAU 
755 Boylston Street Boston, Mass. 
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Thayer McNeil Company. John P. 
Glidden, another Round Table member, 
has gone with a wholesale shoe house of 
Boston. 


Repairing Business Better 


The shoe repairing business has been 
showing much activity the past few 
weeks. This is encouraging to the re- 
pairers and indicates that the public 
has an eye to making old shoes last a 
little longer, as well as buying new ones. 


A TENTH TO CHARITY 


Will of Late Lassar Agoos Disposes 
of Estate of $3,000,000 


The will of Lassar Agoos, which has 
been filed in the Suffolk County Pro- 
bate Court, is said to dispose of an es- 
tate of about $3,000,000. 

Mr. Agoos, who was President of the 
L. Agoos & Co., Inc., leather mer- 
chants, died February 23. The only 
bequest of a public nature in the will 
was that one-tength of his entire estate 
go to the Agoos Charity Fund, and he 
expressed a wish that his children 
should contribute to that fund, ‘‘to the 
end that that corporation may serve in 
a large and useful way to promote the 
welfare of our fellowman.” 


NEW ENGLAND SHOE 


And Leather Association Oppose 
Railroad Rate Advance 


The directors of the New England 
Shoe and Leather Association at a 
meeting March 9, President Herbert 
T. Drake presiding, voted  unani- 
mously to oppose the request of the 
New England railroads for an additional 
10 per cent increase in freight and 
passenger rates and to ask the inter- 
state commerce commission to investi- 
gate immediately the financial condi- 
tion of the New England roads, with a 
view to ascertaining the best method of 
meeting the existing emergency. 


The directors also voted in favor of 


the proposed amendment of the Massa- 
chusetts daylight savings law, reducing 
the daylight savings period from seven 
to five months. 


Albert C. Kezar Dies 


Boston—Albert C. Kezar of the 
sheepskin department of the A. C. 
Lawrence Leather Company died on 
March 8. Mr. Kezar was 72 years of 
age and was the oldest man in point of 
service with the exception of A. C. 
Lawrence himself, having been with 
the firm for 42 years. 

He was a wonderful judge of leather, 
a conscientious worker and a_ most 
generous educator of the younger men 
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in the department. He had a most 
enviable reputation as a man of sound, 
broad-minded principles and his per- 
sonality endeared him to all. 


BOSTON SHOE TRADES’ 
Club Addressed by B. Loring Young 


Speaker B. Loring Young, of the 
Massachusetts House of Representa- 
tives, declared for biennial sessions of 
the Legislature in an address March 9, 
at the luncheon of the Boston Shoe 
Trades’ Club, lauded the state’s new 
budget system, which enables legisla- 
tors to know in advance the financial 
requirements for the coming year, and 
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expressed the hope that Congress will 
soon adopt such a system. 

Pointing out that of the $40,000,000 
Massachusetts budget for 1921, 40 per- 
cent must be spent for the care of de- 
pendents, delinquents, and defectives, 
he commented upon the burden, and 
questioned whether sufficient attention 
has been given to preventive work. 

President Charles T. Cahill presided, 
and gave an interesting account of shoe 
trade conditions in Texas, and other 
southwestern states, from which he has 
just returned. He said it was evident to 
him that Southern merchants have not 
liquidated to the extent that Northern 
merchants have,, 


Baltimore 


RETAIL TRADE IMPROVES 


_ Men Buying Oxfords—Women Buy- 


ing Straps and Oxfords 


Business is decidedly better. Several 
warm, sunshiny days proved the stimu- 
lant needed to put the public in a buy- 
ing frame of mind. Sales for this month 
are expected t6 show a substantial im- 
provement over the previous month. 
A number of the stores report an ex- 
cellent trade. For men, brogue oxfords 
seem to be in great demand, while 
strap pumps and light tan oxfords are 
popular in the women’s line. Factories, 
as well as the wholesalers, are very busy 


' these days due to the demand for mer- 


chandise in anticipation of an Easter 
rush. 


Successful Sale at the Leader 


The Leader recently held a very suc- 
cessful sale of women’s oxfords and 
pumps. The footwear was advertised 
at $2.95. Joseph A. Elinoff has com- 
plete charge of the shoe department 
and, while quite a young man, is rapidly 
developing into a successful manager. 


New Shoe Store Successful 


The Shoe Market, which was re- 
cently opened by Isaac Barnett and 
Harry M. Pumpian at 478 N. Gay 
Street, is a very attractive place and 
chances of success are bright. 


Newark Chain Branching Out 


The Newark Shoe Company has 
leased for a number of years two more 
stores, one at 1119 S. Light Street and 
the other at the corner of Charles and 
Cross Streets. Improvements on the 
new stores will be started soon and the 
windows will be arranged in the regular 
Newark style—the L. shape which 
seemed to be very effective. The 


Newark is also remodeling the store 
front on North Eutaw Street. 


Jacob Putzel Dies 
Jacob Putzel, prominent shoe man 
and the vice-president of the Clement 
Ball Shoe Company, for a number of 
years, died Friday, March 11th. Death 
was caused by pneumonia. Funeral 
services were held Monday, March 
14th. 
Takes New Position 
Jack Sollins, formerly with The 
Leader as assistant buyer in the shoe 
department, is now associated with 
The Hub. 


William A. Davis, proprietor of The 
Family Shoe Store, 209 N. Eutaw 
Street and The Manhattan Shoe Store, 
308 W. Baltimore Street, reports that 
business is progressing, notwithstand- 
ing that general conditions are some- 
what unsettled. 


Henry Jones, for many years con- 
nected with the successful shoe firm of 
S. Dalsheimer & Bros., has recovered 
trom an attack of gripre. 





Joint Banquet Planned at 
Buffalo 


Plans for the joint banquet of the 
retail and wholesale shoe men which 
will be held at the Ellicott Club, March 
28, formed an important topic of dis- 
cussion at the meeting of the Buffalo 


Association of Traveling Shoe Sales- — 


men Saturday at the Hotel Iroquois. 


The speaker of the day was W. D. 


Patterson of the Niagara Shoe Com- 
pany, who spoke on shoe and leather 
conditions. The Retail Shoe Dealers’ 


Association here is busy with plans for 


the coming convention, according to 
Frederick Becker, the president. 


a 
a. 
4 
f, 
4 
a, 
¢ 
4 


Miata leas da Saag sel 








BOOT AND SHOE RECORDER Mar. 19, 1921 














The Crawford Arch-Supporting Shank is an 
integral part of the shoe, not an appliance 
added to the shoe after it is made and worn. 


CRAWFORD ARCH-SUPPORTING SHANK 
HELP SALES ALONG 


LINE of shoes with Crawford Arch-Supporting Shanks 


is a business building asset for any lively shoe store. 


The Crawford Arch-Supporting Shank is built right into the 
shoe—fitted between the inner and outer soles and locked to 
BRANCHES the insole. It preserves the shape of the shoe and gives sup- BRANCHES 
oes meine _ Port to the arches and ease to the foot. It cannot abrade mer 
Chicago the skin. New York 
ee The finished, fashioned and fitted shoe is intended for the I New vou 
Johnson City foot only. Any appliances crowded into the shoe will cramp pcr snes 


oo the foot, injure the arch, and destroy the lines of the shoe. Sins Ghimatia’ 
St. Louis 








Many people in your city have been dissatisfied with arch- 
supporting appliances. They will appreciate a line of shoes 
built with Crawford Arch-Supporting Shanks. It will pay 
you to carry a stock. ; 


Write us today for particulars. 


United Shoe Machinery Corporation 


BOSTON 
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Minneapolis 


BUSINESS EXCEPTIONALLY 
GOOD 


Total for March and April Expected 
to Be Double That of Last Year 


With dealers announcing phenomenal 
increases in business during the last 
10 days, the shoe situation in the Twin 
Cities is cause for much optimism. The 
unusually mild weather, coupled with 
the arrival of Spring stocks, has led to 
the belief that March and April sales 
will be double those of last year. The 
skepticism of the public concerning 
further fall of prices has practically 
disappeared, both wholesalers and re- 
tailers report. With the disappearance 
of the public’s boycott on buying, little 
concern is shown about prices. . Less 
selling effort is needed for the sale of 
a shoe which, three weeks ago, was 
nearly impossible to sell. 

Twin City manufacturers report that 
they are being flooded with rush orders, 
due to the Easter trade. Gray suede 
strap pumps and oxfords are holding 
first place in demand. Preparation 
for the Fall business is already being 


made, the expectations being that- 


this trade will surpass all previous 
records. 


State Convention Dispensed With 


Because of the recent National Con- 
vention held at Milwaukee, the Minne- 
sota Retail Shoe Association has de- 
cided to dispense with a State conven- 
tion this year, which was originally 


scheduled for March 15. In its stead, 
a smaller local meeting of Minneapolis 
dealers will be held in the near future, 
the definite date as yet undecided. 


Favorable Reaction Sets In 


George A. Pierce, one of the most 
prominent shoe men in the Twin Cities, 
and president of the George A. Pierce, 
Inc., predicts a most successful Spring 
season. “Business is excellent,” Mr. 
Pierce reports. ‘““The reaction from the 
long period of buying inactivity on the 
part of the public is being felt in the 
form of double business.’”’ The moder- 
ate heel and the low walking and 
French heel are now in vogue among 
women, with gray, brown and black 
styles being bought indiscriminately.” 


**Reader’’ Advertisements Pull 


Excellent results from an unusual 
advertising campaign of the Kilbourne 
Boot Shop is reported by Charles A. 


Kilbourne, owner, who until recently | 


was manager of a local department 
store.. Newspaper advertisements in 
“reader” style attracted much atten- 
tion. A fictitious ‘Phyllis’ wanders 
into the store and is given the latest 
tips regarding women’s footwear. “‘And 
yet there was every suggestion that 
Kilbourne’s is most exclusive, enough 
to even impress Phyllis,” the ad reads. 
Here she found “dainty satin pumps 
in black, gray suede and always the 
new use of the strap is noticed.” 


Louisville 


INDUSTRIAL CONDITIONS 
IMPROVE 


Easter Business Promises to Be 
Good—Harding Blue for Shoes? 


Although some of the local shoe 
merchants are doing a little complain- 
ing concerning slow business, reports 
of the trade as a whole show that 
business is good. The weather has been 
very changeable, which has held business 
back in short spells, but as one mer- 
chant expressed it: ‘“‘Whenever the 
weather is good, business is good.” 
Grays have been in very excellent 
demand, while brown and black are 
also good in women’s shoes—suede, 
satin and kid all being good. One and 
two ankle strap effects are going well. 
There is some discussion being heard 
concerning “Harding Blue’’ in shoes, 
but so far it hasn’t been shown locally, 
although there are many garments 
now being shown in this color. 


Women’s Shoes $8 to $10 


Easter business is beginning to hit, 
and promises. to go big as industrial 
conditions are showing steady improve- 
ment, living costs are being reduced 
and the types of buyers who buy freely 
for Easter should be in shape to take 
advantage of the low prices being 
offered for good merchandise. .Some 
very excellent women’s shoes are being 
shown at prices ranging around $8 to 
$10 a pair, and excellent men’s shoes 
are quoted at around the same prices. 
About $14 to $15 a pair represents 
about the maximum quotation just 
now in good shoes at retail. 


Merchants Plan Style Show 


. Plans have been very well arranged 
for the first annual Spring style show 
and merchants’ exhibit of the Retail 
Merchants’ Association of Louisville, 
to be held at the Jefferson County 
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Armory, April 1 to 9. A reproduction 
of a section of the Atlantic City board- 
walk has been arranged, upon which 
will be shown live models wearing 
exclusive garments. Around the build- 
ing will be numerous booths, with 
exhibits of various kinds of merchan- 
dise, principally that of department 
stores and downtown specialty retail 
houses. Much interest is being shown 
and space has been liberally purchased. 
A miniature layout of the armory as 
it will appear during the style week 
was on exhibit in the windows ~of 
Byck Brothers for several days. 


Hub Shoe Company Dissolved 


Mrs. Henry ‘J. Mullins has closed 
out the entire stock of the Hub Shoe 
Company, and the organization has 
dissolved. The old store has been 
leased by Sutt & Son, operators of two 
retail shoe stores, and one of these is 
to be moved into the location. 


New Shoe Department Opened 


The Upstairs Shoe’ Shop, of which 
Leo Rothschild is manager, has re- 
cently opened a new department in the 
cash department store of Ben Snyder 
on Market Street, between Sixth and 
Fifth, this being one of the fastest 
growing stores in the city. Several 
new departments are being added. 


John J. Schulten Dies 


On March 9, Louisville lost one of 
her oldest and best-known shoe men 
in the death of John J. Schulten, for 
several years head of the boot and 
shoe jobbing house of John J. Schulten 
& Co., which is now operated by his 
sons, Leo ‘and Alexis. Mr. Schulten 
for the past several months had been 
in very poor health, and his death had 
been expected for several weeks. 


500 Attend Annual Banquet 


More than 500 retail merchants 
from several States of the South, but 
principally from’ Kentucky, Indiana 
and Tennessee, were in Louisville on 
March 8, for their Spring buying, and 
for the annual banquet and entertain- 
ment of the Louisville Traveling Men’s 
Association, backed by the Merchants 
& Manufacturers’ Association. Busi- 
ness has been improving in the rural 
districts a little, and the coal mining 
districts are also more active. Oil 
districts are very slow, and there hasn’t 
been much improvement in the lumber 
towns. 





Men’s Shoe Business Better 

Men’s shoe business is picking up 

nicely according to local retailers, but 
(Continued on page 139) 
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HERMANS 
US 
STANDARD 
a 


Herman’s 


Famous 
Specials 


No. 191 


Policemen’s 
Genuine Gun Metal Calfskin 


$4.85 


HOE. store sales records tell nothing but facts. In the thousands 
of stores carrying Herman’s Shoes they show this: 


Herman’s are the best shoes obtainable for the widest range of 
special uses that American men have for their footwear. 

Take this Policemen’s Style No. 191, for instance: Fine-looking, a 
product of the best obtainable materials and workmanship—and priced 
in the exact spirit of the times. 

Consumer demand for special shoes for all occupations—the pro- 
fessions, business, military life, labor, and outdoor use—is supplying 
the activity and profits in a majority of shoe stores today. 





Herman’s prices are strictly on replacement costs. Herman quality 
and value lead the Specialty group. 

The steady demand for Herman’s 1s a retail store’s best provision for 
steady sales. 


Style 191 is in stock, in fall sizing 


JOSEPH M. HERMAN SHOE COMPANY 


BOSTON, MASSACHUSETTS 
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E. S. BEARCE WITH ARNOLD 
Leaves Regal Shoe Company to Sell 
Glove Grip Line 


The M. N. Arnold Shoe Company, 
N. Abington, Mass., is making a deter- 


mined drive for additional business, by. 


adding to its traveling force, several 
men of recognized ability. The latest 


Photo by White 
E. 8S. BEARCE 


- addition to the ranks of the Arnold 
is E. S. Bearce, who will 
Arnold Company in 
Western 


salesforce 
travel for the 
Western Pennsylvania and 
New York State. 

Mr. Bearce has traveled for the 


Regal Shoe Company in Pennsylvania 


for the past 14 years, and for several 
seasons past has been No. 1 on the 
‘ Regal force, in point of sales. Mr. 
Bearce has watched the gradual and 
steady growth of the Arnold Company 
and a visit to the factory and a thorough 
examination of the product has in- 





Peters with Hallahan 


The salesman whose photo 
appears’ in the above circle is 
Carrol) G. Peters for the last 
eight years with the Bradford 
Shoe Company. Mr. Peters has 
recently joined the sales force of 
Hallahan & Sons, Inc., and will 
travel the following territory: 
New York State, Pennsylvania, 
Ohio, Indiana, Michigan, West 
Virginia, and Kentucky, omitting 
a few of the larger towns. He will 
call on the trade early in April. 

Send in your photos, boys! We 
want ’em for this department. 











creased his enthusiasm for the line. 
He is especially enthusiastic about the 
Glove Grip feature of the Arnold line 
and believes that it holds unlimited 
sales possibilities. 

During his long service in the employ 
of the Regal Shoe Company, Mr. 
Bearce has built up a wide acquaintance 
with the retail trade and has gained a 
reputation for shoe knowledge and 
reliability, which has made him a great 
many friends among shoe retailers. 
Upon severing his connection with the 
Regal Shoe Company Mr. Bearce was 
tendered a banquet by his associates 
and as a token of their esteem was 
presented a handsome traveling bag. 


F. V. HILL RESIGNS FROM REGAL 


Accepts Position With M. N. Arnold 
Shoe Company 


Eighteen years ago, Fred V. Hill 
started with the Regal Shoe Company 
as a stock clerk, in one of their stores 
and within a comparatively short time, 
was promoted to the position of as- 
sistant manager of the Tremont Street 
store.. Desiring to learn the shoe busi- 


ness thoroughly, he later entered the 
factory office of the company and 
worked through the different depart- 
ments of the factory. 

In 1909, he was promoted to the 
position of road salesman and for eight 
years traveled the South, until 1917. 
At that time, he was the leading sales- 
man for the company. He was then 


Photo by White 
FRED V. HILL 


this position for the past four years. 


Mr. Hill is very enthusiastic about” 


i 


promoted to the position of Agency | 
Sales Manager for the Regal Shoe 
Company and has successfully handled 


:. 


‘4 


the Glove Grip shoe and its possibilities. ~ 


He is enthusiastic about the Arnol 


the continuous growth and progress 6 
the company. 
Arnold line has all the qualifications 
high grade merchandise, good quality” 
and material, expert workmanship, 
(Continued on page 141) : 


organization and is a firm believer in 


He believes that the? 
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Branded or Unbranded 


—_ i 7 





B 542—Brogue Oxford 
P. & V. Tan Lotus. Brogue Last. 1 Inch 
Broad Heel. Full 13 Iron Single Sole. Wide 
Extension Edge. Stitched Aloft. 
Code—Caste. Widths, A to D 
Price $5.75 





B 637—No. 4 Gallun’s Calf Brogue Oxford. Brogue 


Last. 
Code—Custom. Widths, AA to D 


Price $6.75 


N.B. Anew supply of this shoe will be on the floor in two weeks 


Charles A. Eaton Co. 


“The Sterling Shoemakers of New England” 
BROCKTON, MASS. 


BOSTON—207 Essex Street ATLANTA—238 Peachtree Arcade 
NEW YORK—127 Duane Street 
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Buyers of upper leather continue to 
frequent the market and while in- 
dividual sales are not large, the aggre- 
gate of business is fair. Tanners are 
hardly able to supply the demand for 
the lighter shades of tan and suede 
leathers for women’s light footwear and 
novelty shoes. 

The largest business today is on light 
upper leathers which indicates that a 
good season is expected on novelty 
shoes, pumps and slippers. Tanners 
are inclined to go slow in these leathers, 
fearing a stoppage of orders or a shift- 
ing to some other leather. There 
appears to be a large amount of samp- 
ling of white leather, cabretta, goat, 
calf and sheep. Tanners of ooze are 
delivering stock as fast as they can 
turn it out. The trade believes that 
the demand will continue well after 
Easter. The top grades of colored kid 
remain at a high figure; 90c to $1 per 
foot is quoted and obtained for some 
of the best grades.. Kid tanners report 
a good season and state that they do 
not look for any lower prices and also 
that prices will be higher in the various 
grades of kid shoes, inasmuch as tan- 
ners will not be able to sell their made- 
up products at a low enough price to 
result in cheaper shoes. While many 
shoe factories are still operating on a 
low schedule, the impetus given to 
the women’s trade has made quite a 
difference in the activities of the shoe 
manufacturing trade as a whole. 





Calf Leather 

Smooth finish calf in lighter shades 
of tan have been called for the last 
week, and there has been considerable 
sample ordering from the various fine 
shoe centers. The call for suede also 
continues active. Smooth finish in the 
best leathers ranges from 40c to 55 cents 
per foot according to tannage and 
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The Leather ” Market 
of Leather 
— and Prices 


R 


More Leather Selling 


Some Improvement Noted Especially in Light Upper 
Leathers—Shoe Manufacturers Buying Conservatively 


selection. The best grade of suede 
calf ranges from 65c to 75 cents per foot. 
In spite of the demand tanners are not 
inclined to make much stock ahead 
except on orders until the market 
becomes more stable. 














Side Leather 


The demand has not been so active 
for side leather as for calf and kid. 
It is believed that the shoe factories 
will begin work on a larger scale _ this 
Spring. Some of the largest factories 
making medium fine shoes for heavier 
wear are operating at close to full time 
and buying considerable side leather. 
For good grade full chrome tan colors 
prices most quoted are from 30c to 
35c per foot. Snuffed sides are in 









(Continued on page 139) 











Comparative Leather Prices 


While there is no standard of leather quotations today in view of the wide 
range and absence of active trading, we give herewith a list of prices of reported 
sales as compared with ruling quotations of a year ago: 


Upper Leathers (Price per foot) 


Ne COIN a5 :a:j0-5- 6000 558.00, 30k heed oh ee ae 
Ce CNN 55. ob s-s co ee act een 
ON oo gic ayn: okie wlan coves Apis. 
Glazed kid (colors, best quality)......... 
Glazed kid (medium, black and colors)............ 
Glazed kid (cheap to medium)........... 
Side leather (onlored) «<0... 5. 6 eis 
ae Ree RR ire oe Saccc mjc ee ack bn mle aie 
nn OMNES COED 8 ooo ma aia OY he 
Calectte Gnlliie) ... 2550 0 ki. 
DNs: PN cae Sins Siar cig he ae sa ELON 
Patent leather sides, No. 1.............. 


Sole Leather (Price per pound) 


Hemlock No. 1......... 


Hemlock seconds (mid)... .............. 
co ee RARE Dae SE aR FER te pg 
Oak No. 1, bends (shoe stock)........... 
Oak bends (finders use)................. 
oe Pee; 2, Rh laa esse 6 osc bn i re 


Raw Hides and Skins (Price per pound) 


Native steers, as used in sote leather, harness, etc. .$ 
Heavy Texas steers, for sole leather...... 


Light native cows, for side upper leather . 
Branded cows, for light sole leather .. 


No. 1 buffs, for heavy upper and side Sather .. 
No. 1 Chicago City calfskins, for fine calf leather’ .45@ .60 


Kips, for-upper leather .. 
B. A. hides, for hemlock ee Siatiee’: 


a pie foil 2 1.20@ 1.30 .50@ .60 
CM Pier 1.00@ 1.20 .40@ .55 
Marit ieee 1.25@ 1.40 .75@ 1.05 — 
—@ 1.00 .40@ .60 
pay 18@ .55 —@ .40 
a ae 55@ .85 .25@ .35 
50@ .75 —@ .30 
pe it! 55@ .75 —@ .30 
PARAS a .70@ 1.00 .40@ .50 
Rae .85@ 1.05 .45@ .50- 
Peres .90@ 1.00 40@ .50- 
sees ce $0. 56@$0. 57 $0.383@ — 
RE oe 54@ .55 712@ — 
eth .84@ .85 .53@ .58 
Capote .75@ .90 .60@ .70 
RLS 1.00@ 1.20 .75@ .90 
.82@ .84 .50@ — 3 


PEERS —@ .34 —@ .13 
—@ .40 —@ .107 

—@ .31 —@ . 

.20@ .25 .07@ .08° 

.10@ .167 

.35@ .45 .08@ 15 

—@ .36 —@ .1 










March 15, 1920 
.$1. 25@$1. 35 


March 15, 1921 
$0. 60@$0. 75 



























—@$0.40  $0.13@.13%_ 
































Building Profits 
From the Weather 























































































































HERE are at least two 

more months of Boot 
weather left. Are you ready to 
meet this demand or will you 
be “out” when the demand 
comes? 














































































































































































































Never let the weather catch 
you unprepared. Order today 
all outsizes in “U. S.” Short 
Boots. 


United States Rubber Company 














Always 
SPRING-STE 
en bode 
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leider oliver 
THEY WEAR LONGER | 
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“When Columbus made his second 
voyage to this hemisphere, he was 
seeking, primarily, gold, but what a 
vastly different substance he found. 
When he landed on the Island of 
Haiti he saw several of the native 
children playing with a ball of peculiar 
black substance that bounced. These 
momentarily attracted his attention 
and upon questioning them as _ to 
what they were, they told him they 
were the hardened juice of a tree. He 
took a few of these back to continental 
Europe and for that time that was all 
that was thought about those black 
balls. You will remember that when 
he returned to continental Europe he 
was thrown into prison because he had 
not paid his debts and was unable to 
pay them, and because he had not 
found any gold. Rather laughable, as 
we think of it today, knowing that that 
substance contained in the few black 
balls is worth more today and is more 
valuable than all of the gold that 
existed at that time, because that 
substance in those balls was rubber or 
crude rubber. 


The Origin of the Name 


“‘When this substance was first taken 
to continental Europe, the natives 
found that by rubbing it across, pencil 
marks and the like, it would erase 
them, and so they called it ‘rubber’ 
and that is the name it carries even 
today. 

“There was little attempt made to 
find out anything about this substance 
until in 1731, when the Paris Academy 
of Science sent a body of explorers to 
ascertain what they could relative to 
the newly discovered substance. Among 
these explorers was one man who had 
spent a great portion of his time study- 
ing rubber, or this crude substance. On 


a pay pili! | " i vy =< 
Rubber Fostwear 
The Market Situation - Prices and 
Style Information - Trade Notes 
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Rubber—Its Possibilities Regarding Footwear 


From Address of W. T. Weir, General Salesmanager of 
United States Rubber Company, at St. Louis 


the Island of Quito he found some of 


the inhabitants waterproofing their 
clothing in a very crude manner, and 


on the same island he found some of 








A new model in a 14-inch bool for hunters and 
workers in rough country. In spite of ils sturdy 
oe, the boot has a gracefulness of line thal 

es a strong appeal. The leg of the boot is of rub- 
berized khaki, lined with heavy net, carefully fitted. 
It has snow-excluding features on each side of the 
lacing in front. The foot is of heavy red gum, the 
upper surface being ribbed. The heavy ribs furnish 
special reinforcement for rough wear. The sole and 
low heel are gray, giving excellent wearing qualities 
and an appearance of distinction. The foot of the 
boot is made on a so-called ‘‘sport shape’”’ or fool 
form lasi. 








the natives making a boat of this crude 
rubber or juice which flowed from the 
Heve tree, which, when blackened in 
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Convention 












smoke resembled very much the rubber 
boot. 

“I give you that more as a brief 
history of the discovery of the crude 
rubber and to prove to you that the 
uses to which we are putting rubber 
in wearing apparel, both in 
footwear, are by no 







today 
clothing . and 
means new 








Discovery. of Vulcanization 





“The period from 1731 to 1839 was 
taken up primarily with experiments, 
experiments for the most part hopeless. 
However, in 1839, a Connecticut hard- 
ware merchant who had spent most of 
his fortune and practically all of his 
time and had fallen in his community 
from a position of high regard to one 
of disgust and to,one of pity among 
his associates and .comrades, attempt- 
ing to discover a manner in which 
rubber could be put to a practical use 
in clothing and footwear, while stand- 
ing over a stove experimenting with 
rubber and sulphur, dropped a portion 
of it on the stove and much to his sur- 
prise instead of burning up it flattened 
out; he found also that it stretched, 
snapping back into its origina) shape. — 3 
This man was Charles Goodyear and ~ 
that was the discovery of the vulcani- ; 
zation of rubber. ‘ 



























The Inventive Period 





“Beginning then and from then on, 
the history and story of rubber is a ~ 
succession of wonderful inventions; a ~ 
succession of wonderful new uses to © 
which rubber is being put every day 
One of the greatest and most helpful 
uses to which rubber is put today is in” 
rubber footwear, and I feel sure thats 
you will all agree with me. 

“No individual who is thoughtful of | 
his or her health can completely i ignore : 
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REPCO 
Makes Shoes Look 


New 


Repco is a liquid enamel used in the 
repair shop and in the home for renew- 
ing sole edges and heels. It is easily 
applied with the special brush pro- 
vided with each bottle. 


Repco does not rub off easily—the 
newness lasts. It doesn’t soil the 
clothes. Repco contains no varnish, 
shellac or other gummy substances. 


Repco is made in all the fashionable 
colors—white, ivory, champagne, light 
gray, dark gray and Havana brown. 


This is the season for large sales of 
Repco. Better order a stock of it 
today. 


UNITED SHOE MACHINERY CORPORATION 
BOSTON, MASSACHUSETTS 


BRANCHES 


Auburn, Maine Johnson City, N. Y. New York, N. Y. 
Brockton, Mass. Lynn, Mass. Philadelphia 
Chicago, Ill. arlboro, Mass. ; Rochester, N. Y. 
Cincinnati, O. Milwaukee, Wis. San Francisco 
Haverhill, Mass. New Orleans, La. St. Louis, Mo. 

J. K. Krieg Co., New York 
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the necessity of rubber footwear from 
the standpoint of health. It is safe to 
say that so long as the world and the 
human race progresses, so will rubber 
footwear progress, for what greater 
factor is there in the life of the world 
than the health of its inhabitants? 
And so any article or commodity which 
protects the health is bound to advance 


in direct proportion to the advancement 


of the human race. 


Rubber footwear is quite often 
termed by shoe merchants as an acces- 
sory—it’s an accessory to your regular 
line of leather footwear—and so I will 
say that probably no accessory that 
you can handle is more profitable to 
you than rubber footwear for two or 
three reasons— 


Why Rubber Footwear Is Profitable 


‘*First, because quite a good- 
sized representative stock can 
be carried for a comparatively 
small investment in dollars 
and cents; 

**Second, because it requires 
no large space in the store, and 

*“*Third, because of the con- 
sistency of types and styles, it 
affords a remarkable oppor- 
tunity for a profitable turnover. 


Push Rubber Sales 


“I believe that the average shoe 
merchant would be quite amazed if 
he were to say to his clerks that they 
were to give one week or a month of 
their particular attention to the rubber 
footwear department, and would see 
for his own benefit what there is there. 
Don’t simply set it back and let it 
go or sell itself—get behind it as you 
would get behind other things in your 
store and push it forward; there is a 
demand for it. 


The Health Argument 


“And don’t sell it because of the 
weather conditions or because some 
customer comes in and- wants it. 
It might be well to say to your clerks 
that at the time they are selling a 
new pair of leather shoes they are pre- 
sented with one of the best oppor- 
tunities they have to sell a pair of 
rubbers. What individual is_ there 
who can ignore the sales argumegy 
based upon health? Some of you 
merchants will answer that state- 
ment with—How can you sell rubbers 
in the summer time? 

“Mr. Rothschild accumulated a vast 
fortune in this country and when asked 
the secret of his success, he answered, 
‘Buy your straw hats in the Winter 
time,’ and so I say to you, sell your 
rubbers the year round—Summer as 
well as Winter. 
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“I feel positive that there is not a 
saturation in the stock of rubber foot- 
wear. I am making a _ distinction 
between being well supplied and satur- 
ated. We have had an uncommonly 
mild Winter and your stocks for the 
present time for the most part may be 
fairly well filled, but there is not a 
saturation in the market generally. 
Most any spell of bad weather, which 
would cause concerted buying on the 
part of the consumers, generally, would 
break the stocks over the country very 
materially. 


A $1.16 Advance in 20 Years 


“No brief is necessary in discussing 
rubber footwear prices, especially when 
considered from a comparative stand- 
point. Rubber footwear was not one 
of the products that increased abnor- 
mally in price during the recent period 
of inflation. To prove that statement, 
I wish to call your attention to the 
price for first quality boots in 1886, 
which was $2.22 per pair; in 1900 they 
were $2.59 per pair and in 1921, or 
today, they are $3.75—an advance of 
$1.16 per pair in 21 years. We feel 
confident that there is not another 
line of footwear that will show such 
a stability of prices as those which I 
have just given. 

“‘A great many years of close relation- 
ship with you gentlemen has taught us 
that the retailer is a fair-minded man 
and we feel positive that he appreciates 
the stabilizing of prices as practiced 
by the rubber companies during the 
recent years of abnormal price advances. 


A Reasonable Anticipation 


“Just a word in regard to anticipating 
our purchases at the present time. 
Most assuredly, a reasonable anticipa- 
tion of your wants for the next year 
at the present time would materially 
aid the manufacturer, the wholesaler 
and jobber in the problem that is 
before many at the present time. You 
can understand that as well as I can. 
We quite naturally are compelled to 
base our purchases for our requirements 
at the factory on your orders placed at 
this season of the year and without 
orders upon which to base our require- 
ments, we are entirely at a loss. 


Big Canvas Demand 


‘“‘We come now to a few words in 
regard to canvas rubber-soled footwear. 
There seems to be a general re-awaken- 
ing over the country, expressed by 
letters from merchants, in the interest 
of rubber-soled canvas-topped footwear. 
It is hardly necessary to say there will 
be a great demand for it. Last year, 
the selling of 25,000,000 pairs seems to 
be proof enough that this commodity 
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has once and for all established itself 
in the zone of present-day merchan- 
dising. There has been, during the past 
several years, a general improvement 
of styles in the canvas rubber-soled 
footwear, so that at the present date 
the line presents those styles in keep- 
ing with present-day demands and 
affords an opportunity for a wider 
range of sales than it did some years ago. 


The Athletic Demand 


“You should bear in mind that there 
is one field, among others, for canvas 
rubber-soled footwear which affords a 
remarkable opportunity and that is 
the athletic field. There are 25,000,000 
children in this country under com- 
pulsory gymnastic training; there are 
about 50,000,000 people in this nation 
who engage annually in some sort of 
sport, as you know most all sports 
demand a rubber-soled shoe, and the 
canvas-topped rubber-soled shoe pre- 
sents in that one field alone a remark- 
able opportunity for some constructive 
thought in sales work in your locality 
that probably has not come to you 
before. 

As to Prices 


“Prices on this type of merchandise 
remained practically the same from 
September 1, 1919 to August 1, 1920, 
while during that same period other 
types of footwear made several ad- 
vances. When the new prices were 
announced in August, 1920, they were 
not figured on the then market value 
of fabrics. While it is true there has 
been quite a réduction in cotton since 
that time, yet you well know there has 
not been a comparative reduction in the 
price of finished fabrics. Further than 
that, labor has not decreased at all, 
and there seems no likelihood of it 
decreasing at a very early date. 

**These reasons, in general, would 
indicate that when considered fairly 
there is little or ne reason for any 
expectation of reduced prices in this 
merchandise at any early date in 


the future, so far as we can see — 


now, looking at it in a fair-minded 
way. 
The Rubber Era 
“In times gone by we have passed 
through eras which have been named 


for the particular thing which was — 


paramount at that time. For instance, 


we passed through the steam era, the 


electrical era, and today we are in the 
rubber era. While the industry is 


really only in its early youth, yet it © 


has grown so until today it is one of 
the prime factors in our daily life. If 
all the rubber in the world 


would not run; automobiles would not 


should — 
suddenly vanish, we would be unable — 
to have electric lights; our street cars — 
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THE VERY LATEST 14-8 JUNIOR LOUIS 


White Cab ‘‘Miami”’ ‘ 
Pat. Colt Collar and Strap t 
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The Popular “Nugget” Last at $4.50 


GREAT BUY—GUN METAL CALF—D & E WIDTHS ONLY—SIZES 5 to 10 





























= 


ee ecto cie cic aie nate eter 








e 
Call for Stock No. 8-46 


The Preston B. Keith Shoe Co. 


BROCKTON (CAMPELLO STATION), MASS. 
New York Office, 299 Broadway, Room 415 Boston Office, 207 Essex Street 
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move; engines would not generate 
power—in fact, we would be so helpless 
that we would practically be in a 
primitive state of life. 

“If you will live with me for a second 
in the world 50 years hence, I want 
you to realize it is not at all impossible 
to see the top stories of our giant sky 
scrapers built of some composition of 
rubber which some genius will un- 
doubtedly compound; it is not im- 
possible to see our streets paved with 
some composition of rubber, or desks, 
stairways and houses built of rubber. 
At the present there are 50,000 articles 
built of rubber—50 years from now it 
will doubtless be many times that 
number. 


Opportunity Is Knocking 


“But you say, what does that mean 
to me? Just this—are you going to 
take advantage of the opportunity 
that this remarkable industry in its 
youth presents to you today, or are 
you going to see the opportunity glide 
past you, leaving you with only vain 
regrets that you did not take advantage 
of the opportunity when you had the 
chance? Rubber from the standpoint 
of footwear, from the standpoint of 
clothing, from the standpoint of any- 
thing, is only in its infancy. Proper 
thought and consideration to it will 
mean much, unquestionably, to every- 
one in the next few decades.” 


RUBBER IS QUIET 





But Steady—Little Display of Buy- 
ing Interest 


The situation in plantation was with- 
out pronounced features. There are 
not many sellers who are ready to 
meet the present market but there is 
an equal scarcity of buyers, factories 
seldom, if at all, being represented by 
such inquiries as are being made. In 
the absence of selling pressure therefore 
the market had a steady tone and prices 
were nominal with basis of 17c for 
ribbed smoked sheets on the spot and 
for March arrivals, 1734c for April, 
18%4c for April-June and 22c for July- 
December, with first latex pale crepe 
generally held at a premium of 2c in 
any position. Nothing new came to 
the surface in connection with Paras 
or Centrals, both being dull at un- 
changed prices. 


Rubber Quotations 


Para—Up-river, fine..... 18 @.. 
Up-river, coarse....... 1134@12 
Island, fine.......... o.~ @I8 . 
Island, coarse......... eae 
Caucho, ball, upper.... 14 @14% 
Caucho, ball, lower.... 12 @.. 
ER Ee ee ll- @.. 
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Plantation—First latex 
pale crepe.......... .- @I19 
Brown crepe, thin, clean - @15% 
Brown crepe, rolled.... 1214%4@.. 
Smoked ribbed sheets.. 17 @.. 


Centrals—Corinto....... 12 @.. 
OS Seer ee ae 
Guayule, wet......... 15 @l 
Guayule, dry.......... 25 @s. 


Balata, block, Trinidad 53 @.. 
Balata, block, Colom- 


_ SAA se 38 @39 
Balata, Panama....... 36 @37 
Balata, sheet.......... 65 @68 


Scrap Rubber 


No change in the situation is to be 
noted. Demand is extremely light and 
prices are nominal. 





Boots and shoes........... 4 @5 
Arctics, trimmed.......... 3 @4 
Arctics, untrimmed.......: 2 @.. 
Tires—Automobile......... Ee: 
Bicycles, pneumatic........ toe, 
Hose steam, fire........... 4@ % 
Inner tubes, No. 1........... @ 8 
hanet tebe; No. 22.021 ....:° @5 
LOUISVILLE 


(Concluded from page 129) 

the season is generally late on low- 
cuts here, and some of the houses 
haven’t received much stock as yet, 
and haven’t much to show. Men’s 
shoes generally start moving in a rush 
in April, and are not worn much before 
May. 


Preston Leaves Shoe Game 


H. E. Preston, who for several years 
was with the Scholl Mfg. Company of 
Chicago, and who was department 
manager for Byck Brothers, and later 
for the Thomas G. Plant shoe depart- 
ment in the house of Kaufman Straus 
Company, is now selling automobiles 
for the Southern Motors Company, 
having deserted the shoe line in which 
he had spent most of his life. He has 
been: succeeded by L. F. McConnell, 
who was formerly with the Thomas G. 
Plant Company Detroit store. 
Leather and Shoe Finders 

Convention 


Hold 


The Southeastern Leather and Shoe 
Finders’ Association, with about 75 in 
attendance, closed an excellent two- 
day convention in Louisville at the 
Tyler Hotel, March 8. 

Much of the discussion revolved 
around the lack of co-operation between 
manufacturers and jobbers, jobber and 
jobber, and manufacturer and manu- 
facturer, which has resulted in price 
cutting and other evils. Among the 
principal speakers were Paul B. Hyatt, 
Memphis; George A. Knapp, secretary- 








director of the National; Joseph A. 
Wilensky, .Savannah, Ga.,. and Presi- 
dent Jake H. Wilensky of Atlanta. 
The latter, after four years’ service 
as president, was succeeded by 
David T. Feidelstein of Birmingham, 
former secretary of the association. 
Dave Dahlman of New Orleans was 
elected vice-president; Paul B. Hyatt, 
Memphis, and Jake H. Wilensky, 
Atlanta, members of the Executive 
Committee, and L. J. Bernd of Macon, 
Ga., secretary-treasurer. 

Shoe repairers of Louisville were 
present at a conference on March 7, 
at which the national secretary talked 
on better quality’ materials, better 
workmanship, and better service to 
the consumer and at a fair price, in 
developing shoe repairing. 





THE LEATHER MARKET 
(Concluded from page 133) 
better call than for some time and 
buck sides are in fair request, the prices 
ranging from 50c to 60c per foot, best 
grade of colors. Combination bark tan 
leathers are quoted as low as 15c to 30¢ 


per foot. 
Glazed Kid 


Kid manufacturers report the best 
call for colored leather. The light 
shades are wanted and tanners are 
turning out more colored kid than last 
season. Some of the best tannages 


“ range from 75c to 80c per foot and 


some of the very choice leather brings 
up to a dollar. There is less call for 
black and also for the poorer qualities. 
The finest tannages of kid range all 
the way down to 15c per foot for the 
lowest grades. The price of kid is a 
question of how good a shoe it is de- 
sired to produce. There are some very 
good bargains in the market at the 
present time which can be taken up for 
cash. 

‘ Patent Leather 


There has been an improvement in 
the demand for patent leather although 
the aggregate is not large. Prices. 
range from 45c to 55c for black and 
colored. Some of the best selections of 
colored patent are made on order at 
60c per foot. 


Sole Leather 


Trade continues quiet in the sole 
leather market. Shoe manufacturers. 
are buying close to their needs. Sole 
cutters have been fair purchasers, but — 
there is very little change in the general 
conditions. 

Oak sole leather steer backs are held 
at 55¢ to 60c per pound. Bends for 


finders’ use are quoted from 75¢ to 90¢ © 
per pound and for shoe stock from 60¢ ~ 


to 70c. 
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Two Striking Examples Of Salable Footwear 


These excellent ex- o> 
amples of Sicony Tema i 
shoemaking wil] pa 2 
attract favorable 
attention in any 
shoe store. Get 
them on display— 
let your feminine 
customers see them 
—and watch the 
results. 





ee PLAIN OPERA PUMP 
SICONY ONE-STRAP PUMP With feathers and heel covers to match in 





No. 11-18—Made in black satin, black kid collar. contrasting colors. 

No. 11-20— Made in brown satin, brown kid collar. Black satin, red brocaded Louis heel. 
No. 11-14—Made in gray ooze, gray kid collar. 

No. 11-13— Made in brown ooze, brown kid collar. Price of feathers $1.50 per pair.- Colors: 
No. 11-12—Made in black ooze, black kid collar. black, rose, Copenhagen, jade green, pink, 
No. 11-10—Made in white kid, white kid collar. blue and lavender. 











SAMPLES AND ae SENT ON 
REQUEST These feathers are made to be put on any pump. 


KM-STOWE IMPORTING CO- 


FOOTWEAR ORIENTAL” DOMESTIC 
12-14-16 East 22nd Street - New York 
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NOVELTY STRAPS 


Have the Call of the Hour 
The unprecedented demand for these beaded 


straps proves conclusively the staple style value 
and marketability of the “Dalco’’ products. 


OUR LATEST CREATION 
CUT-OUT ANCHOR STRAP 


Prices of straps from 60c to $1.50 per pair 


Samples of straps and ornaments sent any time. 
Your name on our mailing list will keep you in 
touch with all “Dalco”’ novelties. 


DALRYMPLE-PULSIFER CO. 


HAVERHILL, MASS. 


STRAP SHOWN 
No. 3414 
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THE SHOE TRAVELER 
(Concluded from page 131) 

plus the Glove Grip feature. He be- 
lieves this feature, which is patented, 
offers the progressive merchant un- 
usual possibilities for sales development. 

Mr. Hill will cover the large cities of 
the South, in which section he is very 
well known among retail shoe mer- 
chants, as previous to his executive 
position with the Regal Shoe Company, 
he traveled this territory for several 
years. When it became known that he 
was leaving the Regal Shoe Company, 
he was tendered a farewell banquet by 
his associates, and presented with a 
purse of gold as a token of the high 
esteem in which he was held by them. 
He has the best wishes of a host of 
friends in his new position. 


4 RECORDER VISITOR 
J. C. Wilkins Travels for Common- 
wealth in Texas 
J. C. Wilkins of Oklahoma City who 
travels Texas for the Commonwealth 
Shoe and Leather Company made a 
call at the “‘Recorder”’ office, March 5. 








Pholo by White 


J. C. WILKINS 


With Commonwealth Shoe and Leather 
Company 


Mr. Wilkins made a trip North for the 
purpose of attending the semi-annual 
sales conference of the Commonwealth 
Shoe and Leather Company, held at 
the factory of the company in Whitman, 
Mass.., the first week of March. 

Mr. Wilkins has made his home in 
Oklahoma City for the past five years, 
and has traveled Texas for the last 15 
years. He likes the Southern people 
and the people of the South like him. 
“There are great business possibilities in 
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Texas,”’ said Mr. Wilkins. ‘“‘Things are 
already beginning to look better down 
in the Lone Star State; you cannot keep 
the people down. Oklahoma, too, has 
wonderful resources in agriculture, oil 
and mineral.” 

Mr. Wilkins’ native city is Mexico, 
Mo., and before going on the road was 
a member of the retail shoe firm of 
Wilkins & Brown of which firm his 
brother is ngw a member. 


“FIT TO FIGHT” 
Walk-Over Salesmen Started for 
Territories March 10 

Walk-Over salesmen had a get-to- 
gether meeting at their factory, prior to 
starting for their territories, March 10. 
This was a three day convention, 
George H. Leach acting as chairman. 
With the inspirational messages con- 
tained in the talks of each of the speak- 
ers, from the opening to the close of the 
meetings, it can be safely said that 
every man is going to do his best to 
make the wheels of the George E. 
Keith Company’s factories turn in the 
customary way. 

The Chicago Tribune’s “1921 Will 
Reward Fighters’ was amended by 
Ernest A. Burrill in his talk on the first 
day of the convention. Mr. Burrill 
added “If They Are Fit to Fight.” 

The attitude of the salesmen reflects 
the fact that they are going to meet 
some real obstacles during their next 
trip, but they are a bunch of fighters 
and the firm believes that they are 
going to get the business. 


Some Observations 


Three new salesmen have been added 
to the sales force: Ex-Mayor William L. 
Gleason will travel through Iowa and 
Nebraska, W. H. Byrnes will cover 
territory in Kentucky and Tennessee. 
and I. F. Briggs will go to Kansas and 
Colorado. 

Harry A. Workman, district manager 
of some 20 stores through the middle 
West, belonging to the Geo. E. Keith 
Stores Company, was at the factory for 
the salesmen’s meetings. He reported 
that all shoe stores through the middle 
West are carrying heavy stocks of staple 
merchandise and it is difficult to sell 
shoes at a profit. He also reported 
that the outlook for business is some- 
what better, but cannot possibly be 
normal for some time. 

Salesman Charles M. Farthing, who 
has been seriously ill at Hyde Park, is 
reported to be progressing favorably. 
Geo. H. Young and R. H. Launder were 
the only other absentees. 

A good talker is not essentially a good 
salesman but this gift helps a whole lot. 
Ralph Crocker proved that it is helpful 
in other ways than in selling shoes when 
he trimmed Eric. Harnesk at billiards. 
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“Ralph” talked his way to victory. 
Frank Riddleberger, another ex- 
ponent of the game Hoppe made fa- 
mous, blamed the loss of his customary 
excellent “stroke” and ‘‘touch” to the 
fact that his home town does not sup- 
port any tables of the green cloth. 

In introducing Ernest Burrill, George 
Leach hit the nail on the head when he 
likened him to a “‘whizzbang.”’ 

Stanley Lovell spoke with his usual 
eloquence. Punch six, Stan. 

Harry Jones, the Galli-Curci of the 
sales force, tried in vain to start a 
quartet prior to the opening of the first 
meeting. He could find no voices to 
blend with his. 


July Convention Plans 
Preliminary plans for the convention 
of Walk-Over dealers and salesmen, to 
be held at the Walk-Over Club, Brock- 
ton, July 19, 20, 21 and 22, are nearly 
completed. 


Santry with Ferris 


John J. Santry, Jr., travels northern 
Ohio and the city of Detroit for The 





JOHN J. SANTRY, JR. 
With The Ferris Shoe Company 


Ferris Shoe Company. He writes us 
that business has been very good with 
him and is sure that his firm will get a 
big volume of Fall business early. He 
states that he is afraid that a good 
many merchants are going to be dis- 
appointed through not receiving their 
Easter shoes on time, on account of late ’ 
buying. < 


Hood with Boyd-Welsh 


Edward Hood, formerly of the C. & E. 
Shoe Company of Columbus, Ohio, is 
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Feature 


THE FEDERAL 


ARCH-LIFT 


—the greatest arch support ever 


invented—it supports because 





it lifts! It sells as soon as 
shown! No metal, no rubber, 


no leather! 


If we had the space to reproduce 
evidence of the eagerness with 
which customers are buying Fed- 
eral Arch Lifts, there would be 
little necessity of further acquaint- 
ing shoe merchants with the re- 
markable merits of this device. 


Acquaint yourself with a real sell- 
ing proposition—one that will 
bring you sure returns and gener- 
ous profits. Send today for our 
booklet. You'll find it mighty 
interesting. 


168 Dartmouth St., Boston, Mass. 
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Hanan type 
of Chair 





A few of the stores 
that we have 
furnished 


NEW YORK CITY 
nheim Collins 


‘ = 
THONET = 
Henning 
Imported Rice & Hutchins 


CLEVELAND 


BENT WOOD onc’ 


Ruby, Inc. 





Large Variety of Patterns. 
Prices range for armchairs— 
$8.50 upward; stools $6.00 up. 















THONET Madison Ave. at 47th Street, New York 


"World’s largest manufacturers of Bentwood Chairs. 











ARCH-LIFT 








THE ADVANTAGES OF 


P erfection 
Circlettes 


D 


With the Sharp Shoulder and Broad Wear- 
ing Surface 
They don’t scratch floors § They do protect 


They don’t wearslippery § They do stop uneven wear 
They don’t drop out They do prevent runover heel 


PUT "EM WHERE THE WEAR COMES 
TRADE SUPPLIED BY 


F. W. Whitcher Co., 2%, 
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out this season with Boyd-Welsh Com- 
pany line, covering the same territory 
as formerly, namely southern Ohio. 





HUMPHLETT CHANGES LINE 


Travels Old Territory for Maetrich, 
Eyre & Co. 

J. J. Humphlett of Portsmouth, Va., 
who formerly traveled Pittsburgh, Bal- 
timore, Washington and cities in the 
South, East of the Mississippi River, 
will make that same territory this 
season, but for a different house, that 
of Maetrich, Eyre & Co. Mr. Humph- 
lett is a southerner by birth, has lived 
in that section for all his life and is very 





J. J. HUMPHLETT 
With Maetrich, Eyre § Co. 


happy with his new line on which he 
has already booked some very good 
orders. 


RICHMOND SHOE STYLE SHOW 


Living Models to Demonstrate 
Latest in Foot Apparel 


The recently organized Richmond 
Association of traveling shoe salesmen 
held a special meeting on Saturday, 
March 5 to formulate definite plans for 
the holding of a shoe style show in 
Richmond. 

President J. Henry Burcher spoke at 
length on style shows held in other 
localities and brought to the attention 
of those present the many benefits to be 
derived, both immediate and future, 
by such a display. He further called 
attention to the fact that never before 
has such a style demonstration been 
plannéd in this locality. 

T. A. Ostenkamp, secretary, pre- 
sented applications for exhibition space 
that have already been received from 
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several well-known manufacturers and 
jobbers in Rochester,- Brooklyn and 
Philadelphia assuring their full co- 
operation and support along these lines. 
Salesmen present also promised the 
association the support of their firms. 


From July 5-8 


It was decided to hold the Style 
Show from July 5 to 8 inclusive, at the 
- Jefferson Hotel, Richmond, Va. 

Committees were appointed to take 
immediate action and make definite 
arrangements with exhibitors and to 
advertise the Style Show throughout 
the Southern territory. 

A. B. Stanley, Chairman of the Style 
Show committee, reported that he had 
already made arrangements for demon- 
stration of the latest styles on living 
models, which would undoubtedly prove 
a unique attraction in this section, as 
this would demonstrate the beauty and 
fit, as well as the wearing qualities of 
the merchandise on exhibition. 


Pleasure and History 


James J. Anthony, Chairman of the 
Entertainment Committee, reported 
that owing to the ideal location of 
Richmond its wonderful opportunities 
of entertainment and its many historic 
points of interest to the country, 
that out-of-town merchants visiting 
the Style Show would enjoy a rare 
opportunity for both pleasure and 
historic study. 

The subject has already been brought 
to the attention of the Richmond 
Chamber of Commerce and the associa- 
tion is looking forward to the receipt of a 
communication confirming its support. 

A committee was appointed to call 
upon the manufacturers and jobbers of 
other commodities in Richmond who 
may be interested. 

F. R. Hamlet, assistant secretary, 
would Ke pleased to receive communica- 
tions from civic organizations in regard 
to matters which may prove of mutual 
benefit. 

Communications for Richmond As- 
sociation of Traveling Shoe Salesmen 
should be addressed 433 E. Broad Street, 
Richmond, Va. 


FROM ROAD TO SALES MANAGER 


Hugh L. Doyle Leaves Ralston to 
Boost Doyle-Mullins Co. 

Hugh L. Doyle, who for the past 12 
years has traveled Pennsylvania for the 
Churchill & Alden Co., recently re- 
signed from the Ralston sales force to 
act as sales manager of the Doyle- 
Mullins Company, Brockton, Mass., 
in which firm he is a stockholder. The 
Doyle-Mullins Company has _ been 
making men’s style shoes at medium 
prices for the past three years; these 


’ Pittsburgh, Chicagoand Detroit, Roches- 


* Utica, Albany and back to Boston. He 



































































shoes sell to the finest city trade. The 
plant is located in the old Stacy- 
Adams factory, opposite the Brockton 
depot, a site always famous for good 
shoemaking. Although a member of 
this firm since its inception, Mr. Doyle 
has not taken an active part in its con- 
duct, devoting all of his efforts to the 
Ralston line. The business of the Doyle- 
Mullins Company has now reached 
such Jarge proportions as to require Mr. 
Doyle’s entire time. He has, therefore, 
been taking a few short trips in the 
interests of the Doyle-Mullins Com- 
pany, and on April 15 will start out ona 
long trip for his firm, covering the fol- 
lowing cities: New York, Philadelphia, 


HUGH L. DOYLE 
Sales Manager Doyle-Mullins Company 


ter, Buffalo, Washington, Cleveland, 


will also look out after home trade. He 
reports that orders have been coming | 
in so thick and fast that his cutters were © 
obliged to work four nights last week. ™ 


Snappy Men’s Models 


“Some snappy new models are com- _ 
ing through the factory,’ said -Mr. 7 
Doyle, “‘in the new shade of tan, and % 
up to recently we have been having a 7 
big call for tony red. There is much to 
be said in favor of this shade, as saddle” 
straps and the new apron effects show = 
off very well in this leather. Our pat- 
terns contain many perforations, and 
almost every shoe made has rubber ~ 
heels.” Bee 

John L. Mullins of the firm will 
continue to buy leather and act as super- 
intendent of the factory, and Robert F.” 
Doyle of the firm will continue to travel 

































































for the T. D. Barry Company, as well 
as for the Doyle-Mullins Company. 

Hugh L. is a brother to Albert F. 
of the Wall, Doyle & Daly, Inc., and 
Wall, Streeter & Doyle. Both of these 
young men come from a shoe family. 
Other members of the Doyle footwear 
group are W. E. Doyle, superintendent 
of production for Wall, Doyle & Daly, 
Inc.; Robert F. Doyle, who travels for 
T. D. Barry Company and the Doyle- 
Mullins Company, and Charles F. 
Doyle, a brother of Superintendent 
W. E. Doyle. These boys have climbed 
the ladder to success by a thorough 
knowledge of good shoemaking and 
scientific salesmanship. 


CLEVELAND TRAVELERS 
To Improve Baggage Service for 


Visiting Travelers and 
Themselves 


Members of the Cleveland Shoe 
Travelers’ Club are showing @ spirit of 
co-operation and broad mindedness in 
their activities demonstrated by the 
members of few other bodies of com- 
mercial men in the state of Ohio. 

The Cleveland travelers held a 
rousing meeting March 11 at 622 The 


Arcade. President R. J. Eberly pre- 
sided. Action was taken which will 
make better baggage service in Cleve- 
land. 

Cleveland travelers for some time 
have been complaining about the 


charge for delivering baggage, and the 
manner in which that service is sup- 
plied. Some of the members argued 
that the baggage ‘“‘smasher’’ delivered 
the trunks when and where he pleased; 
that the ‘‘lines’’ were delivered to 
wrong hotels and to wrong stores. 


D. Osik in Charge 


Considerable feeling was aroused as 
a result of stories of ill-treatment and 
the travelers named D. Osik, a com- 
mittee of one, to get in touch with all 
taxi lines in the city and to line them up 
for better service. 

Travelers from other cities, who have 
cause to complain about baggage de- 
livery service in Cleveland, will do 
much to help the general situation by 
notifying Mr. Osik at 622 The Arcade. 
The secretary of the club, E. F. Buzek, 
also will turn such complaints as he 
receives over to Mr. Osik. 


To Publish Directory 


Another subject taken up was a 
co-operative movement in the interest 
of every member of the club. 

Some of the travelers stationed here 
complained that they were not receiving 
the recognition from the trade that 


’ their presence here as representatives of 
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standard lines coupled with their hard 
work warranted. 

After some discussion it was decided 
to have published a complete directory 
of the club, in which the names of 
officers will be given, as well as all mem- 
bers, together with the lines they carry 
and their addresses. 

Every club member will get an equal 
show in the advertising that the is- 
suance of such a publication naturally 
will give, and then the directory will 
be mailed to every retail shoe merchant 
in the city, and to every department 
store, in which shoes are carried. 

John Anschutz and John Santry 
were appointed a special committee to 
take charge of the directory, and mem- 
bers were urged to give prompt co- 
operation to the end that the book may 
be placed in circulation as early as 
possible. 


For Increased Membership 


Special efforts are being made to in- 


crease the membership of the club. 
New men coming into the city to make 
their headquarters here are _ being 
sought out diligently. 

At the meeting Friday evening, Henry 
Beck and Louis Hall were added to the 
roster of the club’s membership. 

The proposed bill requiring hotels to 
post in each room their rates for lodging 
was taken under consideration, and in 
the discussion that followed, it de- 
veloped that officers of the Cleveland 
club had been in touch with Cuyahoga 
county legislators, and Governor Harry 
L. Davis. who resigned as mayor of 
this city to go to the State capitol. 


Commerce Commission Represen- 
tation 

The movement to place a traveling 
salesman on the Interstate Commerce 
Commission has been indorsed, and it 
developed at the meeting that club 
officers have written to the two Ohio 
senators, and the three congressmen 
from this district on the subject. Presi- 
dent Harding has been asked to con- 
sider the movement, and he has replied 
that he will give careful attention to 
the travelers’ request when it comes to 
naming the new members. 

E. F. Buzek, secretary of the Cleve- 
land Club, who was the delegate to the 
national convention of travelers, which 
was held at Des Moines, Ia., January 
17, 18 and 19, gave a report of. what 
transpired at the convention. 


STONER WITH BOYD-WELSH 
**Jim”’ is Member of National Shoe 
Travelers’ Association 


“Jim” Stoner, who for the past four 
years has been covering Ohio, Penn- 
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sylvania and West Virginia for the 
Boyd-Welsh Shoe Company, finds that 
business has grown so large and fast 
-that he cannot see his trade as often as 
he would like to, and has secured the 
valuable services of Ed. S. Hood to 


help him. Mr. Hood is well known 
among the retail shoe men as well as 
the manufacturers, having had a 
number of years’ experience in both 
lines of the business. ‘“‘Eddie”’ is a 
hard worker and ali his friends will be 
glad to know that he has signed up with 
a real live line. 


CUTTER WINS PRIZE 


Ohio and Indiana Ralston Salesman 
Presented With Gold Watch 


One of the most pleasing incidents at 
the recent sales convention of the 
Churchill and Alden Company was the 
presentation of a gold watch to E. S. 
Cutter, who sells Ralston shoes in Ohio 
and Indiana. The presentation speech 





E. S. CUTTER 
Travels Ohio and Indiana for Churchili 
and Alden Company 


was made by S. P. Alden, treasurer 
of the firm. Cutter was the first sales- 
man employed by the Churchill and 
Alden Company when the Ralston line 
was put on the market some 20 years 
ago, and has been with the company 
ever since. He is unquestionably one 
of the most popular men who travels in 
the Middle West and is well and favor- 
ably known to both retail shoe mer- 
chants and fellow salesmen. 


Williams With Central 


John H. Williams, who has traveled 
southern Ohio for the Huntington 
Shoe and Leather Company for the 
past several years, will leave about 
April 1 with his new line of the Central 
Shoe Company of St. Louis; he will 
cover northwestern Ohio with this line. 
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No. 5034 No. 5045 
Light Brown Calf Oxford Light Brown Calf Two-Strap Pump 
4 Goodyear Welt Goodyear Welt 
t Priee, $4.65 Price, $4.75 


BUSINESS LUBRICANT. 
LAMP THESE TWO!!!! 


"OIL UP" your sales, and KEEP THEM 
RUNNING SMOOTHLY with OUR GOODYEAR 
WELT and FLEXIBLE McKAY SHOES. 


THE ABOVE SNAPSHOTS depict the 
QUINTESSENCE of WHAT IS MOST DESIRA- 
BLE in BROWN CALF "SPECIALS" for the 
coming months. - 


WE HAVE OTHER DESIGNS EQUALLY GOOD. 


"HITCH YOUR AIRSHIP to the STAR" 
of A BUSY FACTORY. 


WE ARE FAST "GOING FORWARD to 
NORMAL" in PRODUCTION and DELIVERY 
SERVICE. : 


’ ANCHESTER, N. H. 
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LATEST NOVELTY 
CREATION 








Newest 
Ball Strap 
Effect 












Brown Kid or 
Brown Side Leather 


Goodyear Wingfoot Rubber Heel Attached 
M. T. 


ORNSTEEN 


SHOE COMPANY 
HAVERHILL, MASS. 
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et EXCLUSIVE FOOTWEAR Te tity) 











“Lax &Abowitz 


MANUFACTURERS OF 


LADIES’ HIGH-GRADE 
BENCH TURN FOOTWEAR 


FACTOR Y* AND SHOWROOM 


17 SMITH ST. 
BROOKLYN - N.Y. 


Bo ee Ue Te TTITUMe TUM eLUU MISMO UU ene LTS 


SUOMI OLLI L LHe e@niiiiiiieniiiiiiel iii 


PHONE MAIN SPECIALISTS 
8763 IN 
SPECIALTIES 
TOMO THUMM eM Ue lel thc 














GIRLS 





White Calf Overlay Col.........0.s00. $5.75 


Medium Shade Tan Calf Col. Brown Qoze W 
DC eceat una Nude dean stan scene ae $6.00 
Pearl Grey Suede Calf Col. Black Kid or Pat. 
MUU bine bwias we bde- 6 640045440400 4808 $6.65 


HUNKINS TURNS 


. O. HUNKINS & CO. 


GIRLS GIRLS 


CONVINCING STYLES 
FOR THE 
STYLISH GIRLS 


STYES. rus QUALITY 


HAVERHILL, MASS. 
























This shoe in patent leather, 
gun and tan calf. 

en :3-6. i. 
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Made with leather quarter linings and 
counter. Reliable 8 iron sole. Other 
styles in stock 2-11, C, D, E widths. 


JACQUES & CLEMENT 


"Boston Office, 215 Essex St. Haverhill, Mass. 
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OOOO SoMooooooocIe 


Where to Find Business 


Wage Envelope Is the Index of Where Shoes Are Wanted—Every Traveling 
Shoe Salesman Should Follow Up the Tips of Prosperity Herewith Given 


Richmond, Cal.—Construction on a new 
$50,000 at for the production of soap 
Hd the tural Soap Company is about to 


"i. Plainfield, Conn.—The establish- 
ment of a plant for the manufacture of 
athletic and sport hose, also men’s lisle 
hose is reported. It is planned to start 
with 16 knitting machines. 

Central Village, Conn.—Central Wor- 
sted Company reported very busy, with 
help increased and orders ahead for 
several months. 

Wilmington, Del.—The Fisheries Pro- 
ducts Company are about to start con- 
struction ca fertilizer plant which will in- 
crease output to about 40 cars of fertilizer a 


da 

“Social Circle, Ga.—The Social Circle 
Cotton Mill Company is installing 10,000 
spindles. 

Chicago, Il.—William Zinnser & Co. 
have completed a new plant at 319 North 
Western Avenue. 

Chicago, Ill. —The Eureka Thread Mills 
is a new company, operating at 1315 
Newberry Avenue. This company special- 
izes on soft finish cones and has its own 


winding plant. 

Bowling Green, Ky.—The American 
Producing & Refining Company has plans 
under way for erection of new plant with 
initial capacity of 1,000 barrels per day. 

Pyestonsburg, Ky. — Bailey - Ferguson 
Coal Company has been recently chartered 
for the mining of 1,500 acres of coal land. 
An initial daily output of 1,000 tons is 
anticipated. 

Monrge, La.—The American Carbon 
Company will shortly begin erection of 
Sa for manufacture of carbon from 

ignite. 

Cumberland, Md.—The American Cel- 
lulose & Chemical Co. announce that 
they are about ready to install machinery 
in their new plant and will commence 
operation in near future. 

Baltimore, Md.—The A. H. Kuhlmann 
Company have secured site and will soon 
commence erection of additional factory 
for manufacture of butterine. 

Pittsfield, Mass.—The Berkshire Woolen 
and Worsted Company started on prac- 
tically full capacity March 14. 

New Bedford, Mass.—Passaic Cotton 
Mills will resume operations March 21. 
The corporation operates seven mills in 
this city, employing 2,500. No. 4 mill will 


start first on a weekly schedule of 48 


hours. 


Chicopee, Mass.—The Fisk Rubber 
Company resumed ¥34 time schedule of 
operations on March 1 

Worcester, Mass. ion 200 men have 
been asked to report for daily work by the 
Norton Company to handle the increased 
business. 

Springfield, Mass.—The National As- 
sociation of Clothiers and the Copies 
Manufacturers’ Association of New Yor 
have announced plans for erection of a five 
story clothing factory, which, it is said, 
will house several New York concerns. 

Leeds, Mass. (near Northampton)— 
Several hundred employes of the Nono- 


tuck Silk Company have accepted the 
wage cuts and gone back to work. 
rockton, ass.—The Field & Flint 


Shoe Company is to reopen its Emerson 
Avenue factory at once to meet the_rush of 
orders. 

Madison, Me.—The Indian Spring. Mill 
of the American Woolen = March idle 
since May, received orders March 8 to 
start as soon as ible. It is e: to 
be running at full eg | wi three 
weeks, employing about 3 

Detroit, Mich.—The Fon Motor Corp. 
has been organized to manufacture cars 
selling at about $1,500 and will start 
operations at once. 

o. Kansas City, Mo.—The Corn 
Products Refining Company is constructing 
new $7,000,000 amt. 

Manchester, H.—Full time schedule 
commenced March 10 in the worsted 
department of the Amoskeag Manufactur- 
ing Company. About 2,000 are working 
out of a normal capacity = 3,500. 


Bloomingdale, J.—A plant has been 
leased by Lissberger Bros. for the es- 
tabli t of a chemi and dye ex- 





perimental plant. 
West Paterson, N. J.—The Triangle 
Textile Company has begun operations 
in a plant equipped with six looms for 
manufacture of brake and transmission 
lining, cotton belting and webbing. 
Carneys Point, . J.—Announcement 
was made March 11 4 4 the E. I. du Pont 
de Nemours C erection 
of largest dry color n end in world, which 
“= eventua iy id om 30, 000 men. 
Bessemer City, C.—The ‘American 
Cotton Mills, Inc. _%. started up their 
spinning frames and will soon start their 
looms. 
Middletown, N. Y.—Carpenters signed 
an agreement March 8 with the Building 
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PROVIDENCE VISITORS 


Powers of A. J. Bates and Hands of 


Elite Shoe Company 
James T. Powers, who travels New 


Company who also travels New Eng- 
land territory was in Providence re- 
cently and stopped at the Dreyfus 
Hotel where he was interviewed by 
J. J. Connolly, ‘“‘Recorder’’ representa- 


England territory for the A. J. Bates 
Shoe Company of Webster, Mass., was 
in Providence recently calling on his 
trade. Besides sporting a new Buick 
machine Mr. Powers showed a beautiful 
new “‘saddle-strap”’ men’s oxford which 
is a ‘“‘pippin,”’ is carried in stock, and 
has opened no less than 15 new ac- 
counts the past week on same. Manager 
Charles Marx of the Outlet, Providence, 
tried out the new machine with a ride 
to the factory in same with Mr. Powers. 

Clarence Hands of the Elite Shoe 


tive. 


Mr. Hands 


GAINST CONVENTION 
DISPLAYS 
Southwestern Shoe Travelers Adopt 
Resolutions 

The Southwestern Shoe Travelers 
adopted resolutions at the Texas 


has several new 
Spring numbers on this trip and says 
business buying is good with him, and 
that his company has now started on 
a new building. 


Trades Union, eetee:s at } amen, whereby 


25 


0 carpenters return to 
Canton, Ohio—The United - Alloy Plants 


which have been closed since the latter 


tions 





er of opera 
arch 15, ‘employing several hundred 
men. 


Cincinnati, Ohio—The American Bridge 


Company has been awarded contract for 
construction of a six span double track 
bridge over Miami River between Cin- 
cinnati and St. Lotis by the Baltimore & 
Ohio Railroad Company. Construction will 


a n at once 
iles, Ohio—The 
reopened March 14, 


‘falcon Steel Mills 
having been. closed 


since January 1. They employ about 1,000 
hands and have a normal 1 eed output of 


ap’ — 120,000 tor 
Portland, “Ore--The 


"Portland Vege- 


table Oil a vnine Company are about to 
erect a new plant at a0 — - $450,000. 


Company is 
aan 3 this Spring, ge will 
nang @ 

‘or 


facturing 
operatin 
with 54 looms for the manufacture o 


sil 


ra Thread 
ition to its 
be used as a 


. Pa. nt The Star Silk Manu- 
compan of Lge my N. J. +. 
a new an ant ip; 
broad 


Gibboney 


Philadelphia, Pa.—Th 
planning - addi 


Readsville, Pa—The A 


woolen mills will be sre at once by 


the erection of a new brick 
installation of looms to 
weaving of 


for the 
in the 
nkets. 

Pittsburg, Pa.—The tin plate plants 


have been reported as increasing opera- 
tions © the past ~. soveral of them, such 


ros. pany, resuming 





operations on full time. 


ilkesbarre, Pa.—It is reported that 


many mine workers have been put back at 
work and the anthracite industry is show- 


good production. 
n Antonio, Texas—Operations in the 


new Lone Star Cotton Mills are expected 


to 


begin not later than May 1, as the 


machinery is rapidly ueing installed. 


S.... Texas—The Magnolia Petroleum 


ee is about to begin construction of 
anot 


purchased buildin 


ee to cost in the vicinity of 


“a. Wash.—A. M. Castle & Co. have 
and unds to be 


used as a huge steel assembling, storage and 


fabrication 


ant. 


ttle, Wash.—The Seattle Transfer 


Company has leased, with option to buy, a 
large five-story building. 


- 


4 


convention as follows: to discontinue 
boot displays at State conventions. 
Be resolved that a law be passed com- 
pelling hotels to post their rates im 
each room. Condemning the rates 
charged by a certain Texas hotel, 
condemning the hotel keepers who are 
keeping their rates, up while other 
commodities are coming down. 

The committee extended a vote of 
thanks to Arthur W. Johnson, of the 
Southern Shoe Journal for his efforts in 
helping put the Texas convention over. 

Johnson, by the way, celebrated the 
opening of the convention by becomi 
a proud father. Another worker who 

(Continued on page 149) 
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Changes in Business 


Current Events in Failures, Suspensions and Ac- 
tivities in the Shoe and Leather Trade 


Failures 


Mass. oo Schoffield, visions shoes, 
“reported involuntary petition in nkruptcy 
filed by four creditors. . 

ch, Mass.—Christos Grantakas, shoes, re- 
ported to compromise at 25 per cent. 
pvil Ala.—J. Cohen, shoes, etc., reported 


is in 
Ppa fe Rendel, shoes, reported peti- 
tioned into i: Sees 
nn.—Benjamin Shapiro, shoes, 
geuitioned into bankruptcy. 
iD C.—Hyman Tabb, shoes, re- 
ported hington, © filed a voluntary petition in bank- 
, and through a searw has — 
a composition ol per cent, paya 
25 cents in cash on the con ation of the 
seeecion, 7% per cent in three months 
acd 74 per cent in six months from date of 
the confirmation of the composition, by de- 
ferred payments to be evidenced by the bank- 
t's 3 promissory notes, bearing 6 per cent 


annah, Ga.-—J. A. Varnadoe Company, shoes, 
peported petitioned into bankruptcy 

/ .—J. Bono, - etc., reported peti- 
‘tioned into bankruptc: 

; iil. = Goldman & ——_ sab South 
‘State Street), shoes, assi 

tottsville, Ky.—The Grand cyt, 3 Goods 

- Co., Tibbis C. Hilburn, proprietor, shoes, etc., 

ibis ted filed a petition A | cited with 

_ 


agi ting $16,6: 
ee Ri ‘ Orica Rule Store, 


toe, st. repor’ is in bankruptcy. 
La. ae ay Fendig, shoes > re- 
is ering creditors c on 
paving, Fon in full settlement. Is said to owe 
about $14,000 in trade indebtedness and about 
$4,000 or $5,000 to the banks and to his 
brother-in-law. His assets consist of his stock 
which inventoried at about $10,000, but 
subject to heavy depreciation as it now stands. 


Minneapolis, Minn.—A. Arthur Kimball, shoes» 
reported it has been found impossible ‘for this 
eae to go on under the et ge | re- 

extension arrangement, and a per 
cent offer of com ise has been submitted 
to creditors in full settlement ~ claims. 

Duluth, Minn.—Aarons & Sclos! y (The Hub), 
shoes, etc., reported have a voluntary 

tition in bankruptcy, listing assets to 
37,951, with $13,730 clai exempt, ani 
534,889. E. G. Robie 
= been appointed receiver. 
ee ae tonian uel Silverman, poor etc., 
inv tary petition in uptcy 
filed by creditors. 

Fuquay Ridnan, N. C.—Harry Isaacson, shoes, 
etc., filed a voluntary petition in 
bankru tcy 


Plymouth, Kt C.—Clyde Cahoon, shoes, reported 
filed a voluntary petition in cabonetee. and 
is offering 25 per am in settlement, vided 
his creditors will e him time and accept 
secured . notes. i liabilities are stated as 
$57,502.24, $42,254. 1.33 of this amount is bills 
outstanding for a His assets are 
listed as $45,078.26. 

Tulsa, Okla. —Gordon’s } Doatery. shoes, reported 
is in onnold being ap- 
pointed*receiver on January 14, 1921. 

Lexington, Mo.—W. L. Gruber, shoes, 
in financial difficulties and is offering to com- 
promise at 50c. on the dollar, to be paid in 
cash. He states he owes $8,000 for merchan- 
dise and $8,000 to banks for borrowed money, 
making total debts $16,000. His assets con- 
sist of stock on hand not to exceed $10,000. 

Louisburg, N. C.—McBrayer Clothing Co., shoes, 
foe involuntary petition in bank- 


Atlantic Reig N. J. —Joseph Weiner, shoes and 
cepelsing, sapes reported is in financial difficulties. 
His assets are valued at about $1,200 and he 
owes about $4,000. Is making an offer to all 

his creditors of 20c. on the dollar 


Bleecker 
—SHOE— 


For Particular Women 
ANOTHER BLEECKER LIVE WIRE 


No. 7000—Black Patent Vamp, Grey Suede,Quarter, 
$7 


Cov. 18-8 LX V, Turn 


No. 7001—Brown Kid Vamp, Brown Suede Quarter, 


Cov. 18-8 L X V, Turn 
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Elizabeth, N. J.—Nathan Pollock, shoes, ctc., 
reported re petition in bankruptcy 
filed-by cred: 


City, N. pre = aie Stein, shoes, reported 
as filed a volun petition in bankruptcy, 
listing liabilities of 497, of which the prin- 
cipal items are claims of $4,277 and 
notes and bills of $1,920 and assets of $4,906 


' Stein has deposits 
where of $6, according to the petition. 
ey: a City—Cohen & Neulinger, Bronx Boot- 
. re involuntary petition in 
Suchsupsey by attorney representin 
creditors. F. X. Hennessy was appoint 
— under a bond of $1,500. Liabilities 
are said to total about $15,000 and the assets 
about $3,000. 
Jacob Weini r, shoes, reported involun- 
-tary petition in n bankruptcy filed by attorneys 
representing creditors. Max Arens was 
pointed receiver under a bond of $2,500. 
The. liabilities are said to be about $14,000 
and the assets are estimated at $5,000. 
Brooklyn, N. Y.—Samuel L. Peckerman, shoes, re- 
ported a meeting of creditors held from which 
: would appear he owes $5,600 to the trade, 
$7,000 for rowed haere and has 1,100 
pair of ladies’ shoes figured at $7.00 a pair. 
At the meeting he offered 25 per cent cash, 
but creditors insist upon not less than 50 per 
mer —* ending 
Abraham , Shoes, reported cannot 
through with his previous proposition under 
the extension, and has offered a settlement of 
40 per cent cash or to turn the merchandise 
over to a trustee for the benefit of creditors. 
Harry Dubin (33 Moore Street), shoe 
oa reported petitioned into bank- 


Cleveland. “Ohio—Paul Bader, B. & R. Mer- 
chandise Co., shoes, etc., involuntary 
petition in bankruptcy has been by 
creditors. John Lambord was appointed 
receiver under as of $5,000. 

nh, Pa.—Michael Selkow, shoes, re- 
ported filed a voluntary petition in bank- 
ruptcy, listing liabilities of $4,918, but sched- 
uling no assets. 

Borris Friedman, retail shoes, reported 
filed a voluntary petition in bankruptcy 
listing liabilities of $75,900 and no assets. 

Sumter, C.—Bryan_ Clothing Co., shoes, etc., 
reported at a meeting of creditors this concern 
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—— creditors a settlement of 25 cents on 


the dollar. 
Vernon, Texas—Vogue Shoe Co., shoes, reported to 
have assigned. 


Changes 


Boston.—B. Meltzer (wife of Isadore), shoes 
(141 Merrimac Street), filed married woman’s 
cate. 


certifi 
Brockton, — —United Wholesale and Retail 
a , Shoes, incorporated with author- 
macs ‘of $100,000. 
Haverhill, Mass .—A. W. Bradley Co., shoe mfg., 
William Hexworth admitted to partnership. 
Milton, Rie —Louis H. Cohen, shoes, succeeded 
H. L. Cohen & Son. 
Chicago, TH—A. B. Shoe Co., _. shoes, in- 
corporated with capital of $25,000 
West Branch, Ia.—Albin Douglas, “shoes, etc., 
suceeeded by Lewis Albin 
a Mercantile Co., shoes, etc., 


reported sold ou 
Salyersville, K- OW. J. Patrick, shoes, etc., re- 
sold out to W. Rice 
eee meg Mont.—May Mercantile Co., shoes, 


, discontinued. 
Norfolk.” Neb.—Edgar Redmond, shoes, suc- 
ceeded by R. A. eMittelstadt’ 's Booterie. 


North Loup, Neb.—Hemphill & Burdick, shoes, 
etc., = by Edward Knapp. 
Brooklyn, Y.—Vanity Shoe Co., Inc., manu- 
nl reported out of business. 
Providence, R. I.—Kay, Escot & Kay, Inc., shoes, 
incorporated with authorized capital of $50, 000. 
Artesian, S. D.—E. Curry, shoes, etc., re- 
sold out to Z. Feinstein. 
Faamres, Wis.—H. R. Fenske, shoes, etc., suc- 
led by H. R. Fenske & Son. 





THE SHOE TRAVELER 
(Concluded from page 147) 
came in for much praise was E. J. 
Schwartzman, assistant executive sec- 
retary. “‘Schwarty’’ was “on the job” 
night and day since the big gathering 
started. 


LAPE-ADLER MEN 


A List of Live Wires and Territories 
Covered 


The following is a list of Lape- 
Adler Shoe Company shoe travelers 
and territories covered. These men 
are now all in their respective territories. 
Dunbar Archer, West Virginia, Vir- 
ginia, Maryland; J. C. Combs, Wash- 
ington, Oregon, California; Ray Glas- 
cock, Oklahoma, Arkansas (Oklahoma 
City excluded); James Hagerty, Ohio, 
Pittsburg, Pa., Wheeling, W. Va.; Paul 
J. Lee, North Carolina, South Caro- 
lina, Georgia; Clarence E. Mosser, 
Iowa; Con Quinn, Missouri, Kansas; 
Arthur J. Reilly, Pennsylvania (Pitts- 
burg excluded); W. C. Samuels, Missis- 
sippi, Louisiana; J. G. Spurlock, Texas; 
J. J. Terry, Illinois (Chicago excluded) ; 
Mead Terry, Minnesota, Wisconsin; 
J. C. Thomas, Indiana; John A. Walsh, 
Jr., Alabama, Kentucky, Tennessee. 


MINNEAPOLIS TRAVELERS 


Items Regarding Le Pine, Lundberg, 
McDonald and Northwest 
Association 


Frank LePine, formerly the Western 
Coast representative of the E. P. Reed 
Company of Rochester, has changed 
territory with Charles Bennett, repre- 
senting the mid-West. 

F. R. Lundberg is now on the road 








for the Sam B. Wolf Company of 
Cincinnati. 

John McDonald, formerly with the 
Freeman-Thompson people, is now 
traveling for the Mid-West Shoe Com- 
pany. 

The Northwestern National Shoe 
Travelers’ Association announces the 
election of three new members to the 
organization: Walter W. Webster, with 
the-R. P. Smith Company; Verlin C. 
Gross, with A. H. Weinbrenner Com- 
pany; and W. E. Regan with the O’ Don- 
nell Shoe Company. Twenty new 
members have been added this year to 
the association. +: 


REICHEL WITH EATON 


From Retail Shoe Department to 
the Road 


William H. Reichel, who was for- 
merly manager of the shoe departments 
of The Union Company, Columbus, 
Ohio, has accepted a position with the 
Charles A. Eaton Company of Boston, 
Mass. He will sell Crawford shoes in 
the following territory: part of Mis- 
souri, Illinois, Iowa, Kansas and south- 
ern Wisconsin. Mr. Reichel was for- 
merly on the road before accepting 
the managership of The Union Com- 
pany and this will be no new venture 
for him. 


Shufelt with Carter 


Walter G. Shufelt is now out on -his 
territory of southern Ohio for J. W. 
Carter & Co. of Nashville, Tenn. 


Munch with J. W. Carter 


A. J. Munch, for 14 years with Mc- 
Elwain, Hutchinson & Winch, covering 
large cities in the Middle West, made a 
change March 1, and now has charge of 
the Middle West for J. W. Carter & 
Co., Nashville. Mr. Munch will add 
Detroit to his present territory. 


New Brockton Office 


James L. Scanlon, representative of 
the J. Ralph Baker Company of Bridge- 
water in Philadelphia, has opened an 
office in the Forrest Building on South 
4th Street, Brockton, Mass. 


LEAVES WILLIAMS-KNEELAND 


Frank C. Fowler Succeeded by 
M. Pingree 


Frank C. Fowler, salesman in New 
England for the Williams-Kneeland 
Company of South Braintree, has re- 
signed and will engage in business for 
himself. He has been succeeded by 
Mellen Pingree, formerly with the W. H. 
Stedman Company Rubber Works of 
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South Braintree. The Williams-Knee- 
land men have been making a supple- 
mentary trip with new samples through 
their territories. 


Coppage in Orient 


J. C. Coppage, who covers the ter- 
ritory from Denver West for the Boy- 
den Shoe Manufacturing Company, is 
on a trip to the Orient. 

A recent letter written by him to A. 
L. Slavens, president of the company, 
stated that he was en route home, and 
would be here in ample time to see his 
Boyden customers with a full line for 
Fall delivery. 





When Expenses Exceed 
Mark-up 


By Herbert Marcus, Neiman-Marcus 
Co., Dallas, Texas 


A canvass of over 200 stores in my 
district revealed that the average ex- 
pense of the shoe merchant is 32 per 
cent as compared with 28 per gross 
profits, under present conditions. In 
1919 the same stores quoted figures 
showing expense averages of 28 per cent 
with 33 per cent gross profit, while in 
1918 the expense was 27 per cent and 
the profit 33 per cent. The average 
shoe man is, under present conditions, 
turning his stock at a great sacrifice— 
he is in many cases selling shoes for 
$5.00 retail which originally cost him 
$10.00 wholesale, or at that rate paying 
off his debts at the rate of $2.00 worth 
of stock for $1.00 worth of debt. 
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CLASSIFIED: AND OPPORTUNITIES DEPARTMENT 


“Recorder” rates for space less than one eighth OSITIONS WANTED—Four conts per word for cach 


ltime 7times 13 times 26 times nck 
$4.00 $3.50 $3.00 $2 .00 of this office, twelve words must be allowed in-each grap os 


8.00 7.00 
12.00 10.50 
16.00 14.00 12.00 10.00 -. = : 


Payment in advance is required, except when segular advertisers, as amounts are too small to open accounts 


insertion. 
Minimum amount accepted, seventy-five cents. For other ‘““Want” 
advertisements, seven cents per word for each insertion. Minimum 
52 times _ amount ai 7 $1.25. Ads ane this heading will be received up 
y. When advertisers desire answers to come in care 


6.00 5.00 address. ‘When advertisers desire — forwarded direct to 
4 . : address, each word of the address must be counted in the advertisement 
9, 00 7.50 and paid for accordingly. Answers to ads must be sent under letter 














SALESMEN WANTED 





POSITION WANTED FOR SALE 





Want ED—Experienced shoe men, covering 
New England and New York City territories, 
to sell fine line of felts, moccasins and children’s 
shoes. Big opportunity with growing concern. 
Address C483, care Boot and Shoe Recorder, 20 
South St., Boston, Mass. 


7 ANTED—Salesmen for June, July and August. 
We have a few territories open with estab- 
lished trade, general and dry goods stores. High- 
class line. Samples only we‘gh 20 pounds. ig 
earnings. Mexican American Hat Company, St. 
Louis, Missouri. 
GALESMEN Here's an opportunity for a few 
live wires to sell on commission the strongest 
lirie of work shoes and outings made in the West. 
Territories open: Oklahoma, Montana, Wyoming, 
Colorado, New Mexico, Kansas and Nebraska. 
References required. ~ Address Michigan Shoe- 
makers, Rockford, Michigan. 





y [ANTED—Salesmen w with ‘established trade t to 
sell our leather house slippers; all_ territories 
m ex ting Wisconsin. Address Milwaukee 
sli ipper Mfg Co., Milwaukee, Wis. 





ANT ED- -High- grade shoe calemnen carrying 

ladies’ shoes only can make entire expenses 
or more by carrying a short line of the highest 
grade spats made. This factory will only consider 
a salesman who calls on the very best accounts 
and has an established trade. This will be the 
banner year in spats, and here is a real opportunity 
for strictly high grade men. Chicago Spat Com- 
pany, 626 W. Jackson Blvd., Chicago, il. 





/ANTED—Salesman with large following, one 

who can produce, to join me in opening New 
York office, half partnership, with full line of 
women’s, men’s and children’s shoes. Address 
K405, care Boot and Shoe Recorder, 127 Duane 
St., New York. 





ANTED— Experienced shoeman, big oppor- 
tunity with growing concern. If possible 
nara interview desited. State salary expected. 
‘orward reference and photos. Eldreds Quality 


Shop, Meadville, Pa. 


WANTED—Salesman for the State of Missouri 

(excepting Kansas City) to sell our line of 
growing girls’, misses’, children’s and_ infants’ 
shoes on commission. Can be sold with other 
non-conflicting lines. Experienced salesman pre- 
ferred. Reply with reference to H. S. Albright & 
Co., Inc., Orwigsburg, Pa. 





Salesmen in all territories to handle popu- 
lar priced line of Infants’ and Children’s 
Square-edge turns, sizes 1 to 8. Stock 
proposition. One day service. Commis- 
sion 6 per cent. Address C470, care Boot 
and Shoe Recorder, 207 South St., Boston, 














POSITION WANTED 


BUYER AND MANAGER would like an o 
portunity with a progressive retail establish- 
ment that believes in a bigger and better future 
shoe business. American, age 37, married. Fif- 
teen years’ experience in merchandising. Thor- 
oughly familiar with market and can produce. 
At present engaged as buyer and manager of de- 

ent doing $150,000 in department store. 
excellent reason for wishing to change. Past 
record will bear closest investigation. Address 
C481, care Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 








USINESS IS DEAD IN THE WEST INDIES, 
a se — eee to his enn). So (genre Sh St k F S | 
eld (and exports from t en nder the new 
administration many changes in business are ex- oe oc or a e 
pected, and should you be contemplating any, New clean Ladies’ and Gents’ ches stock 
would like to be considered in any capacity. Let’s fi : m - 
talk the matter over now, and consummate ar- or sale. Lease until 1925. Invoice, inc. 
rangements when you are ready. Address C482, fixtures, at present $21,000. Sell at present 
care Boot and Shoe Recorder, 207 South St., Bos- market. City of 60,000 population, in 
ton, Mass. a , : 
Michigan. Arthyr M. Gilman, Realtor, 
BUYER AND MANAGER—Wishes to make a Jackson, Michigan 
Eight years general manager for id 2 
aan ge 35. Now buying for popular-price 
family shoe department—doing $250,000. Middle 


or far West preferred. ” Address C455, care, Boot First Class Ladies’ Shoe Store 














= One of the finest corners in the heart of 
- + peer a ~ Brookly =. a 
pletely equip wit latest modern fix- 
HELP WANTED tures worth $6,000. Clean stock worth 
$18. 000, at market price. Cheap to quick 
WANTED—Experienced buyer for wholesale | puyer,, Address K40t, care Boos and Shoe 
line of Juvenile ao emg for middle West. 5 ~~ r 
Must be familiar with bling catalogue and 
know how to handle salesmen. State in full your 
experience, salary y eens —_ om, sae 
xcellent opportunity replies held coi en- 
tial. Address C480, care Boot and Shoe Recorder, BUSINESS OP PORTUNITY 
207 South St.. Boston, Mass. 





























AN EXPERIENCED SHOE MAN would like 
to invest from $8,000 to $14,000 in a growing 
jobbin, ing concern. Address K404, care Boot and 


LINE WANTED Shoe Recorder, 127 Duane St., New York. 


pian. Fag me ot oy opening 
ew York office, desire to hear from manufac- 

turers that wish to be represented in New York WANTED TO PURCHASE 
with line of women’s, men’s and children’s shoes. . 


Address K406, care Boot and Shoe Recorder, 127 
Duane St., New York. Fe MMMM MMT Te TMM MOLLE 























WANTED TO BUY 


[} WANT to buy a going shoe store, with favorable 

lease, in a city of from forty to two hundred 
thousand population, or would take over a favor- 
able lease without stock. All r2plies held in confi- 
dence. Address C478, care = and Shoe Re- 
corder, 207 South St., Boston, M: 








We Buy for Cash 


nese: | Jobbers’ 
Surplus Stocks, Job 





FOR LEASE 


PACE to lease for ladies’ and children’s shoes 
in one of the leading department stores in 
Illinois. Front mezzanine 21x66 ft. New building. 
also basement department. L. F. Beach Company, 
Joliet, Illinois. 





entire stocks 

| fy BAL ey 

us ‘ou 
have for sale. cane ex be 

‘aken. 


Short Term Leases T: 
We pay Highest Cash Value. 


VAN PRAAG & CO. 


Shoe Dept., Martin Posner, Manager 
459 ioe he New York, N. Y. 








FOR SALE 


Lge mengped Ee ont noes ong 
si stands in fair con ities, 
each. Write for —— Union Sh ve Telephone Canal 95979598 


rg, O NON ONION 
OR ait —Sectaws York State city, 
location, room and business. Stock about $23,- The NEW YORK EXPORT 


000, can be reduced. Medium grade trade. : 

sales about $73,000, 1920. No trades, cash only. PURCHASING CORPORATION 

Good opportunity. - Address C476, care — 

and Shoe Recorder, 207 South St., Boston, Mase. 515-517 Broadway, New York City, N. Y. 
ge gg shoe store for sale in a town of 

R. I 2,000. Seventam : malee Sem Providence. WILL Slow Sellers FOR 


dress C468, 
and Shoe Recorder, 207 South St., Boston, BRUTY 1 S2xpluastecke ¢ CASH 
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BOOT AND SHOE RECORDER 


E RECORDER CREED: Getting M Shoes Sold Right; not only “‘more”’ but “right’’; sold for the right pur, . tothe . 
be eae in —o rig ht fitting, for the righ at the right profit. This is the great pasate of the retail shoe mer- 
chants. The chief ae of * Boot = ‘ecorder”’ 7s to help solve it; for this is the basic problem upon which 

he prog the entire allied eh aeies relating to shoes and leather; their production and distribution. . 


Annual Subscription in the United States, $5.00.. Per copy, 25.cents. Canadian, $6.00. Foreign, $10.00 
No Subscription Accepted for Less Than One Year 
Member of the Associated Business Papers, Inc.. Member of the Root Newspaper Ass’n. Member of Audit Bureau of Circulations 
Each issue copyrighted by the Boot and Shoe Recorder Publishing Co. Entered at the Post Office, Boston, Mgss.,’as second-class matter 


ISSUED EVERY SATURDAY AT 207 SOUTH a" BOSTON, MASS., U. S. A. 
Cable Address 
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PUBLISHED WEEKLY IN THE INTEREST 
WANTED TO PURCHASE MISCELLANEOUS OF THE RETAIL SHOR MERCHANT BY THE 
BOOT AND SHOE RECORDER PUB. CO. 
Highest Cash Prices Paid (Incorporated under Massachusetts Laws) 
for entire shoe stocks. We alo buy your sur- ‘ 
eentivoshes stocks. Wo eho bay yourser- The Most Popular CAPITAL $150,000 
etail or wholesale. Short teria leases taken off Size Stick gre OF THE CORPORATION 
your hands. Wire or deed Correspondence RLES G. PHILLIPS, President 
confidential. Established 1890. EVERIT. TERHUNE Treas. and Gen'l Myr. 
GLAUBERG & CO. 99 GEORGE W. R. HILL, lst Vice-President 
296 Church St., New York, N. Y. se H. WALTER SCOTT, 2d Vice-President 
We also purchase clothing, phate, furnishing : ; ARTHUR D. ANDERSON, Secretary 
om oe ee haem tammond SWAIN, CARPENTER & NAY, Counsel 
Trade Mark 101 Tremont St. 
C A S) Ul P A T D Made in Three Styles, ne {RTHUR D. ANDERSON, Editor 
= , fe gine TOAELEN M. HANEY 
fe hoe stores I tocks of sh or 2 A 
for ‘cthee siavchedllien. Sean faas e With Standard Measures, e Associate Editors 
We will send a representative to investigate English, French, 


and make offer upon request. 


PUBLISHERS’ NOTICE 











; American 

Kalter Cerf. Mercantile Co., Inc. SUBSCRIPTION—The subscription price of the 
591 Broadway New York City Boot and Shoe Recorder is $5.00 a year in 
Phone Spring 5160-5161- "5162 Price No. 3 advance, which includes postage in the United 

Tolands —, menting, © Islands, -_ Faioeine . 
and Mexico price for Canade 

$1.50 Each is $6.00 a year, including postage. 
DO YOU CONTEMPLATE FOREIGN SUBSCRIPTION—The price to ll 
Retiring or going out of business? “Varnum” Size Sticks prec nok SS = Gow ey 
I = y value for your entire or surplus are made of Extra All subscriptions are payable in advance. 

stock of shoes. Quality Maple Wood, ADVERTISING RATES—Card of _Advertisi 

Leases having a short term to run taken over. with - Nickel Plated Rates furnished on application. For rates re 


Established 25 years. 
I. OLENICK 


Trimmings. . Makes an attractive | Wants, for Sales, etc., see Want Page. 


fixture for the store, also a 

















413 Broadway, New York. Tel. 9531 Canal long wearing and. useful one as OFFICES IN 
well. BROCKTON OFFICE: 224 Moraine St. Geo. W. 
R. Hill, Manager. Telephone 507. 

We buy —* and pa Might cash price for Write Us Direct if Your Dealer CHICAGO OFFICE: 189 West Madison St. Tele- 
pene “= wholesale stocks of shoes or any other Cannot Supply You phone Main 1089. B. C. Bowen, Manager. 
merchandise ST. LOUIS OFFICE: 1627 Locust St. B. C. 

seraiy mo chiect wen, Manager 

Bank and mercantile reference. Frank W. Whitcher Co. NEW YORK OFFICE: Room 101, Graham Bldg. 

. er * 
BROOKLYN PURCHASING SYNDICATE Manufacturers Telephone 2425 Canal. ii 
prietor 3 
St Mrondways Hea ae Paar cen, ly tne 
Phone, Stagg 1757 r Pie eies HAVERHILL OFFICE: Chamber of Commerce 








ooms, Haverhiil National Bank Bldg. Geo. 








R 
W. R. Hill, Manager. 
oa ar OFFICE: 501 First National Bank 











MISCELLANEOUS SHOE STORE Fr = Bide. a C. Bowen, Manager. Telephone 








CHAIRS ROCHESTER OFFICE: 609 Powers Bldg. Ros- 


siter L. Seward, Western New York Repre- 
Milbradt Rolling SETTEES 


sentative Telephone Stone 6314. 
LYNN OFFICE: Fred A. Gannon. 

Step Ladders 
are made in a great many 


MILWAUKEE UFFICE: B. C. Bowen, Manager 
PARIS OFFICE: 2 Rue des Italiens. L. Hub- 

styles to suit all kinds of 

stores and shelving. They 










bard, Manager. 
will enable you to get AUSTRALIAN OFFICE: 430 Lit. Collins St., 
Eerrene’ of your store. Manager. Wasagasse 2, Vienna, Austria. 


LONDON OFFICE: John C. Curtiss, Manage: 
Mansion House Chantbers, London, E. C. 
along with less help, save Melbourne. G. Jervis Manton, Manager. 
Gentving aotl tol tadaee WINDOW DISPLAY FIXTURES CONTINENTAL OFFICE: William Salaman, 
peel onl nendeuies The OSCAR ONKEN Co. | ARGENTINA), Gamnas, Aires Rivadavia, 2721 











Write for our EME 1154 4th St., CINCINNATI, OHIO BRAZIL; Gerente, John S. Fitch, 88 Rus 
iolisey a0 call co other CHILE: Santiago, Las Rosas 1123-1127. Otto 
store fixtures. Fubhrimann, Gerente. 
Milbradt Job Lots of Shoes and Leather om Mr. H. Gomez, Corrales, 2A, Havana, 
Manufacturing Co. Are Sold Through the oF gditor, 20 Fuencarral, Medrid. 
2416 No. 10th St. Recorder Want Ad Page MEXICO: 5 Casein, Jose Barro, Ave. 5 De Mayo 








ST. LOUIS, MO. | 7 CENTS A WORD JArANEE OFFICE Yokohama, J. F. Wagen, 
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